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Only Perfect Circle gives you 


| 2-WAY POWER PROTECTION! 


» Perfect Circle Valve Seals 


solve problem of excessive oil 
consumption past valves! 

New rings and restored valve efficiency 
produce higher compression pressures — 
and higher deceleration vacuum. Increased 
vacuum draws oil through loose and worn 


re 
valve guides. Stop this loss with new ; 
Perfect Circle Valve Seals! 
Be sure of customer satisfaction — 


—Install Perfect Circle Valve Seals on 
all re-ring and valve jobs. 


2. Perfect Circle 2-in-1 Chrome Sets 


solve problem of excessive oil 
consumption past pistons! 

2-in-1 Chrome sets provide the finest 
piston rings obtainable! Top rings and 
oil rings are plated with thick, solid 
chrome. Doubles life of cylinders, rings, 
pistons. No tedious break-in is necessary, 
rings are pre-seated at factory. 








Be sure of customer satisfaction 


—Install 2-in-1 Chrome sets for thousands 
of extra miles of power protection and 
positive oil control! 


PERFECT “ CIRCLE 


PISTON RINGS AND POWER SERVICE PRODUCTS 
Don Mills, Ontario, Canada 








Hagerstown, Indiana 





BONDO TWINS 
Goose’ SHOP PROFITS! 


JET ACTION 


BONDO 


Lys best yet for fast, easy 
application and general 
body repair use, 
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WHATEVER A COOLING SYSTEM NEEDS... 
A PERMATEX PRODUCT FITS IT BEST 


Radiator to water pump to water jacket . . . cooling systems can be head- 
aches ... and Permatex provides the aspirin. From major leak sealers like 
Block and Head Sealer to rust preventives like Water Pump Lubricant and 
Radiator Anti-Rust . . . Permatex has tailored the exactly right prod- 
uct to make the job easy and profitable. Be prepared with these Permatex 
products: DOUBLE ACTION RADIATOR CEMENT... HEAVY DUTY RADIATOR 
CLEANER ... WATER PUMP LUBRICANT & RADIATOR ANTI-RUST . . . BLOCK AND 
HEAD SEALER . . . RADIATOR SEALER (liquid) . . . COOLING SYSTEM CLEANER 
AND CONDITIONER. 

Send for your copy of the Permatex Catalog . . . which tells you how 
and where to use every member of this famous automotive chemical fam- 


t PERMATEX | ily. Ask your jobber or write us. 


% 


PERMATH 2s 


COMPANY, INCORPORATED 


300 Broadway, Huntington Station, L. I., New York 
Factories: Brooklyn, N. Y. «e Kansas City, Kansas 


“There's a Permatex product for every maintenance need” 
SEALING COMPOUNDS «+ POLISHES AND CLEANERS + RADIATOR PRODUCTS + OILS AND LUBRICANTS + HYDRAULIC FLUIDS + SERVICE AND REPAIR PRODUCTS 
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NOW... confusion about additives is ended! 
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3 specific engine 





Now ... Casite gives you the advantage of three proved protection for combustion chambers. . . for 
specific additives to specifically treat the three vital cylinder walls, pistons, rings, bearings and hydraulic 
areas of car performance. You can offer your cus- valve lifters ... and for automatic transmission 
tomers 3-way Casite “prescription service” — tested, parts and seals. 


Now, more than ever, Casite — with three specific treatments — means greater 
customer satisfaction and profits for you. 


IMPROVED CASITE...for the Firing Zone 
The nation’s favorite ““Tune-up in a can” now vastly improved with spark 
plug and carburetor cleaner and acid inhibitor. Recommended for use 
in the gas tank or carburetor air intake to free valves and rings and 
clean carburetor and spark plugs. Also for use in crankcase oil for 
quicker starting, less start-up wear and to break-in new or rebuilt 
engines. List price $1.25. 


CASITE C-C-C...for the Friction Zone 
A new heavy-duty crankcase concentrate with Barimen and acid inhibitor. 
Recommended for use in crankcase oil to quiet noisy engines, reduce 
friction and oil consumption, stop hydraulic lifter noises, smooth out 
and pep up engine performance, clean and protect engine parts from 
wear and acid corrosion. List price $1.50. 


CASITE “SMOOTH SEAL”... 
For Automatic Transmissions—to reduce jerks and roughness and assure 
smooth, quiet operation. Stops and prevents leaks due to hardening or 
shrinking of the transmission seals. Reduces shock and wear, enables 
delicate parts to last longer. List price $1.95. 
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Special Introductory Tri-Pack Case includes 8 cans improved Casite Tune- 
Up, 8 cans C-C-C new Heavy Duty crankcase concentrate and 8 cans new 
‘‘Smooth-Seal"’ for automatic transmissions. Your Casite jobber has Tri- 
Pack, and complete 24-can cases of individual products. Free bonus at no 


cost to you, too! Get the details from your jobber salesman 





HASTINGS MANUFACTURING COMPANY, HASTINGS, MICHIGAN 


Casite + Piston Rings «+ Oil Filters + Spark Plugs 
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in safety 
equipment 


the 
answer 


att gat =r 
...as in the NEWF'P 
(flare perfection), for example 


Here’s the answer to 
the demand for a reflec- 
tor flare that combines 
TOP quality and LOW 
cost ... The rugged, 
compact FP flare has 
all metal parts plated, 
brilliant lens and wind 
resistant base. Unit 
folds flat... 


in price — ahead in performance! 


Fully approved . . . Below all others 


and for a COMPLETE line 
the answer is Anthes, too... 


*FLAGS °* LIGHTS 
*FLARES * MIRRORS 
*FUSEES ° REFLECTORS 
°*FIRE EXTINGUISHERS 
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HANDI-CLEANER > 





complete range 
of sizes to suit 
every re- 
ment in 
automotive field. 


@ NEW HAND CLEANING EFFICIENCY! 
@ NEW CONTAINERS! NEW CONVENIENCES! 


THE Original CREAM TYPE WATERLESS 
HAND CLEANER 


USED WITH OR WITHOUT WATER 


eee “OUT-DATES” and “OUT-CLEANS” all other liquid 
or powdered soaps or conventional hand cleaners 


in the automotive field! 


CLEANS HANDS CLEANER, FASTER... 

. with or without water! Dissolves and lifts out dirt. Instantly removes 
tenacious soils and stains conventional hand cleaners can’t touch. 
Contains no abrasives! 





VI-CLEANER // KEEPS HANDS IN GOOD “WORKING” CONDITION... 


~ 


... contains Lanolin and other skin conditioners to keep hands soft, 
prevent dryness and chapping. Hexachlorophene gives antiseptic pro- 
*Patent 2789737 tection to open cuts and bruises. USED REGULARLY WILL PREVENT 


FORMATION OF INGRAINED GRIME. 
DL piISPENSER 


+ + « Fool-Proof — Trouble-Free! USE ANYWHERE 
. ++ placed in isolated spots where water is not 
readily available saves on many time consuming 
trips to washroom to clean hands! Easy to operate 
.. one pull of the lever gives amount needed ... DL PRODUCTS, INC. Dept. SAJ-10 
every time, No messy refilling . .. to refill, insert 47-63 East Market St., Buffalo 4, N. Y. i 
5 Ib, DL can... and throw away when empty! 


WRITE FOR FREE TRIAL SUPPLY 


NAME 
COMPANY 


ADDRESS 
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SPOTLIGHT 


March 1959 





Some corrosion is going to get knocked off your cash register's wheels. If you're the 
typical operator of a repair shop and if your feelings are along the lines of what 
you'll find expressed about the '59 outlook by car dealers, garagemen and parts 
wholesalers in this issue, you're in for some new high marks in shop volume. Pages 
7, 71 and 172 paint the bright picture. 





Getting a bit statistical: Cars in the three- to nine-year bracket 
represented 65% of the total registration of more than 68,000,000 at the 
end of last year and many of these will enter the area of profitable repair 
status this year, according to Victor L. Toft, Omaha, Neb., wholesaler, 
who is the president of the Automotive Service Industry Association, 
created last month at Chicago out of consolidating National Standard Parts 
Association and Motor and Equipment Wholesalers Association. 





Wholesalers should average a ten per cent gain in '59, he said, because of: 
1.—An estimated $16 billion boost in consumer spending this year. 
2.—A rise in reconditioning in the three- to nine-year bracket of cars. 
3.—America's travel boom, with the biggest in history expected for 1959. 





Evidence of the impending boom bubbled up at Chicago. Attendance at the 
Automotive Service Industries Show at Navy Pier last month exceeded all 
former industry show records. Over the four days 21,635 manufacturers, 
jobbers and retailers registered to view the 449 exhibits. Adding up 
estimated "on-the-floor" attendance figures for each day of the show, 
attendance went well over the 50,000 mark. 





How many lamps does a car have and how's the replacement market for them? The average 
1959 model has 27, or five more than the average home uses for general illumination, 
according to General Electric. Lamps per car have increased 50% in the last nine years, 
according to the marketing manager for GE's Miniature Lamp Department, William H. 
Robinson, Jr., and replacement sales should climb because of the more than 50,000,000 
cars having the old two-headlamp system. 





Florida dealers win labor elections. As labor unions continued their South- 
eastern expansion drive, latest reports revealed that at West Palm Beach 
five franchised dealerships won elections where the goal had been to 
organize mechanics. The ballots were decisive—five for, 15 against; one 
for, 16 against; three for, 11 against; one for, 13 against, and ten for, 
21 against. 





The world car market is about to skyrocket. Lester Lum Colbert, president of Chrysler 
Corp. and an ardent Texan, told alumni of the University of Texas at Houston March 2 
that "by 1965 the annual market for new passenger cars outside of the United States 
should be about 6,000,000 units—which is approximately what the new-car market in this 
country has averaged over the past few years. Eventually, and probably no later than 
1970, the market for cars outside the United States will be consistently larger than 
our own." World road-building is paralleling the accelerating rate of motor-vehicle 
production, he pointed out. 
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and in trucks, tractors, cars... 


OIL CONTROL 


- with Sealed Power KromeX 
. Piston Ring Sets with 
. Stainless Steel Oil Rings 


an Vila 
yl! 
i! y 
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Stainless steel oil rings are the reasons America’s 
largest engine builders are using Sealed Power 
rings as original equipment. Also the reason more 
and more of these same engine builders are ap- 
proving Sealed Power KromeX ring sets for re- 
placement. 

New design .. . new material. . . fully tested! 
These rings come in fast, control oil even under 
high vacuum conditions or in tapered and out-of- 
round bores. 


Just one of the reasons why 


They stop smoking. The side-sealing de- 
sign of the stainless steel oil ring prevents 
oil from going around the back of the ring. 
The angle of the shoulders on which the 
side rails depend for outward radial pres- 
= produces the side pressure which 
- a . holds the rails snugly against the sides of 
SESS J the groove. No flutter, no instability. Rails 











maintain contact with cylinder wall 
around entire circumference of ring. 


SEALED POWER CORPORATION + MUSKEGON, MICHIGAN 


Sealed Power KromeX Ring Sets 


BEST FOR RE-RING! BEST FOR RE-BORE! 
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Dealers and Jobbers Foresee More Net in '59 


—, going to be more net profit per deal for Southern dealers this 
year as compared with last year. 

That was easily the majority opinion expressed by Southern and 
Southwestern dealers interviewed informally by SOUTHERN AUTOMO- 
TIVE JOURNAL during the annual convention of the National Automobile 
Dealers Association at Chicago last month. 

Some dealers reported their net last year exceeded the figure in 1957 
and said they expected a continued rise this year. On the other hand, 
a number of them insisted that they could not base any reasonable 
prediction on a mere one month’s experience (January). 

Two weeks after the dealers cleared out of Chicago there was a 
great inpouring there of Southern and Southwestern wholesalers for the 
International Automotive Service Industries Show. Interviews with 
them brought similar bright outlooks for this year. 

Generally, the parts jobbers said they looked for increases in gross 
sales of five to perhaps ten per cent, although some whispered that 
they weren’t letting their sales forces know they would be content 
with no greater rise than that amount. The net profit should billow up, 
but probably not in direct relationship with the gross rise, because of 


rapidly mounting overhead, they explained. 


Chevy Dealers Expected 
To Handle Small Car 


HEVROLET dealers will probably 

be the ones to distribute Gen- 
eral Motors’ economy car when 
(and if) it comes out this coming 
fall, in the opinion of the im- 
mediate past president of the Na- 
tional Automobile Dealers As- 
sociation. 

Dean Chaffin, Chevrolet-Buick 
dealer of Bozeman, Mont., pointed 
out in a press conference last 
month during the annual conven- 
tion of NADA that Chevy dealers 
easily have the largest distribution 
facilities “and I doubt that GM 
will want to set up competition 
within its own ranks.” 

He told SOUTHERN AUTOMOTIVE 
JOURNAL that policy adjustment 
costs at his dealership—not later 
recompensed by the factory— 
averaged $50 per new unit. 

He expressed personal opposi- 
tion to restricted sales but said he 
favored NADA’s program to clari- 
fy the law so dealers and factories 
could work out their own ideas of 
service responsibility or any other 


phase of territory security they 
might desire. 

Six weeks after the resignation 
of Frederick J. Bell as NADA’s 
executive vice-president the as- 
sociation had received around 20 
applications for the post, including 
some from former governors and 
U. S. senators, Chaffin revealed. 
He said the salary would likely be 
“considerably less” than the 
$70,000 paid Bell. 

The new manager, to be chosen 
in June, is likely to have some 
automotive experience, he added. 
Bell had not. 


Missouri to Join Illinois 


The Missouri Automobile Dealers 
Association will convene this year 
jointly with the Illinois Automobile 
Dealers Association, Manager 
James Gorman of MADA an- 
nounced. The convention will be 
held May 7-8 at the Chase Hotel 
in St. Louis. Should this combined 
meeting prove successful, MADA 
may consider asking for a joint 
convention with the Kansas Motor 
Car Dealers Association next year. 
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GM's 1958 Dollar Sales 
Sag 15% Below 1957 


ENERAL Motors’ dollar sales in 

1958 were 13% lower than in 
1957, with net earnings for the 
year 25% under 1957 figures, 
Chairman Frederic G. Donner and 
President John F. Gordon an- 
nounced in the corporation’s an- 
nual report. 

Net sales in 1958 totaled $9,522,- 
000,000, compared with $10,990,- 
000,000 in 1957, while net income 
for 1958 was $634,000,000, or 6.7% 
of net sales, compared with the 
previous year’s net income of 
$844,000,000, which was 7.7% of 
net sales. 

Unit sales of passenger cars and 
trucks produced in U. S. plants 
were down 22% from 1957, com- 
pared with a 29% drop for the in- 
dustry as a whole. 1958 unit sales 
of cars and trucks produced by 
GM overseas plants were 28% 
higher than in 1957, while unit 
sales of Canadian-source cars and 
trucks were up three per cent over 
1957. 

Meanwhile, by the latter part of 
last month the car-manufacturing 
divisions of General Motors were 
zooming along in full production, 
as were other factories. 


Texas Remains in Line 
For Chrysler Center 


— is still in line for a sales 
and service training center 
whenever funds are appropriated, 
a highly-placed executive of 
Chrysler Corp. told SOUTHERN 
AUTOMOTIVE JOURNAL last month 
during the NADA convention at 
Chicago. 

“Knowing that ‘Tex’ Colbert is 
from Texas, some of us were sur- 
prised that he didn’t call for the 
first center to be built there,” the 
official commented. L. L. Colbert 
is president of Chrysler, which has 
erected six centers. 

Currently the one on the West 
Coast and the center at Atlanta 
serve the Southern and South- 
western areas, training salesmen 
and mechanics. 
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won't bring them back! 


They said they’d be right back. It’s been too long now... they’re shopping elsewhere. 
They liked the car, the price, and the trade-in allowance. Then Why? Because 

they were only “half sold”! Car selling is one half of the deal... car financing the other 
half. Be sure that you do a complete selling job and offer your prospects Associates 
Pleasant Purchase Program, the most complete financing and insurance plan available. 
Let Associates delay-free approvals make that car available when your prospects 

are ready to buy... help you clinch more one-stop car sales. Better call the man 

from Associates for full information now. 





ssociates 


SOUTH BEND, INDIANA 





ASSOCIATES INVESTMENT CO. — ASSOCIATES DISCOUNT CORP. — ASSOCIATES DISCOUNT (CANADA) LTD. — EMMCO INSURANCE CO. 
Want more facts? Use Reader Service Card Page 135 SOUTHERN AUTOMOTIVE JOURNAL for March 1959 
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DEALERS 


March 22-24—Annual convention of 
Automobile Dealers Association of 
Alabama, Tutwiler Hotel, Birming- 
ham. 

April 13-17 — Convention cruise to 
Nassau by South Carolina Automo- 
bile Dealers Association, embarking 
in Italia at Charleston and return- 
ing to that port city. 

April 26-27—Annual convention of 
North Carolina Automobile Dealers 
Association, Carolina Hotel, Pine- 
hurst. 

May 7-8—Annual convention of Mis- 
souri Automobile Dealers Associa- 
tion, held jointly with Illinois 
Automobile Dealers Association, 
Chase Hotel, St. Louis. 

May 10-12—Annual convention of 
Tennessee Automotive Associa- 
tion, Chattanooga. 

May 10-12 — Annual convention of 

eorgia Automobile Dealers Asso- 
ciation, Atlanta Biltmore Hotel, At- 
lanta. 

May 17-19 — Annual convention of 
Texas Automotive Dealers Associa- 
tion, Hotel Texas, Fort Worth. 

May 22-23 — Annual convention of 
New Mexico Automotive Dealers 
Association, Western Skies Hotel, 
Albuquerque. 

May 29-June 6 — Annual summer 
meeting of Automotive Trade As- 
sociation of Maryland aboard 
Queen of Bermuda, sailing from 
New York. 

Sept. 20-22—Annual convention of 
Kentucky Automobile Dealers As- 
sociation, Kentucky Dam Village. 
Gilbertsville. 

Oct. 11-13—Annual convention of 
Automotive Trade Association of 
Virginia, John Marshall Hotel, 
Richmond. 

Oct. 18-20—Annual convention of 
Florida Automobile Dealers Associ- 
ation, Robert Meyer Hotel, Jackson- 
ville. 

Oct. 25-26—Annual convention of 
Oklahoma Automobile Dealers As- 
sociation, Tulsa. 

Nov. 15-17—Annual convention of 
Mississippi Automobile Dealers As- 
sociation, Buena Vista Hotel, Bi- 


loxi. 

Jan. 30-Feb. 3—Annual_ conven- 
tion of National Automobile Deal- 
ers Association, Sheraton-Park Ho- 
tel, Washington, D. C. 

Jan. 28-Feb. 1, 1961—Annual conven- 
tion of National Automobile Deal- 
ers Association, San Francisco. 


Feb. 3-7, 1962—Annual convention of 
National Automobile Dealers As- 
sociation, New York City. 


GARAGEMEN 


June 24-27—Annual convention of 
Independent Garage Owners of 
America, Albany Hotel, Denver, 


WHOLESALERS 


March 25-26—Spring convention of 
Virginias - Carolinas Automotive 
Wholesalers Association, Robert E. 
Lee Hotel, Winston-Salem, N. C. 

April 19-21—Annual convention of 
North Carolina Automotive Whole- 
salers Association, Hotel Robert E. 
Lee, Winston-Salem. 

May 17-19 — Annual convention of 
Automotive Wholesalers Associa- 
tion of Tennessee, Castle in the 
Clouds Hotel, Lookout Mountain, 
near Chattanooga. 

May 17-20 — Annual convention of 
Automotive Engine Rebuilders As- 
sociation, Royal York Hotel, To- 
ronto, Ont. 

June 22-23—Annual convention of 
Automotive Wholesalers Associa- 


tion of Alabama, Stafford Hotel, 
Tuscaloosa. 

Sept. 27-29 — First convention of 
Southeastern Automotive Market- 
ing Association, Biltmore Hotel, At- 
lanta. 

Oct. 16-17 — Annual convention of 
Automotive Wholesalers Associa- 
tion of Louisiana, Capitol House, 
Baton Rouge. 

Oct. 21-23—Annual convention and 
booth conference of Automotive 
Wholesalers of Texas, Adolphus 
Hotel, Dallas. 

Nov. 2-5—Annual convention and 
conference of The Automotive 
Warehouse Distributors Association, 
Muehlebach Hotel, Kansas City, Mo. 

Feb. 10-14, 1960—Automotive Service 
Industry Show, Coliseum, New 
York City. 

March 24-27, 1960—Southwest Auto- 
motive Show, Dallas, Texas. 


GENERAL 


Oct. 5-7—Annual convention and ex- 
hibit of Truck Body and Equipment 
Association, Sherman Hotel, Chi- 
cago. 

Oct. 28-30 — 12th annual convention 
and trade show of Automotive Parts 
Rebuilders Association, Roosevelt 
Hotel, New Orleans. 


“Now we've opened house, opened bottles and opened our snack bar, 
it’s time to get ‘em to open their pocketbooks.” 
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WHY TAKE A CHANCE 
WHEN YOU CAN SELL GENUINE— 


Original Equipment 


Quality 


ae 
=v) RADIATOR 
PRESSURE CAPS 


Scientifically Designed 
for Today’s 
High Compression Engines 


Eaton premium-quality caps—available for the first time as 
replacement parts—are produced to meet car manufacturers’ 
rigid quality standards. Millions of these caps have been used 
as original-equipment on America’s leading motor cars and 
trucks. Eaton Caps include quality and safety features not 
offered by any other cap on the market. Exclusive Eaton 
design permits the cap to be removed without hazard. 


Positive sealing and pressure release action assure more 
efficient and economical engine operation. You'll sell more 





of these premium-quality caps—easier—make more money and 
y 





more satisfied customers ! 





16-Cap Display Assortment Services All 
Popular Make and Model Cars 


This EATON COOLING 


SYSTEM TESTER 
The Eaton Cooling System and Cap T - 
will Sell Caps for You! “ fast, pene nr seis “te alice 


time. Self-contained design eliminates the need 


Ask Your Jobber for Complete for adapters. Testing of pressure caps, entire cooling system, 
Information cylinder head and head gaskets, and motor block is accom- 


plished with one easy-to-use precision instrument. 


STAMPING DIVISION 
EAT he MANUFACTURING COMPANY 
CLEVELAND 10, OHIO 
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Automotive NEWS BRIEFS 


(Continued from page 9) 





95% of Foreign-Car Buyers Desired 
High Mileage, NADA Survey Shows 


By PAUL E. HERZOG 


Director of Research 
Nationa] Automobile Dealers Association 


N GIVING their main reasons for 

deciding to buy a new imported 
car rather than an American car, 
the fact that imports were consid- 
ered cheaper to operate and gave 
better gasoline mileage was pre- 
dominant. It was checked first 95% 
of the time. 

Second in importance was the 
fact that the original purchase 
price was lower. Tied for second 
place with 66%, was “easier to 
park;” and a related factor, name- 
ly “easier handling in traffic,’ was 
third—65%. Other high ranking 
reasons listed were “lower repair 
costs,” “better workmanship,” 
“more durability,” “not as much 
annual depreciation” and “more 
conservative styling.” 

We were rather surprised to find 
that the average imported-car pur- 
chaser in this group actually drove 
his automobile a few more miles 
per month than he had driven his 
American car... a median of 933 
miles in the first instance as com- 
pared with 892 miles for the do- 
mestic units. The head of the 
household, who accounted for 82% 
of the import’s usage, drives it an 
average of 13 miles from his home 
to his place of work daily. 

Seventy-nine per cent of the 
owners further indicated that they 
either drove the import — or 
planned to drive it—on long trips, 
such trips averaging 1,507 miles. 
By and large, however, the import 
is most frequently used by the head 
of the household driving to work. 
A total of 65% of its mileage is 
accrued in this fashion. An addi- 
tional 13% of the mileage results 
from business use of the import 
other than driving to and from 
work, whereas nine per cent re- 
sults from household errands. 

Thirty-seven per cent of the 
respondents were professional per- 
sons—such as doctors, lawyers, 
teachers and chemists; 20% were 
managers or executives; 11%, sales 
people; four per cent, students; 


Excerpts from an address before 
the annual convention of the Na- 
tional Automobile Dealers Asso- 
ciation at Chicago last month. The 
figures resulted from an NADA 
survey of some 10,000 purchasers 
of imported cars in 1956, 1957 
and 1958. A panel discussion on 
imports was a highlight of the 
convention. If you'd like to see 
what a Virginian had to say about 
this market, turn to page 77. 


four per cent, housewives; eight 
per cent, clerical, stenographic or 
other general office personnel; 
15%, skilled laborers, and one per 
cent, unskilled laborers or farm- 
ers. 

The question was asked: “Would 
you have purchased the imported 
car if a similar new American- 
made car had been available for 
the same price?” 

Sixty-one per cent of the re- 
spondents indicated that if there 
had been an American-made car 
of similar size, quality and price 
available, they would have pre- 
ferred to purchase the domestic 
product; 39% indicated that even 
though such an American automo- 
bile had been available, they would 
still have preferred the import. 
However, 85% of the imported-car 
purchasers said that at this time 
they believe that their next new- 
car purchase will again be an im- 
ported automobile. 

An interesting and important 
factor which undoubtedly has 
much bearing upon this over- 
whelming vote of confidence in 
their import is the degree of satis- 
faction expressed by the respond- 
ents with regard to the service and 
repair work which they have ob- 
tained on their vehicles. Seventy- 
eight per cent said that such serv- 
ice and repair work was good, 
whereas only six per cent indicated 
dissatisfaction, claiming that the 
service was poor. 
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Trouble-Free Operations 
Claimed for "Foreigns"™ 


wo veteran Southern dealers 
maintained last month that the 
small economy imported cars they 
handle are about 95% more trou- 
ble-free than American-made Cars. 

James C. Downing of Atlanta 
and Paul Lauritzen of Richmond, 
Va., said their experience had been 
that only around five per cent of 
their new-car sales were trouble- 
some to the extent that they had 
found when handling the larger 
domestic cars. 

Said Lauritzen: 

“IT think the quality of the im- 
ported cars is greater because they 
don’t have a Walter Reuther.” 

The Virginian, whose main line 
is Fiat, estimated that around 75% 
of the sales he has been faced with 
losing because of prospects’ objec- 
tions to the absence of automatic 
transmissions and some other fea- 
tures were overcome when his 
firm had pointed out the necessity 
for fewer popular American-car 
features in order to maintain high- 
er economy of operation and the 
lower initial price. 

Downing insisted that ‘“there’s 
no money to be made out of financ- 
ing as the buyers are not that type. 
Most of us make the money out of 
the car sale itself.” Too, the small 
amount of servicing has made it 
additionally necessary to see that 
the profit comes in the sale price 
itself, he added. 

John H. Lander, who handles 
Dodge-Plymouth-Simca at Atlan- 
ta, said, “I just don’t believe that 
Chrysler will build a small com- 
pact car that will sell in the price 
range of the Simca,” which retails 
at Atlanta, he said, for $1,787. “I 
think it will be around a $2,000 
car,” he said of the small car ex- 
pected to come from Chrysler. 

Their comments came during a 
press conference after their ap- 
pearance on a panel discussion at 
the NADA annual convention. 


Virginians to Meet Oct. 11-13 


The annual convention of the 
Automotive Trade Association of 
Virginia will be held Oct. 11-13 at 
the John Marshall Hotel] in Rich- 
mond, Executive Vice-President 
Charles B. McFee, Jr., announced. 
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Dealers Return to Black 


| ogrteng ee car dealers returned 
to the black in finishing up last 
year, after wading through red ink 
for a spell, according to the Nation- 
al Automobile Dealers Association. 

NADA said of its business man- 
agement survey, based on returns 
to a survey of its 23,000 members: 

“With the help of new models, 
and a fourth quarter upturn in 
general conditions, the automobile 
dealers finished the year with 
combined operating profits of .2% 
of sales. 

“While this figure was a modest 
one, and the lowest yearly average 
since the war, it was in welcome 
contrast to the losses previously 
shown in the preceding quarters. 

“35% of those included in 
NADA’s survey were still in the 
red at the close of the year, but 
this percentage was considerably 
lower than had been reported in 
the three previous surveys. 

“Wash-out gross from combined 
new- and used-car sales, which 
stood at $406 at the end of Sep- 
tember, dropped to $387. Car ab- 
sorption (the ratio of wash-out 
gross, after selling expenses, to fix- 


ed overhead) rose slightly from 
31.9% to 33.5%. This compared 
with an average of 41.7% for all 
of 1957. 

“Total dealer expenses averaged 
14.7% of sales, while combined 
new- and used-car sales returned 
a gross profit of only 9.2%. While 
this is not an exact comparison, it 
suggests the extent to which the 
average dealer has been actually 
subsidizing his new-car operations 
with revenue from other sources. 

“New-car inventories averaged 
out to 13.9 per dealer on Decem- 
ber 3lst, for an estimated total of 
about 500,000 units. This was an 
increase of some 200,000 over the 
total reported at the end of the 
third quarter.” 

NADA said the speed-up in 
new-car sales also brought an in- 
crease in used-car stocks from an 
average of 19.8 per dealer on Sep- 
tember 30th to 24.4 at the end of 
the year. 

“The pick-up in business and 
profits in the final quarter was en- 
couraging, and appeared to give 
promise of better times ahead,” it 
said. “1958 is now history, and 


This complex machine is a device developed to insure precise front 
wheel “toe-in” on all 1959 Oldsmebiles. Toe-in alignment can be set to 
within .030” and, when precisely adjusted, wheels will automatically 
approach zero alignment at forward speeds. Heart of the device is its 
“linear-differential-variable transformers,” one for each front wheel on 
two operating adjustment lines. The transformers provide guidance for 
the electronic tranducers which measure the correct amount of toe-in 
and record the necessary adjustment on dials. Rollers, driven by 7/ahp 
motors, keep front wheels in motion while the proper adjustment is 
being measured. An operator then sets the rod linkage of each front 
wheel with a pneumatic tool for instrumented toe-in adjustment. 
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with many signs pointing to con- 
tinued improvement, dealers gen- 
erally were viewing the coming 
year with a great deal more op- 
timism than they displayed a year 
ago.” 


Lower-Priced Ramblers 
Get “Twin-Grip" 


LIMITED-SLIP differential, for- 

merly available only on Ram- 
bler Rebel and Ambassador V-8 
models, is now available on all 
Rambler Six and American mod- 
els. 

The device, called “Twin-Grip,” 
provides added control and safety 
for driving on ice, snow, mud and 
loose gravel, since if one wheel 
can get a grip, the driving force 
is automatically transferred away 
from the slipping wheel. 


Post Office Elevates 
Mileage to 9¢ 


| ppm operators and others who 
are concerned with mileage al- 
lowances for employes will be in- 
terested in the raising to nine cents 
last month by the U. S. Postal 
Service of the allowance per mile 
for privately-owned automobiles 
or airplanes used on postal busi- 
ness. 

This was effective Feb. 7 and 
was covered in postal bulletin 
20126 dated Jan. 29. 


Davis Dies in Kansas 


James A. “Jim” Davis, life-time 
honorary president of Kansas Mo- 
tor Car Dealers Association, died 
recently in Hutchinson, Kan. Until 
a few years ago, Davis operated 
dealerships in Hutchinson, Ellin- 
wood, Great Bend and Salina, 
Kan., and also had interests in 
dealerships outside his state. He 
was also Kansas director of Na- 
tional Automobile Dealers Asso- 
ciation. 


Rice Dies in El Dorado 


Frank A. Rice, among the earli- 
est automobile dealers in Kansas, 
died last month in El Dorado. 
Prior to his retirement a few years 
ago, he operated dealerships in 
Potwin, Florence, Abilene and El 
Dorado. 
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ENGINES 


The Fi Finest Replacement Engine You Can Buy 


St. 


Don’t waste valuable time and space overhauling 
engines in your shop! Installation of a Rogers Reman- 
ufactured Engine is so relatively simple it can be done 
in a single day by one man. Best of all you are able to 
compete with chain store prices and still make good 
profits, as much as $125 per engine installation. 

When you install Rogers engines both you and your 
customer are protected 3 ways against defects in parts 
and workmanship. Rogers is the only remanufacturer 
in the industry who provides you assurance of engine 


performance by dynamometer testing under full power 
with a complete testing record and Rogers famous 
written warranty. 

In addition Rogers offers you complete sales help 
in the form of wall signs, newspaper mats and direct 
mail materials. Ask your Rogers distributor today for 
more information on exchange engine profits. 


JOHN ROGERS CO. 


1060 Huff Road, N.W. - Atlanta, Ga. 


YOUR REPUTATION RIDES WITH THE ENGINES YOU INSTALL 


Want more facts? Use Reader Service Card Page 135 
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Finance Executive Sees Steady Rise 
Ahead in Talk to Louisiana Dealers 


By V. B. "BERYL" HUNGATE 


Former Vice-President, Associates Investment Co. 
South Bend, Ind. 


Me: economists predict that 
when the figures are tabulated 
for the last three months of 1958, 
we will see a new high in the na- 
tion’s gross national product and 
that it will continue to rise 
throughout 1959. 

Accordingly, it would appear 
that there are two significant 
points that can be learned from the 
behavior of our national economy 
as it relates to future profit op- 
portunities. 

First, we can and should expect 
that we will continue to find down- 
ward adjustments in general bus- 
iness activity such as prevailed in 
1948-49, 1953-54 and 1957-58. To 
a significant degree these periods 
are self-liquidating and do not per- 
manently divert long-term bus- 
iness trends. 

The second observation that 
might be made from the trend of 
our economy, and of greater im- 
portance from my viewpoint, is the 
fact that in the best years we have 
had businesses that failed, and in 
the worst recession years a large 
number of businesses made a prof- 
it and progressed. 

In other words, we can expect 
to find some industries and com- 
panies in what might be termed 
a real depression, while other in- 
dustries and companies at the same 
time are enjoying prosperity. Nei- 
ther condition should be general 
for the majority. It seems to me, 
therefore, that good judgment, 
coupled with sound and aggressive 
management, can result in profits, 
regardless of the temporary eco- 
nomic climate. ; 

The replacement and growth 
markets represent the two major 
factors in automobile sales. We 
look for an improvement in both 
these markets in 1959. 

Replacement demand will con- 
tinue to be the more significant 
element in the new-car market and 
is dependent upon the number of 
cars that are scrapped. Based on 


Excerpts from an address last 
month before the annual conven- 
tion of the Louisiana Automobile 
Dealers Association at New 
Orleans. The speaker recently re- 
tired after 15 years as a vice- 
president of Associates, after 
having devoted his career to the 
automobile and finance industry. 
At one time he was general 
manager of a large Chevrolet 
dealership in Indianapolis. 


the July 1, 1958, registration sta- 
tistics, there were about 24,000,000 
automobiles or better than 40% of 
all cars that were on the road at 
that date more than five years old. 

Since 1950 an annual average of 
7.7% of the total automobile popu- 
lation did not return to the regis- 
tration records. 

In 1958 scrappage has been esti- 
mated at 3,700,000 units—well be- 
low the annual average for the 
past nine years. Furthermore, in 
each of the years 1955, 1956 and 
1957, scrappage exceeded 4,300,000 
units, so it is only reasonable to 
expect replacement sales in 1959 
to move upward. We estimate 
scrappage this year in the neigh- 
borhood of 4,000,000 to 4,300,000 
cars. 

Growth sales, which represent 
the difference between scrappage 
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and total new-car registrations, 
should provide an additional 1,- 
000,000 to 1,200,000 customers this 
year. The 1,200,000 figure is not at 
all unrealistic, as such prospects 
are well below the rate of expan- 
sion in prior years. With the ex- 
ception of last year, when it ap- 
pears a million additional cars 
were added to the registration 
rolls, growth sales have fluctuated 
between a low of 1,600,000 and a 
high of 2,800,000 units each year 
since 1950. 

The principal source for growth 
demand is the formation of new 
household units. In this respect, I 
think most of us will recall some 
years ago reference which was 
made to the “Golden Sixties.” That 
era is just ten months away. 

When it is reached, we are not 
looking for any sharp upturn, but 
we certainly are entering a period 
of growth in the formation of new 
family units. During the period 
1960 to 1965, annual new-car sales 
of 6,000,000 to 6,500,000 may well 
be a conservative figure to use, in 
my opinion. 

There appears little doubt that 
the supply of money for automo- 
bile financing in 1959 will be more 
than ample. Reflecting the decline 
in both new and used cars last 
year, the outstanding receivables 
for most all sales finance com- 
panies are well below that of a 
year ago. Total automobile install- 
ment credit outstandings during 
1958 declined $1.3 billion, which 
is a drop of more than eight per 
cent from year-end 1957. 

It is also doubtful that there will 
be any appreciable change in the 
cost to consumers in 1959. The 
trend upward, particularly in the 
years 1955 through 1957, reflected 
the efforts of most lending institu- 
tions to increase their rates to re- 
flect higher money costs. The sta- 
bilization of consumer rates will 
depend a great deal upon future 
changes in the money market... . 


St. Louis Body Reelects 


Reelection of all its officers has 
been announced by the Greater St. 
Louis (Mo.) Automotive Associa- 
tion. They are: Lester Francis, 
president; Ben Lindenbusch, vice- 
president; C. A. Gilbert, treasurer, 
and Fay Hahn, the secretary. 
(More News Briefs on page 183) 
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New BY Zippy 


* U-Type Muffler Clamps 


* Universal Tailpipe Hangers 


Complete With Saddle, 
Nuts, Washers. 


Ask your favorite 
wholesaler for a 
complete line of 


Zippy products to- 
day. 


. - » Now Being Manufactured in the South 


Made from Extra Heavy-Duty Metal— 


All Zippy: products are manufactured from full-gauge quality steel. Zippy clamps 
and hangers form snug seal when tightened without spreading or warping. 


individually Boxed or in Bulk— 


Available in all sizes to fit all cars and trucks. 


Also Available From Zippy: 














ZIPPY TAILPIPE RE- 
PAIR KIT — Heavy- 
duty guage pipe ex- 
tension and clamp as- 
sembly. ~ joints in 
8” and 12” lengths 
less clamp assembly 
ZIPPY U-BOLTS— ~ C Agenee a. 
may be purchased sepa- vidually packaged — 
rately—without saddle, to shipping carton. 
nuts and washers. 


MUFELER propucts corporation 


P. O. BOX 492 HOUSTON 1, TEXAS 
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THE FAMOUS 


Brings You A Brand New Merchandising Kit 
FREE with Your Purchase of a Pullman 
For Your Station! 





Pullman 
412 BADGE O RAMA 












Pullman gives you a new way to sell. . . a year ’round supply of ‘o-RAMA F R E E 
eye-catching, easy-to-read badges . . . visual reminders to help Bance 


your men sell without saying a word! All they do is pin the at- 
tractive “‘badge-of-the-week” to their shirts — and your TBA 83 Pl ECE 


sales go up... up... up! | BADGE-O-RAMA 


KING-SIZE BADGES KIT 


Huge, colorful badges carry simple messages like ‘See Better - 
With Our New Windshield Wipers.” “Got A Flashlight in the 

Dash? We Sell ’em!’”’ When your men wear these badges, cus- 

tomers’ attention is automatically called to items they need to “i 

buy .. . and up go your profits. It’s simple as that! 


ees 





ie 


AUTOMATIC SELLING @ Plastic Badges for your men 


We all know that a good station attendant should suggest extra @ 78 Piece Badge insert set printed with psycho- 


‘ : : logically tested messages. 
items to every customer. But during the usual rush of business td . ' 
there just isn’t time . . . or the man for- @ Wall-hang case to keep kit where service men 


gets. Pullman’s Badge-O-Rama kit auto- will use it. 
rng takes care of this merchandis- BADGES HELP YOU SELL ITEMS LIKE THESE: 
‘cee Tires Candy Floormats 
Points Flashlights Chains 
These are not . : 
the messages on Oil Antifreeze Jacks 


your 3"x 4" badges. [uum Lube Jobs Windshield ...and many 
Send coupon : wipers more! 
today for 
actual sample. 


TEAR ON DOTTED LINE AND MAIL...NO STAMP REQUIRED 






FREE RUSH ME MY FREE 
SAMPLE BADGE 


and full details on Pullman’s 
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FAMOUS PULLMAN VACMOBILE 
PLUS 
83 PIECE BADGE-O-RAMA KIT 







For many years leading service stations have been using the 

Pullman Vacmobile to help them increase TBA sales and profits. Our 

free booklet “How To Sell TBA All Over The Lot” shows how the 

Pullman Plan works. It points out that the 60 seconds used to vac a car 

gives the attendant a chance to spot worn slip covers, torn floor mats, poor 
spare tires, etc., and gives a chance to sell replacements. 


The difficulty has been that many attendants haven’t had the time to sell... . 
or they forget. Now Pullman’s copyrighted Badge-O-Rama Kit makes selling 
automatic. The customer sees the badge . . . is reminded of his needs . . . and asks 
about the featured item. Sales go up astoundingly wherever Badge-O-Rama has 
been tried! 







KEEPS CUSTOMERS 
BUYING 


LOOK WHAT THE EXPERTS SAY ABOUT BADGE-0O-RAMA! 


“*One of the most effective ways to sell is vis- 
ually. TV has proved this. These Pullman 
badges are certain to increase impulse sales 
wherever used. They positively can’t miss.” 
J.P.D. Doctor of Psychology 


““Why didn’t someone think of this before. We 
tested 10 badges in our station with miracu- 
lous results. We’re going to use Badge-O- 
Rama year ’round! 

B.L.G. Gas Station Owner 


Yen uy 


VACMOBILE 





YOU CAN OWN A 


ORDER YOUR PULLMAN VACMOBILE NOW — TAKE ADVANTAGE OF PULLMAN’S COMPLETE PROFIT KIT! 


1 Free 83 Piece Badge-O-Rama Kit to 
push TBA profits to new highs. 


2 Free Sign to Bring Customers in! Tells 
customers you offer extra services... 
brings in new customers. 


3 Free Hangtags! Remind customers of 
your good service. When customer 


leaves his car for service finish up 
with a vac job...place hangtag in car 
to remind customer of the thorough 
service your station provides. 


Free Booklet To Increase Sales! 
‘**How To Sell TBA All Over The Lot.” 
Gives you tips on how to use your 
Pullman Vacmobile to sell more TBA. 


PULLMAN FOR 
ONLY 40¢ A Day! 


©1959 Pullman Vacuum Cleaner Corp., 25 Buick Street, Boston, Mass. 
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SPECIFICATIONS: 











TIVIN 4IV VIA 


one of the very few cars* 
you can’t tune up , 
with a 

Hygrade 

Jiffy Kit 


You can tune up 9 

road todas with one 

ment of Hvgrads 
eedles and 

valve pum} 

ol to fit all carburetors: Carter 
Stromberg, Ford, Holle ochester “and 
for small engines, too! See our jobber 
or write HYGRADI PRODUCTS DIVISION 
Standard Motor Product Incorporated 
Long Island City 1, New Yorl 


Carbure for Tune-l Dp 
* 


A kit for almost every car 


*Sorry, no Jiffy Kit available for Model “TT” Ford 


. 
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Uouve Kost 
THE BEST SEALER 
THE BEST SELLER 
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non-metallic, deposits tiny fibers 
Ys to repair leaks 
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Your confidence in Warner Liquid Solder’s ability to 
do its job has kept it first in sales for all automotive 
cooling systems. 


We appreciate that confidence and again repeat our 
guarantee to you— 


Warner Liquid Solder will circulate freely through 
the smallest tubes in today’s automobile radiators 
and heaters . . . will withstand modern cooling sys- 
tem pressures . . . will seal leaks at once and protect 
fully . . . will function properly in all types of anti- 
freeze . . . and will not harm metal or rubber. 


So, keep pushing Warner Liquid Solder as you have 
been. It’s the sealer that gives you the positive seal 
—the sealer that gives you positive sales. 


WARNER-PATTERSON COMPANY, CHICAGO 5, ILLINOIS * Warner-Patterson Company, Toronto 2, Canada 
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The N-A-P-A “Parade of Parts” continues— 


year after year—to lead the way to more business—to more profit- 
able business—for repair-service shops concentrating their pur- 
chases with the N-A-P-A Jobber. 


Next month, in the April 18th Saturday Evening Post, millions of 
car and truck owners once again can see the N-A-P-A “Parade 
of Parts” dramatized in a four-page advertisement, illustrating how 
you and your N-A-P-A Jobber together can give them top service 


on vehicles of all makes, models and ages. 


Here’s why: Your N-A-P-A Jobber is part of the longest-estab- 
lished, best-organized independent distribution system in the auto- 
motive industry. He stocks the most comprehensive group of 
nationally advertised parts, equipment and supplies available any- 
where from one convenient source. If what you need isn’t already 
in stock, he probably can get it quicker for you than anyone in the 
business . . . thanks to his nearby N-A-P-A Warehouse, one of 45 


across the nation. 


Your N-A-P-A Jobber is identified by the N-A-P-A “Assurance 
of Quality” Seal . . . as are the products he has available—all made 
by nationally-known manufacturers. For a preview of what your 
customers will see in The Saturday Evening Post, look at the 


N-A-P-A “Parade of Parts” on the following pages. For a complete 


view of the service you can > expect, talk to your 
N-A-P-A Jobber. 


National Automobile Parts Association, Chicago, in behalf of the thousands of Independent N-A-P-A Jobbers 
who supply the automotive repair trade from coast-to-coast with these—and many 
other — nationally advertised brands of quality automotive parts and supplies. 
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Wash Jobs—The Easy Way 


Stay dry—and get better wash jobs on both 
cars and trucks—with a B*®*K Fountain 
Brush. In both deluxe and economy models, 
they come with optional handle lengths, plus 
your choice of head size and shape. Some 
even have inner heads that revolve to make 
the job easier yet. 


BxK SERVICE PRODUCTS 
INDIANAPOLIS, INDIANA 


Here’s the package to restore lost engine pep 
and power, to cut high gas and oil bills . . . 
a Duckworth Timing Chain. Worn timing 
chain handicaps engine performance . . . 
causes camshaft lag, misfiring. Next major 
overhaul, be sure to replace worn timing 
chain with the finest . . . in the green and 
yellow box.... 


DUCKWORTH ® TIMING CHAINS 
CHAIN BELT COMPANY + SPRINGFIELD 1, MASS. 


NAPA "PARADE OF PARTS" (continues) 
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Detroit Universal Joints 


Continuous use by vehicle manufacturers is 
proof of their superior performance. Enjoy 
Bigger Service Profits by using genuine De- 
troit Repair Kits. They are produced by the 
manufacturer of the original equipment; your 
assurance of easy installation and customer 
satisfaction. 


DETROIT UNIVERSAL DIV. 
DEARBORN, MICH. 


BRIDGEPORT 


Bridgeport Tire Valves 


A full line of quality tire valves that meet 
rugged road abuse is available from Bridge- 
port. With only the 3 valves you see here, all 
tubeless passenger tires can be serviced. New 
valves install easily—provide the extra insur- 
ance a new tire deserves! Always install a new 
Bridgeport Tubeless valve with each new 
tubeless tire you mount. 


BRIDGEPORT BRASS COMPANY 
BRIDGEPORT 2, CONNECTICUT 


+ si a. 


Sells Best — Stays Sold 
You can service more cars with smaller stocks 
of American Brakeblok because it’s Fric- 
TIONEERED for power or standard brakes. 
Same lining as used in many top 1959 cars. 
Protects your reputation for better jobs. Call 
your N-A-P-A Jobber. 


AMERICAN BRAKEBLOK 
BIRMINGHAM, MICH. 


a le 
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Lllbied Chassis Parts’ 
In Allied Chassis Parts, N-A-P-A Jobbers 
offer “‘the complete coverage line,” engineered 
and built to original equipment standards in 
materials and tolerances. Wheel Suspension 
Parts, Coil Springs, Steering Parts, King Bolt 
Sets, Shackles and Ball-Joint Suspension 
replacements make your N-A-P-A Jobber 
your logical source for Chassis Parts. 


ALLIED AUTOMOTIVE PARTS COMPANY 
INDIANAPOLIS, INDIANA 


Your N*A*P*A Jobber is 
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You're Right with VICTOR 
Use Victor gaskets and oil seals and you’re 
always assured of the right replacement part 
... the right fit... and the right performance. 
That’s why most service shops prefer Victor 
sealing. It’s the leading original equipment 
brand for cars, trucks, tractors. 


VICTOR MANUFACTURING & GASKET CO. 
P. 0. BOX 1333 CHICAGO 90, ILLINOIS 


Main eeaanuTH 


Mr. 


Monmouth Engine Bearings 


For trouble-free installation and maximum 
performance, specify Monmouth Engine Bear- 
ings—original equipment in most makes of 
engines. Monmouth Bearings are preferred 
for replacement by all who seek the highest 
quality and the best service. 


CLEVITE SERVICE DIVISION 
CLEVELAND 3, OHIO 


a Good Man to KNOW! 
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Puritan Super 60 Brake Fluid 


Your customers need Puritan Super 60. No 
other brake fluid withstands the high tem- 
peratures of modern braking systems better. 
Their safety and your business demands the 
best. Puritan Super 60 Heavy Duty Brake 
Fluid meets or exceeds SAE Specifications 
70R3 and 70R1. 


OLIN MATHIESON CHEMICAL CORPORATION 
BALTIMORE 3, MARYLAND 


) 
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Modac \V-Belts and Hoses 


Modac V-Belts and Hoses give your custom- 
ers top protection against costly breakdowns 
and annoying delays. They are made of finest 
materials, insuring long, dependable service 

. are custom-engineered for easy installa- 
tion and perfect fit. This is why Modac 
Products will make more satisfied customers 
for you. 


NATIONAL PRODUCTS, INC. 
DENVER, COLO. 


Soundmaster Mufflers 


With Soundmaster, you give your customers 
up to 300% longer muffler life. Soundmaster 
advanced engineering resists rust inside and 
out—with complete drainage, special pre- 
mium coated materials, Open Flo Design and 
“tasbestosized”’ shells wherever needed—and 
guarantees full range sound control without 
power loss. 


DE KOVEN MANUFACTURING COMPANY 
RACINE, WISCONSIN 





All Types, for All Trailers 
Where safety and your valuable investment 
ride so heavily on the dependability of elec- 
trical connections, be sure you have the best 
—Balkamp Multiple Line and Utility Trailer 
Connectors. For semi-trailers, house trailers, 
farm equipment, boat and utility trailers. 


BALKAMP, INC. 
INDIANAPOLIS, INDIANA 
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nationally advertised brands of genuine quality for 


Fits All Cars, Trucks 


A pressure-tight quick disconnect coupling 
permits fitting changes in an instant on this 
B*K Compression Tester. Requires no tools, 
no adapters for use on all cars, trucks and 
buses. Unbreakable dial reads to 300 Ibs., 
more than enough for some years to come. 


BxK SERVICE PRODUCTS 
INDIANAPOLIS, INDIANA 


Federal Ball Bearings 


Most complete ball bearing line for the auto- 
motive industry. Used as original equipment 
on millions of vehicles by leading manufac- 
turers. Chosen by repairmen as the ideal re- 
placement bearing. Federal Ball Bearings are 
dependable—backed by the dependable 
source of supply—your N-A-P-A Jobber. 


THE FEDERAL BEARINGS CO., INC. 
POUGHKEEPSIE, NEW YORK 
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BRIGGS tells ‘em...you sell ‘em! 
Our eye-catching N*A*P*A ad in the POST 
stresses the million dollar ride of adjustable 
Briggs Imperial Shocks. It also warns your 
motorist friends that half the cars on the road 
need new shocks. The rest is up to you. In- 
spect ’em, show ’em, sell ’em. 


THE BRIGGS SHOCK ABSORBER COMPANY 
CLEVELAND, OHIO 


FLEET Transmission Jack 


Does everything other models can but at far 
less cost. Suggested dealer price only $189.00 
for the Model 5-36 Transmission Jack that 
raises, lowers and positions torque convert- 
ers, differentials and transmissions—even 
50-51-52 Powerglide. Also three other 
FLeet models for passenger car and heavy 
truck use. Ask your N-A-P+A Jobber or 
write for catalog and prices to 


EDGEWATER AUTOMOTIVE DIVISION 
ST. JOSEPH, MICHIGAN 


a 


RARITAN Bearings 
Raritan Barrel Bearings—flexible and self- 
aligning—withstand the overloads imposed 
by shaft deflection and misalignment at to- 
day’s higher power and speeds. When a 
barrel-bearing needs replacement, replace 
with a Raritan—metallurgically superior and 
dimensionally correct. 


RARITAN BEARINGS 
WEST TRENTON, N. J. 


Making Fine Gears Since 1919 
Whether for car or truck, your N-A:P*A 
Jobber has the most complete line of stand- 


ard transmission and overdrive parts in the 
replacement field. His quality line of Dittmer 
Gears, Shafts and Overdrive Parts are truly 
“Second to None.” 


DITTMER GEAR DIVISION 
AUBURN, INDIANA 


Your N*A*P*A Jobber is 
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Perfect Spot Repair 


Martin Senour Dythol-Lac Acrylic Lacquer 
e Maximum color retention, lasts years with- 
out fading. 
Dries rapidly to a high gloss with deep 
color beauty. 
Blends in uniformly with original car fin- 
ishes. 
Available in newest 1959 colors. 


MARTIN SENOUR, 2500 SOUTH SENOUR AVENUE 
CHICAGO 8, ILLINOIS 





Push Button Turn Signal Switch 


Visall 628 newest Trend in Turn Signal Con- 
trol. A Push Button Switch with few working 
parts . . . Lifetime Guarantee. Push “L” 
button for left turn, push “R” for right turn, 
push both simultaneously for 4-way flashing 
... “C” button cancels. Steering column or 
dash mounting. 


VEHICLE PRODUCTS COMPANY 
CINCINNATI, OHIO 


a Good Man to KNOW! 
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Safe—Sure—Wires and Cables 
— if it’s worth serviceman’s time 
—it’s worth good wire and cable 


BELDEN MANUFACTURING COMPANY 
CHICAGO, ILLINOIS 


MicroTest Transmission Parts 
More than 500 new numbers have been added 
to the MicroTest line of automatic transmis- 
sion parts—which already had been the most 
complete in the industry. Coverage in both 
kits and individual parts for all makes. 


MICROTEST GEAR COMPANY 
INDIANAPOLIS, INDIANA 


-———-—---- 


REPLACE 


x cs. ys PS ae <4 vs. 
Streamlined for Simplified Stocking 
The new Trico RB-12 Rainbow Wiper Blade 
is designed for faster service . . . simplified 
stocking. This one number with the exclusive 
Trico 3-position sweep selector replaces 5 
types and sizes. The multiple connector fits all 


three Wiper Arms found on over 33,000,000 
registered vehicles from 1946 to 1957. 


TRICO PRODUCTS CORPORATION 
BUFFALO 3, NEW YORK 


MAC’S-IT KIT 


. . consists of a pint of cleaner and a 4 oz. 
can of tough durable glaze that will protect 
your car’s finish from scratches and weather 
oxidation for over a year... Try it and you 


too will say—‘*“Don’tT Wax It, Mac’s It!” 


MAC’S SUPER GLOSS CO., INC. 
LOS ANGELES, CALIFORNIA 
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Famous Hand Tools 


A complete Line of top-quality, professional 
Tools—including the great new Automatic 
Transmission Tools that open up this money- 
making service for you. New Britain Tools 
are engineered to handle all of today’s re- 
pairs and services—faster for you. 


THE NEW BRITAIN MACHINE COMPANY 
NEW BRITAIN, CONNECTICUT 


You can pay less 
and you can pay 
more ---but you 
can't buy better 
ignition Parts 


Sell New Car Performance 


No tune-up job is complete unless the Con- 
tacts, Condenser, Coil, Distributor Cap, 
Rotor and Voltage Regulator are thoroughly 
checked and replaced when needed. Please 
your customers and pocket the profits—in- 
stall these ECHLIN Quality Parts every time! 


ECHLIN MANUFACTURING COMPANY 
BRANFORD, CONNECTICUT 


- eiieenter / 
MUFFLERS L_ 
INSTALLED 


FAST 
EXPERT 


Soundmaster Salesmakers 


You can’t always take time to remind cus- 
tomers that you install mufflers. So let Sound- 
master help you, with these brilliant 3-color 
signs advertised in The Post. They'll let your 
customers know you're in the muffler busi- 
ness, and attract pass-by trade as well. 





DE KOVEN MANUFACTURING COMPANY 
RACINE, WISCONSIN 
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SELL The New-Car Ride 
We've told millions of motorists to have their 
favorite garageman or service station attend- 
ant check their shock absorbers. Be wise. Tie 
in and cash in. Inspect the shock on every 
car that goes up on your lift. Ta/k shocks. 
Install shocks. Make easy money! 


THE BRIGGS SHOCK ABSORBER COMPANY 
CLEVELAND, OHIO 
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Lllbed Engine Parts 

When new engine parts are needed, look to 
Allied and your N-A- P-A Jobber for the fin- 
est of parts, the fastest service and the most 
comprehensive coverage. Behind every Allied 
Engine Part are specialized engineering ex- 
perience, production facilities and manufac- 
turing capacity unsurpassed in the industry. 


ALLIED AUTOMOTIVE PARTS COMPANY 
INDIANAPOLIS, INDIANA 


B«K Polishing Cloths 
Because B*K Polishing Cloths are 100% 
pure cotton yarn, they give twice the service 
of ordinary bleached cloth. Lint-free and 
highly absorbent, they're specially made for 
waxing and polishing. May be washed and 
re-used repeatedly. 


BxK SERVICE PRODUCTS 
INDIANAPOLIS, INDIANA 
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Dana Products 
Just as practically all vehicle makers depend 
on DANA-made Products, you can depend 
on Spicer and “*Mechanics-Type” Universal 
Joint Kits; Spicer Transmissions; Spicer 
Power Take-Offs and Joints, and Monmouth 
Clutch Plates. 


DANA CORPORATION 
TOLEDO 1, OHIO 











United Parts Mfg. Co’s. power brake repair 
service program offers six types of kits, to 
service the various power brake units already 
in use. 

Each kit contains large exploded views for 
easy and efficient assembly, plus instruction 


sheets. 


UNITED PARTS MANUFACTURING COMPANY 
CHICAGO, ILLINOIS 


t 


car floor protection 


] 


TWIN CONTOUR AUTO MATS 


Here’s utility and beauty for today’s modern 
cars. Contour design protects front floors, 
fits up slope, around pedals of all models. 
Easy to clean, won’t slip or slide. Also in 
matching twin rear mats or one-piece mats 
for front and rear. Eight beautiful colors. 


RUBBERMAID, INC. 
WOOSTER, OHIO 


Choice of Car Factory Engineers 


The advantages which the Thomson “HP” 
Thermostat brings to all pressurized cooling 
systems, are confirmed by its choice by most 
car factory engineers. The reverse-acting, 
tight-sealing poppet valve and thermal actuat- 
ing unit introduced by Thomson become more 
widely used every year. For other systems use 
the Thomson Electro-Fused bellows-type. 
STANDARD-THOMSON CORPORATION 
BOSTON, MASSACHUSETTS 


Long Life Starter Cords 


For power mowgrs, outboard motors and 
other small engines, no sash type nylon will 
last as long as this braided nylon B®K 
Starter Cord. Braiding gives it greater tensile 
strength, abrasion and stretch resistance. 
Comes packaged in six-cord displays. 


BxK SERVICE PRODUCTS 
INDIANAPOLIS, INDIANA 
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and fittings for me! 
Most repairmen choose Weatherhead hose 
and brass fittings for replacement. It’s the 
quality line. Used as original equipment. In- 
cludes power steering, fuel and brake hose as- 
semblies; valves; dash controls; brass fittings. 


THE WEATHERHEAD COMPANY 
FORT WAYNE, INDIANA 


Your N*A*P*A Jobber is a Good Man to KNOW! 
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‘s new...Gabriels 


Backed by th 


Here’s one of the greatest profit opportunities that ever 
came down the pike! 

Right now, 2 in every 4 cars that come into your place 
of business need new shock absorbers. We have the shocks 
they need, and we have the plan you need to sell them 

. a plan that can actually bring you a dollar a minute 
in extra business! 

First, we sign you up as a Certified Gabriel Dealer and 
provide you with a free sales kit, bulging with display and 
promotional material, simplified servicing manuals .. . 
everything you'll need to set up an inspection system that 
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is kit... and 


will impress the customer and get the business! 

Second, we back you up with the terrific national ad- 
vertising campaign described at the right. 

And then we provide you with the finest line of shock 
absorbers made, spearheaded by the incomparable 
Gabriel Ajustomatic . . . the rugged shock that can be 
adjusted to give each motorist the kind of ride he needs, 
for the kind of driving he does. You'll be hearing more 
about the “Lift and Look” plan soon. Plan now to fie in 
and cash in! 


THE GABRIEL COMPANY « Cleveland 15, Ohio 
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If you’ve gone 20,000 miles on your pres- Leaking 
ent shock absorbers, chances are you need 
Weak 
new ones. Compression 
Hard steering, rough riding, uneven tire 
° ° Worn 
wear and cupping, shimmy and shake, lean Bushings 
on curves, and “pitching” are pretty sure 
=. Broken 
signs that your shocks are shot... ask your Mounting 
mechanic to give your shocks the Gabriel 
Safety Check now. For your protection get 


new Gabriel Ajustomatics .. . the rugged 
shock absorbers that can be adjusted to give Na e 
you the kind of ride you need, for the kind a briel 


iving you do! 
of CoG Wee oe SHOCK ABSORBERS 
THE GABRIEL COMPANY + Cleveland 15, Ohio 3= | 























this advertising 


Look what we're doing to pre-sell the “Lift and Look” 
idea to your best customers! All through the year, in a 
host of important magazines, we'll be running ads like 
the one shown above . . . reminding your customers to 
have their shocks replaced every 20,000 miles. This is the 
broadest national advertising campaign in our history 

. and easily half the motorists who drive into your 
place of business will see our ads. Make the most of it! 
Sign up as a Certified Gabriel Dealer now . . . get up 


POST sae 


eee 








‘-> 


' “contra Dp REND 


abriel | 


your Gabriel display material . . . and put the dollar-a- S ad on C x ABSORBERS 


minute “Lift and Look” plan into effect! ee ee 
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new Fel-Pro*Quick-Reference” 
gasket catalog gives you all these 


EXTRA 
VALUES 


can see all the gas- 
kets you need with 
one sweep of the eye. 


No repeated items. 
All the confusing, 
time-wasting, error 
causing repetition is 
eliminated. 


Clean easy-to-read 
type and page layout. 
Makes for fast look- 
up, quick selection 
and does away with 
needless, costly errors. 


Contains only the 


— No eye-burning 
references to slow you 
down. 


 FEL-PR 


Why waste costly time hunting through a 
maze of asterisks, footnotes and references to 
find the gaskets you need when you can have 
all the information you want right at the tip 
of your finger...The new Fel-Pro “Quick- 
Reference” gasket catalog is designed to speed 
lookup — reduce errors—save you needless 
calls and trips to your Jobber by eliminating 





GET THE TIME-SAVING, 


oN RA {} l UE: ot the NEW “Ouick-References 


ERROR-STOPPING 


the eye-busting, profit-killing unnecessary read- 
ing matter. 


All the right gaskets you need are listed for 
at-a-glance reading. See the well organized and 
time-saving EXTRA VALUE in this catalog for 
yourself. Ask your Fel-Pro Jobber for a copy or 
write direct for New “Quick-Reference” Catalog. 


Serving the sealing needs of cars, trucks, buses, tractors, 


small engines and industrial engines. . 


FELT PRODUCTS MFG. CO. SKOKIE, 
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GROWING IN SALES 
GROWING IN STATURE 
GROWING IN POPULARITY 

..». EVERYWHERE 


BECAUSE ITS SIZE IS MODERATE 


ITS COST IS LOW 


PEOPLE CAN AFFORD TO RUN IT 


me PARK STUDEBAKER 


The Lark is building a modern, new market of people who are becom- 
ing more realistic about what they get for their hard-earned money. 
As taxes and the cost of living continue to rise, The Lark becomes 
an increasingly more important commodity. The buyer gets luxury 
and economy in one taut, attractive package at a very fair price. 
You have the amazing sales versatility of a car that’s the ideal first car, 
second car, economy car or spirited performer. All depends on the 
engine and options you sell. SP> And don’t forget, you deal with an 
independent company...ready and able to work with you on an equi- 
table business basis. That's a two-way street you'll appreciate! 


Without obligating myself, | am interested in learning more 
about the Studebaker franchise. 


Manager — Dealer Development Dept. 
STUDEBAKER-PACKARD CORP./ South Bend 27, Indiana 


NAME 





ADDRESS 





CITY STATE 





SAJ-3-59 | 
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Electric 





SIOUX ELECTRIC SCREWDRIVERS 


NO. 260 — 262 

On No. 260 Super Screwdriver the 

operator controls the tightness with which 

a screw is set by the amount of pressure he 

applies. The 4” Hex Drive takes shanks for clutch 
head screwdriver bits, Reed and Prince, Standard 
screws, Phillips, and socket head (Allen Type). 

On the No. 262 Super Screwdriver tightness is 
pre-determined by adjusting the clutch. Both models 
equipped with reversing switch. 


NO. 242 

It fits the hand, and operates in 
restricted space like no other 

electric screwdriver. It quickly 

drives or removes all types of screws. 
No. 242 has a positive clutch; the 
operator controls the tightness by the 
amount of pressure applied. No. 246 
has an adjustable clutch, so that it can be 
preset for any uniform degree of 
tightness desired, 








5" & yy" 
H.D. DRILLS 
No. 1560, 1575 AK 


oe 


Yo" STD. 


DUTY DRILL 


No. 1510 


%” & 5/16” 
H.D. DRILL 400 | 3/4 
No. 1517, 1519 350 


1” H.D. DRILL 
No. 1579 


SIOUX HIGH-SPEED STEEL 
TEETH HOLE SAWS 


will cut holes from 5%” to 6” in diameter, in any 
free machining material to a depth of 144". 
Alloy or stainless steel may be cut at slow 
speed. High-Speed teeth welded to chrome- 
— body give maximum life and cutting 
ability. 


POWER* SPECIFICATIONS SIOUX ELECTRIC DRILLS 


When it’s a SIOUX you know what it will do 





Cc No Load | H.P. and R.P.M. 
Number Speed at Load Speed 


Oz. Ft. 
Torque at 


Oz. Ft. 
H.P. and R.P.M. | Torque 
at Peak Load Speed | Peak Load 





Yo" H.D. DRILL 2250 5/64 


No. 1550 1600 7/64 
1650 3/32 


1650 3/32 
400 3/16 
525 | 27/64 
925 | 13/32 
1250 | 13/32 
1650 5/16 
925 13/32 
525 | 27/64 


525 7/16 
400 9/16 


49/64 
1600 | 13/64 

950 | 13/64 
13/64 


Yo" SLOW SPEED 13/64 
DRILL No, 1548 13/64 


13/64 











1525 
1140 
1060 
1060 
275 
370 
670 
860 
1060 
670 
370 
325 
260 
205 
200 
960 
575 
375 
575 
375 
960 





7/64 1050] 8.8 
5/32 790] 16.8 
1/8 620] 167 
1/8 620] 16.7 
9/32 215} 108.0 
39/64 230] 222.0 
9/16 540] 135.0 
9/16 500] 96.0 
3/8 680} 45.0 
9/16 85.0 
39/64 222.0 
17/32 252.0 
3/4 400.0 
1-1/8 748.0 
1-9/64 800.0 
17/64 32.4 
17/64 55.0 
17/64 84.2 
17/64 55.0 
17/64 84.2 
17/64 


complete 
specifications 


SEE THE 
NEW 
SIOUX 
CATALOG 




















when it’s a SIOUX 
You hoa tofuatiiwll dof 


The Horsepower and torque for each Sioux drill is rated, stated, and certified. 
It isn’t necessary to buy just a drill. When it’s a Sioux you know what it will 
do. See the power specifications for Sioux Electric Drills in this advertisement. 


oo Scypou’ Fourored Ya" and %” DRILLS! 


ere is super power to provide all the torque 
necessary for any operation where this type of drill 
would normally be used. (See specifications) And there’s 
a speed for every need. It’s an entirely new design in 


which the brushes have been located at the fan position Va" No. 1472, 


at front of the drill. The advantages include cooler 
running, and easier inspection and replacement of motor 
brushes without partial or complete disassembly of the 
tool. Ball and roller bearing construction, with finest 
precision gears and mechanical design have achieved a 
new high in output efficiency. 


1473,1474 


All time sales champ 
The SIOUX No. 1495 Ys” ALL ANGLE DRILL 


Year after year this is a top seller in the SIOUX line. It's popular 
with almost everyone—auto mechanic, sheet metal worker, 
electrician, shipbuilder, woodworker, assembly line, factory 
maintenance man. It fits the hand and operates in restricted 
space like no other tool. It's a most convenient handful of 
rugged power. 


Yq" No. 1477, 
1478, 1479 





Leading distributors 
everywhere display 
and sell Certified 
SIOUX power drills. 
AUTHORIZED SERVICE 
AND DISTRIBUTORS 
IN PRINCIPAL CITIES 





ALBERTSON & CO., INC. 


SIOUX CITY, IOWA, U. S, A. 


AIR IMPACT WRENCHES « AIR SCREWDRIVERS + “PELICAN” NUT ACCUMULATORS « 

ELECTRIC IMPACT WRENCHES « DRILLS « GRINDERS *« SANDERS « POLISHERS * VALVE 

FACE GRINDING MACHINES «. SCREWDRIVERS * PORTABLE SAWS « FLEXIBLE SHAFTS 
e ABRASIVE DISCS 





Ye" H.D. DRILL 
No. 1541 





Ya" H.D. DRILL 
No. 1525 


BALL BEARING a 





Ve" H.D. DRILL 
No. 1480 SEMI 
BALL BEARING 


Y_" LT. 
DUTY DRILL 
No. 1498 


Va" DRILL 
No. 1485 


Va" DRILL 
No. 1475 





smart 
buyer 
wants to 


know 


“Stock Yankee mirrors? What's in it for me?” 


Money! And plenty of it! Yankee mirrors sell...and sell on sight! In 
fact 3,000,000 of the beautiful “PACESETTER” mirrors have already 
been sold. Why? Because Yankee, with its sparkling blue-white chrome 
and unequaled styling, is the brand your customers recognize...the 
only auto mirror nationally advertised in the Saturday Evening Post. 

And because Yankee mirrors are built to last, every mirror in the 
line carries Yankee’s famous “Life-of-the-Car” guarantee printed 
right on the box... your guarantee of a satisfied customer. 

Want more proof—and more profits? See your Yankee Representa- 
tive or write today. 


Lamps, Mirrors and Signals 


YANKEE METAL PRODUCTS CORPORATION, NORWALK, CONNECTICUT 
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To make Whiz 

automotive maintenance chemicals 
more readily available in the 
states of 

Texas, Oklahoma, Arkansas 

and Louisiana 


WE ANNOUNCE THE APPOINTMENT OF 











eT 


| B. B. BURK CO. 
National City Bldg: 


Dp allas, Texas 











Representative for 


> 


PRODUCTS 


e Polishes, waxes and cleaners 
e Engine additives 

e Cooling system specialties 

e Hydraulic fluids 

hemicals 





« Body repair and shop © 
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= 


© AUTOMOTIVE CHEMICALS 


R. M. HOLLINGSHEAD CORP. 
Camden, N.J. 
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smart 
buyer 
wants to 


know 


“Stock Yankee mirrors? What's in it for me?” 


Money! And plenty of it! Yankee mirrors sell...and sell on sight! In 
fact 3,000,000 of the beautiful “PACESETTER” mirrors have already 
been sold. Why ? Because Yankee, with its sparkling blue-white chrome 
and unequaled styling, is the brand your customers recognize...the 
only auto mirror nationally advertised in the Saturday Evening Post. 
And because Yankee mirrors are built to last, every mirror in the 
line carries Yankee’s famous “Life-of-the-Car” guarantee printed 
right on the box... your guarantee of a satisfied customer. a 
Want more proof—and more profits? See your Yankee Representa- isidtelie, Biisiheis abil Gitintll 
tive or write today. : 


YANKEE METAL PRODUCTS CORPORATION, NORWALK, CONNECTICUT 
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To make Whiz 

automotive maintenance chemicals 
more readily available in the 
states of 

Texas, Oklahoma, Arkansas 

and Louisiana 


WE ANNOUNCE THE APPOINTMENT OF 














| B. B. BURK CO. 
National City Bide. 


Dallas, Texas 








Representative for 


PRODUCTS 


Ss 
e Polishes, waxes and cleaner 


e Engine additives . 
e Cooling system specialties 
e Hydraulic fluids 





* Body repair and shop chemicals 


ee 




















© AUTOMOTIVE CHEMICALS 


R. M. HOLLINGSHEAD CORP. 
Camden, N.J. 
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Leadership 


A product of the Chevrolet School for 20 years 


Last year marked the 20th Anniversary of the Chevrolet Post-Graduate School of 
Modern Merchandising and Management. It was established in 1938 for the purpose 
of training outstanding men for leadership positions in the quality Chevrolet dealer 
organizations throughout the United States, Canada, and overseas. Twenty straight years of 
continual growth prove its unequalled success. The Chevrolet School, the oldest of its kind in the 
world, is famous as the “West Point of Industry,” and well known for the great help it has been in 


building Chevrolet dealerships into the splendid and successful organizations they are today. 


With its 48th consecutive session now completed, the School has graduated more than 2,000 
men, nearly 50 per cent of whom are now Chevrolet dealers or dealership managers. Graduating 


classes with truly successful records! 


It’s no wonder that 1958 marked but a milestone in the “auto academy’s” progress. Year after 
year it has found it necessary to vastly expand its program and facilities to meet the growing need. 
Today the carefully chosen faculty numbers over 100 General Motors executives and specialists in the 
automotive industry. Competent judges have called the Chevrolet School “the standard” in merchandis- 


ing and management training, and rank it equivalent or superior to the Nation’s leading universities. 


W. E. Fish, General Sales Manager, 
Chevrolet Division of General Motors 
says, “We're proud, in Chevrolet, of 
our connection with the School and 
our opportunity to share, through so 
many of its graduates, in the main- 
tenance of the great American institu- 


tion of Chevrolet dealerships.” 


T. O. McLaughlin, Director of the 
Chevrolet School, has this to say about 
its continued growth and success. “How 
extensively the school has grown is 
reflected in the fact that applications 
have increased from 27 in 1938 to a 
present-day total of over 800 in the 
United States alone.” 


Chevrolet Division of General Motors, Detroit 2, Michigan 


anya 
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"This Little HOLMES WRECKER 
has i i Capacity?’ 


The 400 unit is equipped with Dual 
Rear End Controls, 100 ft. of %” 
cable on Service Drum and may be 
obtained with an outboard leg (extra) 
that will permit recoveries to be made 
from either side of the wrecker. 


The Holmes Towing Sling with New, 
improved Rubber-Covered Nylon 
straps permits towing of all cars, with- 
out scarring or defacing light chrome 
and body parts. It is easy to hook-up 
and assures a very fast method of 
handling cars with Cushioned Safety. 


The Wrecker is designed low in 
height (no higher than cab), and 
when used on a small truck with 
short turning radius, has sufficient 
clearance to make sharp turns into 
on-the-street doorways, up winding 
ramps and other close places. 


ES 
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*A low-cost, versatile unit 
with power and capacity for 
handling the “average” road call! 


The HOLMES 400 MODEL was designed for use on a light truck 
of from 12- to 112-ton capacity and although small in size, is especially 
suited for work in congested areas. The wrecker has a rated capacity of 
3 tons which makes it ideal for most Pick-Up and Towing jobs. It is 
power-operated with worm drive mechanism, has convenient rear-end 
controls with throttle regulator, double booms (non-swinging) ,outboard 
leg and many other desirable features not found in a low-cost wrecker 
of this type. 


The 400 Model is Fast, Easy to maneuver in traffic and, being on 
a light truck, is economical to operate. These advantages permit it to 
be very profitably used as an independent unit or as an auxiliary to a 
larger fleet of wreckers. In either case, this little HOLMES unit has a 
BIG EARNING CAPACITY and can earn BIG PROFITS for your 
shop or service station. Send Today for details. 


—_ BORED SPRMCEITEY Se 
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Chattancoga 7, & Tennessee 
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GET READY TO 


WIN! WIN! WIN! 











FIRST PRIZE 


( or a comparably priced U. S.-made car of your choice) 
The stunning LeSabre 4-door is the most popu- 
Jar Buick. Equipped with heater and defroster, 
radio, white sidewall tires. Ultra-power Wildcat 
engine. Twin-Turbine automatic transmission. 
Delivered ready to drive 


7 SECOND PRIZES OF AN 


RCA’s sleek new Southbridge lowboy brings the ultimate in “‘Natural 
Living Color.”’ Color-Quick tuning, all controls lighted. Three-speaker 
Panoramic FM Sound setup doubles as a stereo speaker unit. 


77 THIRD PRIZES OF A 777 FOURTH PRIZES OF A 
PHILCO PORTABLE TY SPORT JACKET 


The new 17-inch-screen 


Philco New-Matic 
Slender Seventeener is 
as light and trim as a 
brief case. New-Matic 
Remote Control changes 
channels with only a 
squeeze. A rotating 39- 
inch antenna telescopes 
out of handle. 
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New featherweight, 
weatherproof nylon jack- 
et is ideal for all sports. 
Bright new colors and 
smart cut make it the 
most versatile jacket 
you’ve ever owned. Zip- 
per front. Elastic back. 
Fully washable. 


SOUTHERN AUTOMOTIVE JOURNAL for March 1959 





vu 


YOU WIN WHEN YOUR CUSTOMERS WIN IN THE 
DU PONT $100,000 “LUCKY 7” CONSUMER CONTEST 


Here’s all you do: 


1. Ask your Du Pont No. “7’’ jobber sales- 
man to order your Contest Promotion 
Kit, including Official Entry Blanks and 
complete contest details. 





2. When you receive your kit, be sure to 
put your name, firm name and address 
in the coupon portion of the Official Entry 
Blank. This identifies you with your 
winning customers so you can win, too. 


3. Hand out Official Entry Blanks to all 
your customers. The more yeu hand out, 
the greater your chances of winning. 


You profit from extra sales, too! 


Winning customers also receive big bo- 
nus prizes when they have purchased a 
Du Pont No. “7’’ Product. This means 
demand will be at an all-time high. Make 
sure you have a full supply of all No. “‘7”’ 
products ready. Order from your Du Pont 
No. ‘‘7’’ jobber salesman today, 


The Du Pont “Lucky 7”" Dealer Sweep- 
stakes is subject to federal, state and 
local regulations. Dealer Sweepstakes 
closes midnight, August 15, 1959. 





4 national magazines, 433 newspapers are reaching 
55,000,000 motorists coast to coast. Advertising starts 
May 15, 1959. 


OU PONT 


AUTO | 
POLISH 


AND CLEANE®S 
REG. U.S. PAT. OFF 


BETTER THINGS FOR BETTER LIVING 
.. + THROUGH CHEMISTRY 
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NEW DELCO-REMY PARTS PACKAGES ARE EASY 
TO STACK, HANDY TO SELECT FROM STOCK—AND 
PERMIT FAST IDENTIFICATION OF CONTENTS! 


Now you can get individual Delco-Remy replacement parts in three new 
plainly marked Delco-Remy packages. They’re specially designed for easy 
stacking, quick identification of contents, and rapid selection from stock. 
And the parts are clean and ready to install when you need them. Here’s why: 


The “window-pack” has a clear plastic panel on top so you can quickly 

1 see the condenser or rotor it contains. You know you're getting the 
right part plus factory-fresh quality. And the “window-pack” makes 
a handy, attractive display on your shelves! 


The brand-new “picture-pack” for contact sets, with an exact photo- 

2 graph of the contents on top, is foil-wrapped and heat-sealed to keep 
parts clean and dry. Package safeguards contact sets against oxidation 
and corrosion—makes identification sure. 


And— 


3 The new “tuck-fold-pack” permits quick and easy inspection of 
brushes and other small parts plus fast selection from stock. Individual 
packaging protects the contents and aids in handling. 


Delco-Remy service parts are known and wanted everywhere for quality, 
dependability, and outstanding performance. Condensers, rotors, contact sets 
and other replacement parts are now available for all popular makes of 
American cars. Order them in the new parts packages from your car or 
truck dealer or the United Motors System. 


DELCO-REMY «+ DIVISION OF GENERAL MOTORS «+ ANDERSON, INDIANA 


GM GENERAL MOTORS LEADS@T AY—-STARTING WITH 
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Steady lube customers are a constant source 

of extra service sales and profits! For more lube 
Depend on Alemite Lube Equipmentto Help job “returns,” modernize your lube department 

with Alemite’s complete line of quality 


equipment. Alemite offers you this unmatched 
3 ay NG protection in writing: (1) a 27-month “Sealed-in 
Air Motor” warranty (2) a 12-month 


Equipment Warranty (3) a 12-month warranty 
GF RVI CE on high-pressure hose. And wherever you 
are located, you can be sure of prompt 
CUSTO M ERS maintenance and repair service from one of 
Alemite’s 484 service centers coast-to-coast! 
Look to Alemite—the lube 
equipment leader—for 


the superior service that 
brings customers back. 


Everything you need 
to handle more lube jobs faster: 


De Luxe Portable Equip- Visi-Drum Equipment [ 
ment Feather-t Mn elolalel: ys y be t ale. 


wr 


Eo, 106 


Electronic Wheel Balancer 


f whee 


bey ‘aie dle od i 
Overhead Hose Reels— “Super-H” High-Pressure 
Distinctive new design! Section. Pump — Powers both Wall 
alized construction permits in- Alemiters and portable units. 
stallation of additional units. Instant recovery — no pressure 
Reels are interchangeable. drop, no time lag. 


WRITE FOR COMPLETE CATALOG TODAY! 


Dept. AW-39, 1850 Diversey Pkwy., Chicago 14, Ill. 
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From the world’s 
largest manufacturer 
of automotive 
fasteners... 


See those radial marks and the Lamson 
**L’? They’re put there for very good reasons. 
To see what they mean to you, read below. 











POPPUERRPRD RADAR NAAT] 


' 


ih 


: 


TWO WAYS TO BE SURE 


you're not gambling on cap screw guality 





7] 
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HEN you buy cap screws, always 

look for the radial marks that 
signify high tensile strength. They’re 
your guarantee that you’re buying high 
carbon cap screws...fasteners that protect 
not only your reputation, but possibly 
the very lives of your customers. 


“just as 


good” to save a few pennies? Many 


Why gamble on something 


leading automotive manufacturers 


insist that their dealers buy only cap 
screws with this industry-accepted 


mark of quality. 


As final proof of top quality, look for 
the “L 1038” on the head. This iden- 
tifies the L & S high carbon, double 
heat treated cap screw — the finest 
money can buy. For absolute precision, 
maximum strength, high torque, you 
just can’t beat it! 


LAMSON & SESSIONS 


5000 TIEDEMAN ROAD + CLEVELAND, OHIO 
Plants in Cleveland and Kent, Ohio + Chicago and Birmingham 
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In the 


ewomaive THERES NO BUSINESS 
service business. 


parts from one source sure 
helps me.” 


CHEVROLET PARTS SALESMAN: 


“That's fine. We'll do our 
best to help you keep your 
Chevrolet business growing 
by always having the parts 
you need.” 








Here’s why there’s no busi- 
ness like Chevrolet business: 


1. Over 16,000,000 Chevrolet cars 
more than any other make. 

2. Your Chevrolet dealer can be 
your one-stop source for all 
genuine Chevrolet parts. 

3. Genuine Chevrolet parts are 
built of the same quality ma- 
terials and to the same rigid 
engineering specifications as 
the originals. 

4. Your Chevrolet dealer has 
profit building service aids to 
help you serve Chevrolet 
owners. 

_ CHEVROLET DIVISION OF GENERAL 

MOTORS, DETROIT 2, MICHIGAN 


MAKE YOUR CHEVROLET DEALER YOUR PARTNER IN SERVICE 
. HE IS READY, WILLING AND ABLE TO SERVE YOU! 
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First in comfort—First in safety——First in Engineering 


Columbus, first in America, presents the new 


ee ee Ce ee 


First to combine Extra spring 


both / 


in one unit.. / absorber control 


/ 
/ 


A single, complete, fully-engineered UNIT! 


Level-ride is factory-assembled—one complete 





unit with exactly the right shock absorber, spring, and 
mounting for each car. No hit-or-miss kit can approach 
the tailor-made characteristics of Level-ride, specially 
designed for each make and model of car. No other 


shock-spring combination matches its performance. 


Another Quality Heco Product 


HECKETHORN MFG. & SUPPLY CO., DYERSBURG, TENN. 





Show your customers how occa 


Level-ride answers these problems: 


u DRIVEWAY DRAG 


2 BACKSEAT SAG 
3} HIGHWAY SWING 


Gi HEADLIGHT HOP 
15) TIRED TIRES 


.. tail-scraping when you back out of drive-ways 

















ST ti: dieuinn: cinnamon: oid 


.. uneven wear-and-tear that makes tires “‘tread-bare” long before their time 





Only Columbus 
evel-ride 
0 i) o 


includes a built-in 
“Shack absorber with ALL these features: 


. Oo Air-trap dome 


Extra Large ''Progressive" Piston 





Double-Action Valving 

Air-Free fluid all the time 

50%, heavier, rugged tube 
"Heads-up" mounting prevents fade 
Rattle-proof bellows 


Single tube for best cooling 





Now... true acrylic colors for 





refinishing with Ditzler’s 


Acrylic Color Mixing Service 








Exact-weight 
scale for 
precise mixes. 














Smooth-running, quiet power agitator. 








2 


a 


WA DIT Z LE R’ Color Mining Service 








Complete line of 





DURACRYL” base colors. 

















ow you can match all of the long- 

lasting, brilliant new acrylic 
colors featured on many of today’s 
new cars with Ditzler’s Acrylic Color 
Mixing Service. 
e Ditzler has made available a com- 
plete new series of DURACRYL base 
colors and hundreds of laboratory- 
tested formulas. These colors are true 
acrylics, not modified lacquers. With 
them you can duplicate precisely 
the beauty and depth of color, high 
gloss and outstanding durability of 
modern acrylic finishes. 


e With this mixing service, pioneered 
and perfected by Ditzler, you can 
mix these colors as easily and quick- 
ly as conventional lacquers. You can 
prepare the amount you need when 
you need it, for a spot repair or a 
complete refinishing job. There’s no 
waiting, no waste. 


e Ditzler’s Acrylic Color Mixing Service 
offers you added opportunity for 
profitable business on millions of new 
cars originally finished with acrylics. 
Get intouch with your nearest Ditzler 
jobber for further information. 


Ditzler Color Division, Pittsburgh Plate Glass Company ¢ Detroit 4, Mich. 


DITZLER 


PAINTS * GLASS + CHEMICALS + BRUSHES «¢ PLASTICS 


DDL-7096!1 
ROMAN RED 


= 
mot aa wir werrnocei nos Aas 


@ DURACRYL is now be- 
ing used on the produc- 
tion lines by all car 
manufacturers using 
acrylic finishes as orig- 
inal equipment. 


PITTSBURGH PLATE a ae COMPANY 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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Better products, faster, from your BCA bearing jobber: 


BCA wheel ball bearing 
takes both radial and thrust 
loads . . . is precision-made 
for a long, trouble-free 
service life. 


Check the bearing for these signs 


of wear whenever you pull a wheel ! 





Dirt, water, improper adjustment can ruin bearings 
fast! Inspect them often .. . 
replace with BCA when necessary! 


Worn wheel bearings can be a nuisance .. . or a hazard! They can 
lead to a late-night breakdown on a lonely road, or cause a serious 
accident. You owe it to your patrons to check wheel bearings every 
chance you get. Most often, four things ruin bearings: 

1. Abrasive dirt wears balls and raceways, makes them dull and 
rough; 2. Water in lubricant will corrode and pit the balls and 
races; 3. Improper adjustment causes flaking on raceways if too 
loose, blue discoloration from overheating if too tight; 4. Improper 
mounting can crack inner and outer rings or damage the races. 
If you spot these or other danger signals, replace the bearing 
before it makes trouble. Your BCA jobber gives fast delivery on a 
complete line of wheel ball bearings. Keep them in stock! 





BCA BALL BEARINGS 


FEDERAL-MOGUL SERVICE 
DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. - DETROIT 13, MICHIGAN 
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Snap-on 2045-WA-S 


MASTER DELUXE WHEEL ALIGNING SET 


So easy to use any mechanic can quickly become an 
expert. The set provides gauges, turntables and tools 
for checking and adjusting camber, caster, kingpin 
angle, toe-in, turning radius. 

IT’S PROFITABLE — Use it on any level spot in the 
shop. Just paint position marks for turntables and 
toe-in gauge. Between jobs, space is available for 
other work. 


IT’S SIMPLE — Anyone can easily read the precision- 
etched vials in the magnetic gauges and the clear 
markings on turntables and toe-in gauge. No com- 
plicated computations are necessary. 

IT’S ACCURATE — The caster-camber-kingpin gauges 
magnetically grip the only machined surface of the 
wheel hub and center in the spindle center hole. 


—— ae | ALIGNMENT | ie 
a 4 HERE , 


Ye x 


* 
. 
Sap-on WB-304 Wheel Balancer 
INCLUDES BALANCER, SPINNER, WEIGHTS, PLIER 
Fits all passenger cars and light trucks. 
IT’S FAST — With this Snap-on wheel balancer, you 
can balance a wheel in three to five minutes. 


IT’S ACCURATE — Shows you exactly how much 
weight you should add and just where it should be 
placed to make wheels run true and smooth. 


IT’S SIMPLE — Anyone who can read instructions can 
do a perfect wheel-balancing job with this equip- 
ment. No special training is needed. 


IT’S LOW-COST — Every repair shop or service sta- 
tion can afford this low-cost, profit-making equipment. 


PAYS FOR ITSELF — And pays you a profit by balanc- 
ing wheels on the first fifty cars or less. 





otit Makers ! 


y wheel aligner and balancer 


are big income boosters themselves, bring 
in other business, too 


This Snap-on equipment not only brings in big profits on wheel work, 
but also helps you sell other services and merchandise. Industry 
studies show a tremendous boost in tire sales alone for shops installing 
wheel and front-end equipment. In addition, there are shock absorb- 
ers, tie rods, wheel bearings, support arms, kingpin parts, springs, 
brake jobs, lubrication. 


Get Snap-on Equipment on Easy Terms 


Low-cost, highly accurate Snap-on equipment pays for itself in short 
order — can return full profit to you in just a few months. It’s simple 
to use and it’s portable — does not tie up valuable floor space. Best 
of all you can own the complete wheel alignment and balancer set or 
either one separately on easy payments. A basic set substituting a 
toe-in trammel bar and angle gauge for the drive-on toe-in gauge is 
available at lower cost. A larger truck-size, drive-on toe-in gauge is 
also available. 


Merchandising 
to Customers 
Pays Big Returns 


Advertising this equipment with signs, local news- 

paper ads, and handbills pays big dividends. One oper- 

ator stated, “I put handbills around the neighborhood and 

a sign up front the first week I installed my equipment. Boy! 

Did it pay off. I’ve never regretted the investment.’ Snap-on 

furnishes profit-building merchandising helps including wall ban- 

ner, front-end check charts, certificates for wheel balancing and results 
pads. Metal curb signs are also available. 


Get your share of this profitable wheel and front-end business now 
with low-cost Snap-on equipment. Remember — the Snap-on man 
who calls at your shop, is always available to answer questions and 
to help you get the most out of your equipment. 


Cc © FR md O FR ma T ! 
8052-C 28th Avenue e Kenosha, Wisconsin 
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EATON 


MANUFACTURING COMPANY 
Leading Manufacturer of Original Equipment 
Air Conditioning Systems Announces— 


A NEW, LOW-COST, 
HIGH-PERFORMANCE 
PACKAGE WITH THESE 
OUTSTANDING FEATURES— 





SPACE-SAVING UNDER-DASH INSTALLATION 


The compact Eaton cooling unit is located snugly up under the 
instrument panel; saves trunk space. Being close by the driver, 
effective cooling comfort starts instantly. Short, flexible tubes make 
installation quick and simple in car or station wagon. Because of 
streamlined, compact design, the Eaton system is transferable from 
one vehicle to another. 


FULL-TURN LOUVERS 


Circular louvers in the cooling unit may be turned individually to 
any point on a full circle distributing cool, cleaned, pollen-free air 
to every part of the car, assuring comfort for the driver and all 
passengers. 


THERMOSTATIC TEMPERATURE CONTROL 


The desired temperature is obtained by turning a conveniently 
located dial on the control panel. Once the dial is set, the selected 
temperature is automatically maintained by thermostatic clutch 
control. No trouble ever from evaporator freeze-up with the Eaton 
Air Conditioner, 


FULL-RANGE CONTROL OF AIR VOLUME 


The “Air” dial is an off-on switch for the entire unit and also 
regulates fan speed. The built-in rheostat permits selection of air 
flow in any volume from “off” to maximum. Scientifically designed 
baffles eliminate any possibility of spray from condensed air 
moisture. 


FAMOUS MAGNETIC COMPRESSOR DRIVE 
ORIGINATED AND DEVELOPED BY EATON 


Performance-proven in many thousands of vehicles, the Eaton 
Magnetic Clutch has been an important factor in establishing the 
outstanding performance records of original equipment air con- 
ditioning systems. Compactness, simplicity, smooth shock-free en- 
gagement, and long life are some of the advantages offered by the 
Eaton design. 
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EATON AIR CONDITIONERS are built 
to original equipment standards 
of performance and quality! 


Now, for the first time, Eaton Air Conditioning Systems 
are available for dealer installation. The advanced design 
and features of this air conditioning system are the result 
of Eaton’s many years of pioneering development as a 
supplier of original equipment air conditioning systems to 
leading motor car manufacturers. Eaton Air Conditioners 
include design and construction features which until now 
have been available only in original-equipment systems. 


90-DAY SEASONAL WARRANTY INCLUDES 

BOTH MATERIALS AND LABOR! 
Eaton quality construction makes possible the most liberal warranty 
agreement in the industry! Eaton Air Conditioning Systems and 
components are warranted to be free of defects in material or 
workmanship. In case of defect, units will be repaired or replaced 
without charge for labor or material in accordance with published 
Warranty agreement. 


FOR COMPLETE INFORMATION WRITE, WIRE OR PHONE! 


LYNN & BROOKS LYNN & HEMPHILL 
3055 Wilshire Blvd. 2116 N. Pearl St. ~ 
Los Angeles 5, California Dallas 4, Texas 


This Smartly Styled Unit Takes 
Minimum Space, Adds to Beauty 
of Car Interior 


ATTRACTIVE DEALERS’ COST 
PERMITS COMPETITIVE PRICING 
OF THIS QUALITY UNIT. 


e 


ial 
ot: j 


Deluxe Display Available 
to Authorized Dealers 


This attention-getting display in your 
store or shop will sell Eaton Air Con- 
ditioners for you. 
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/ Bill really gives 
customers the 
red carpet 


No, customers bought 
it for Bill because he 


replaces with 
Timken® bearings 


| 


You can be a red-carpet celebrity to your customers by 
doing good work and using the best replacement parts. 
So whenever the job calls for a tapered roller bearing, 
install a Timken® bearing. And tell ’em it’s Timken. Cus- 
tomers know a “‘quality” name when they hear it. And 
Timken is America’s best-known name in bearings. The 
Timken Roller Bearing Company, Canton 6, Ohio. 
Canadian plant: St. Thomas, Ontario. Cable :““Timrosco”. 


Ts = 8=— 


TRADE-MARK REG. U. S. PAT. OFF. 


TAPERED ROLLER BEARINGS 
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Builds service profits faster! Now, 
with Alemite’s brand new electronic 
wheel balancer, you can balance 
wheels completely, on the car, in the 
record-smashing time of less than half 
an hour! Only the new Alemite 
Wheel Balancer features all these ex- 
clusive advantages to help you handle 
more balancing jobs and build service 
profits faster. 


® New “Move-About” Hand Strobe 
Light works both indoors and out- 
doors for handier, faster, easier bal- 
ancing! Built-in meter shows amount 
of unbalance and sells need for bal- 
ancing— gives proof that job has been 
done. 


@ New Dual-Control Vibration 
Pick-Up. Only the Alemite balancer 
registers both up-and-down and side- 
to-side unbalance... corrects all un- 
balance right on the car. 
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Faster Easier to Operate... 


NEW ALEMITE WHEEL BALANCER 


with exclusive Hand Strobe Light ! 


® Balances all sizes of wheels—on the 
car! No attachments needed to oper- 
ate—no additions to buy ... never 
becomes obsolete. 


® New, low-slung, all-in-one design! 
All parts, including weights, are car- 
ried in one compact, rugged, easy-to- 
roll unit. 


Three models—11% h.p. single spinner, 2/2 h.p. 
double spinner, 5h.p. heavy-duty truck spinner. 


Available Now For 


Free Dealer Showings... 


Two new Alemite full-color films on wheel 
balancing! “Waggin’ Wheels” tells the story 
of the cause and effect of unbalanced wheels. 


- “Noah Had A Word For It” demonstrates the 


technique of wheel balancing, and portrays 
the profit potentials of this service. Reserve 
a date for your free showings now! 





MAIL COUPON 
TODAY! 
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ALEMITE 


ALEMITE, Dept. AW-39 
1850 Diversey Parkway, Chicago 14, Illinois 
[CD Please contact me and reserve a date for 
free Alemite film showings. 


[) Please arrange for free wheel balancer dem- 
onstration. 


Name 





Company 








Zone State 


City 
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WALKER - first through the years in muffler engineering... 
first in the use of rust resistant materials... 


first with merchandising that really “comes alive” for you... 


NOW LEADS AGAIN! ALKER 


MONITOR, with its high rating and powerful 
audience appeal, penetrates every local community. 
Walker is using the entire NBC network of 199 
stations. In your area, over your local NBC Station, 
Bob and Ray are sending car owners to you for the 
best muffler value in town. Your WALKER Certified 
EXHAUST SYSTEM SERVICE SIGN makes this 
powerful radio advertising your local advertising! 


WALKER 22" SILENCERS 














LEADS AGA! 


WALKER Precision-Tuned SILENCERS, 
the most completely rust protected mufflers 
in the industry today are also original equip- 
ment on many of America’s leading cars. 

They lead the field because Walker puts 
complete rust protection on the inside—where 
it counts! 
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RUST-PROOFED 
SHELLS 


The Walker BEAT INSIDE RUST pro- 
motion has really caught fire with dealers 
across the nation. 

Identification with WALKER Certified 
EXHAUST SYSTEM SERVICE means 
you have the one muffler that beats rust 
inside where it starts . . . the one muffler that 


lasts up to 3 times longer! Complete, dynamic, functional, Walker Sales 


Promotion and Merchandising is designed to 
keep muffler business back home where it 

belongs... with you! 
The 1959 Dealer Kit has everything: An in- 
genious QUIK-CLOSER that makes it easy 
G for you to sell mufflers . . . a complete, new 
DISIN illustrated Sales Manual, newspaper mats, 
special tools, inspection tags and colorful 
mailing pieces...everything you need to 

get muffler business! 


WHY DON'T YOU FOLLOW THE LEADER 
.. everybody else tries. 


WALKER MARKETING CORPORATION © RACINE, WISCONSIN 


A Subsidiary of Walker Manufacturing Company of Wisconsin 





NOW! 3 new 6-vour 
AUTO-LITE. sta-ful BATTERIES 


Priced competitively to 


GROUP 1 


SUGGESTED 
EXCHANGE PRICE 


AUTO-LITE. sta-ful. BATTERIES... 
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Auto-Lite sta-ful, the world’s fastest selling 
premium battery, is now available in three new 
types to fit most 6-volt applications. 


Now, for the first time, you are able to sell a 
genuine Auto-Lite sta-ful at the same price as 


meet the big volume requirements of your 
customers with a real profit to you. 

Start now to up-grade your battery profits. 
Tie-in with the most successful battery pro- 
motion in the history of the industry. Call your 


Auto-Lite Battery Wholesaler today. 
THE ELECTRIC AUTO-LITE COMPANY «+ TOLEDO 1, OHIO 


an ordinary battery. Here is your opportunity 
to sell a high quality premium product priced to 


‘protect your profits! 


GROUP 2L 


$2130 


SUGGESTED 
EXCHANGE PRICE 


GROUP 2 


SUGGESTED 
EXCHANGE PRICE 


need water only three times a year in normal car use 
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Climatic Air pulls no punches with FIVE cus- And, Climatic Air offers PROFITS PLUS 
tom-designed models in 1959. IMPERIAL — prestige to dealers and distributors. Engineered 
ROYAL — CUSTOM — Climatrol (trunk )— for most all models and makes, including adapt- 
HOT AND COLD units. ers for foreign cars. For complete details of all 
The finest components in each price range for specifications, merchandising, promotion, and 
every customer. PROFIT: 

CALL — WIRE — WRITE 


<< CLIMATICAl 


me TELEPHONE 
0 ET ee ee Riverside 1-3837 

AUTO AIR CONDITIONER 
Y A COMPANY WITH 27 YEARS’ AUTOMOTIVE EXPERIENCE 
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RATCHET 
IS THE 


Greavest/ 


Just try this new Ratchet—you’ll see why mechanics 
everywhere say it’s the greatest. The patented de- 
sign features a 12-tooth pawl compression engage- 
ment with a 60-tooth ratchet gear for a positive, 
wedging grip to equalize the load overalargerarea 
as the pressure is increased. It’s really rugged— 
in fact, production models show no measurable 


wear after a quarter million heavily loaded test 
pulls. It also has the small head and short swing that 
speed up the job, even in tightest corners. Only 
about an inch of swing, and it takes another bite! 


@ Easily reversible, positive locking ratchet 
mechanism. 


@ Rust resistant, triple plate, chrome finish. 


@ Friction-free Tefion seal keeps lubricant 
in; dirt out. 


@ Precision made of finest alloy steel. 


Find out what these great, new 
Ratchets can do for YOU...call your 
Jobber TODAY. All popular drives 
available. The New Britain Machine 
Co., New Britain, Connecticut. 





12-tooth pawl actually engages 
20% of the 60-tooth ratchet to 
give strongest locking action in 
the direction of force — yet, dis- 
engages FAST for a free-swing, 


ratcheting return. 

Unit assembly simplifies mainte- 4 2 2 
nance. Complete ratchet renewal ”) 

kit permits quick, do-it-yourself 

replacement — if ever required! 


new srran-connecrcur HAND TOOLS 
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NOW! AUTO-LITE. 
Original 


The new Auto-Lite Power Points are pre-assembled and 
pre-aligned for 50% quicker installation. The light weight 
nylon arm is designed for improved bounce-free high speed 
performance. Power Points eliminate point misalignment 
that often occurs after a few miles of vehicle operation due 


‘ 


to “creepy” breaker arm action. 


Ten Auto-Lite Power Point sets cover 
99% of all applications from 1946 through 


1959, plus many earlier installations. 


Want more facts? Use Reader Service Card Page 135 SOUTHERN AUTOMOTIVE JOURNAL for March 1959 





POWER POINTS! 
Equipment for 1959! 


ORIGINAL 


ox AUTO-LITE 


—— OE 1S 
||} Aro) - SERVICE PARTS. 


Ee Se em a: oes 


*% 


For Easier Stock Control 


Get this new Auto-Lite service parts cabinet with special stocks for all 
automotive, agricultural, marine and industrial uses. It’s the easy way to 
keep control of your fast moving parts. The cabinet is 28” wide, 8” deep 
and 8” high. The locking, clear vision doors make it an attractive mer- 
chandising and inventory aid. Fits any standard shelving and is also 
designed for easy wall mounting. 


See your supplier of Auto-Lite Original Service Parts for this new profit- 
building sales help. 


EASY TO STOCK Bp ORGINAL 
easy rose. Mace MSIL 


THE ELECTRIC AUTO-LITE COMPANY ¢ TOLEDO 1, OHIO 
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WIN FABULOUS | 


IN SARAN GOOD CAR KEEPING CONTEST 


Every time you sell a set of Saran Seat Covers, 

you have another opportunity to win a glamour- 

ous all-expense paid trip for two—plus a host of 

other valuable prizes. Each retail sale you make 
entitles you to one free entry in the Saran “Good Car Keep- 
ing Contest”, sponsored jointly by Dow, the Saran filament 
manufacturers and fabric weavers. 


And the best part of this contest is that all you need to do 


is sell seat covers. The more Saran Seat Covers you sell, the 
more chances you have to win. For complete details on this 
“unusually-easy-to-win” contest ask your employer or contact 
the manufacturer or jobber who supplies your store with 
Saran Seat Covers. The contest is on now so don’t delay any 
longer. Win that trip you’ve always dreamed about. It’s easy 
when you enter the Saran Good Car Keeping Seat Cover 


HERE’S A LIST OF SOME OF THE PRIZES: 1 Two all-expense paid trips to Paris for two. 2 Two all-expense paid trips to Hawaii for twe. 
3 Four all-expense paid trips to Bermuda or Mexico for two. 4 Four RCA color television sets. 5 Twenty Voice of Music Hi-Fi sets or sterling silver services. 


THE DOW CHEMICAL COMPANY, MIDLAND, MICHIGAN 
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Front - end volume is up 
a third at this garage, 
where a steady program 
of inspections prevails 


We Check Every Front-End 


HE other day when we had a 

’57 Buick station wagon on 
the grease rack we noticed that the 
lower A-frame in the shaft was 
bent. 

The inner shaft had _ been 
loosened from the bolts and had 
dropped down two inches—a situ- 
ation which could be very danger- 
ous at high speeds, even causing a 
wreck if the driver suddenly ap- 
plied his brakes. 

We could have passed up the 
condition and turned the car back 
into the owner’s hands without a 
word. But it would have been un- 
like us, contrary to our policy, for 
we are very much concerned with 
the safety of our customers. We 
corrected the condition, after ex- 
plaining to our customer and ob- 
taining permission. 

Recalling his car’s behavior, he 
pointed out that he felt something 
was not quite right after he had 
hit a chuckhole. 

Aligning front-end and setting 
caster and camber, we made a sale 
of $12. 

This was not too unusual a case. 
We make a practice of checking 
closely all cars on the grease rack, 
road-testing all cars, observing any 
unusual vibration or abnormal 
sound, and testing on our front-end 
machine. We believe that front-end 
alignment has come into prominent 
importance with ball joint suspen- 
sion of late-model cars. Front-ends 
are more sensitive to road shocks 
and bumps. For this reason I be- 


By CHARLES F. SAUBER 


Co-Owner, Alcova Motor Co. 
Arlington, Va. 


lieve we shall see a continued rise 
in front-end volume. 

In ’58 in our own shop front-end 
volume increased by a third over 
57, bringing volume to approxi- 
mately $35,000. About 50% of this 
volume is discovered by the close 
attention we give loose inner 
shafts, loose tie-rod ends, loose pit- 
man arm or any loose part in the 
front-end. 

Front-end volume has now 
reached about a third of our over- 
all general repair business, and the 
first quarter of ’59 promises a 
further increase by 10 to 15%. 

We advise our customers to 


"In "58 in our shop front- 
end volume increased by 
a third over ‘57, bringing 


pitman arm or any loose 
part in the front-end." 
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have front-end checked once a 
year. We make a practice of ask- 
ing every customer whether front- 
end has been checked in the last 
six months. Caster and camber 
angles need checking, kingpin in- 
clination and bearing wear should 
be looked into. Explaining that any 
bolts loose in the frame, especially 
with power steering, may go un- 
detected without examination, we 
can win practically ten customers 
out of ten to submitting their cars 
to a front-end checkup on the 
machine at a charge of 75¢. 

In early summer when vacations 
start, and customers let us know 
they are going on trips, we stress 
the importance of front-end check- 
up. We emphasize it as a “must” 
before a car trip. 

We find that in 50% of the 
front-end alignment jobs we do, a 
wheel-balancing job is necessary. 
We advocate having all four 
wheels balanced where cars have 
independent suspension like Buick 
and Nash or have leaf-spring 
suspension. 

In our customer education pro- 
gram, we also stress having air 
pressure in tires checked weekly 
if a driver is to get maximum 
mileage. Checking air pressure in 
the four wheels is our first step in 
approaching a front-end job. How 
a car sits on the rack, whether it is 
lopsided or evenly distributed, is 
very tell-taling. 

Looking for front-end work is a 
shop’s job. Most customers are not 
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“See what I’m talking about,” the author shows a customer. 


able to pinpoint car trouble stem- 
ming from a misaligned front-end. 
They expect you to detect and in- 
vestigate faulty front-ends. Using 
road-testing as another way of 
catching defective front-ends, we 
take a four-mile drive up and 
down hills, at high and low speeds, 
testing behavior under all condi- 
tions. 

We had a Dodge in here the 
other day for a front-end job when 
a customer complained about vi- 
bration. The tires were worn on 
the inside tread, we observed, but 
when we jacked up the car and 
spun a wheel, we found a bad 
bearing. Replacing and then re- 
packing front-wheel bearings, plus 
the front-end alignment, we made 
a sale of $12.30. 


In another case where a car was 
on the grease rack and due for a 
front-end checkup, we caught a 
loose ball joint. We called the cus- 
tomer, told him the situation and 
he had us correct it. What would 
we have gained if he had called us 
back four months after a front-end 
job to complain his tires were 
wearing badly? 

We always make a point of 
checking universal joint. No driver 
ever asks a garage to look at a 
universal joint, nor does a garage 
inquire about repacking it. But 
here’s an item we check attentive- 
ly and advise customers to check 
every 15,000 to 20,000 miles. 

I believe that in order to handle 
front-end volume most efficiently 
and profitably an operation should 


Five out of ten front-end jobs need wheel-balancing work, he says. 





have a front-end specialist. A me- 
chanic working on a front-end job 
who is yanked away to handle a 
brake or clutch job can do neither 
creditably when his attention is so 
disrupted. Concentration in a spe- 
cialty means greater efficiency, 
greater speed, time savings and 
therefore greater volume and prof- 
it. I am the front-end specialist of 
our operation, working on our 
combination frame and front-end 
machine. 

If front-end volume continues to 
expand as it has in our shop, and 
the need for an additional me- 
chanic arises, I have a set pro- 
cedure for training such a spe- 
cialist. I have practically grown up 
in front-end work and can readily 
recall my own early training and 
experience when front-ends were 
set the hard way 30 years ago. 

First, I would teach a young 
man, not necessarily an experi- 
enced mechanic, what to look for. 
Are there loose ball joints? Loose 
inner shafts, upper and lower? 

I would teach him to recognize 
the sound of a bad bearing. He 
would be given the feel of a steer- 
ing wheel on cars properly lined 
up and contrast it with steering 
wheels on cars in need of a front- 
end job. He would come to recog- 
nize steering gears off high point. 

Within six months I believe I 
could turn out a good front-end 
specialist. 

This may be training that more 
shops will be required to give, 
since the future appears to hold 
more front-end volume for all of 
us. 


Stress 
SAFETY 
SERVICE 





The biennial safety issue comes 
out next month, telling how safety 
is being merchandised to save 
customers’ lives and at the same 
time enable shops to maintain a 
profitable operation. 

There'll be no “blue sky''—just 
facts and figures on what's being 
done to help us all die of old age 


—not in a motor vehicle crash. 


The National Safety Council 
and other safety agencies have 
recognized the previous issues. 





This 40-years-plus veteran of the service 
market looks at the clean invitation being 
offered by modern service stations to your 
customers and calls for action immediately. 


By E. M. LOWERY 
Technical Editor 


OURS may be an “independent” or “authorized” 
dealer garage. It doesn’t matter—either is in for 
some powerful competition. 

With the major oil companies training their service 
station personnel and equipping their service stations 
all over the land to do engine tune-up and brake 
work efficiently, we can look for serious competition 
in this field. 

These two types of services have long been the 
most profitable of all shop operations, and previous- 
ly could only be handled efficiently by a well-equip- 
ped shop. 

Since major-unit overhauls are becoming less 
frequent, and since service stations have made great 
inroads on our lubrication business, we can ill afford 
to face this problem lightly. 

Service station personnel, due to their intensive 
training program, have for many years been far 
ahead of those of the average garage in their public 
relations technique. They welcome the customer in- 
stantly, do their work efficiently and—most im- 
-portant—they complete the job on time. They usually 
charge reasonably for their services and send the 
customer away with a smile that says, “Thanks, 
come again.” 

Such friendly spirit makes fine impressions and 
invariably they do “come again.” 

No, let’s not kid ourselves. 

In addition to the above, the service stations have 
several other important advantages, such as con- 
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venience, Often this makes the station the driver’s 
first choice: 

1.—Because the station is closer to home. 

2.—The station drive is easy to approach (normal- 
ly no traffic jams). 

3.—More frequent contact with its customers (we 
all must buy gasoline), so this brings the drivers in 
much more frequently than they visit any garage. 
This, naturally, offers the service station operator a 
great opportunity for selling. 

4.—Car owners, because of that feeling of neigh- 
borly friendliness, like to patronize the neighborhood 
service station. 

To overcome these advantages we may have to 
“steal” a few pages from their “book.” We must 
maintain clean, attractive places of business—clean, 
well-lighted lubrication facilities; reception areas 





Is He Hitting You? 


Look around your shop. Is this veteran shop 
man talking to you? Your shop will tell you. 





and waiting rooms spotless, business-like and pleas- 
ant. The restrooms must be beyond reproach. We 
must teach our service advisors the act of selling so 
they will understand it far better than most of them 
do today. 

There are three “musts” the service advisor must 
have before he can be successful: knowledge, skill 
and attitude. 

1.—He must have adequate knowledge of the prod- 
uct and of people. He needs to know “what goes” 
under the hood—what may be wrong and how to 
fix it. He needs to know how to diagnose and pre- 
scribe. He needs to know how to persuade people 
to take buying action—how to handle different types. 
He needs to “know” people. 

2.—He must have the proper skill for selling serv- 
ice—how to sell related service—how to sell P.M. 
service. He needs to develop the right skill in or- 
ganizing his hours of effort and, most important, the 
proper use of the phone for follow-up. 

3.—He must have the right attitude. He must get 
along with customers, fellow employes and manage- 
ment. He must be “likable.” 

Such men will help retain the present customers 
and gain new ones. They will know what is required 
and what inspection should be made at each mile- 
age and will check for oil change, filter change, 
brake and tune-up at the proper time. 

They will make it their business to see that the 
need for any additional services is called to the own- 
ers’ attention while the cars are in their garage. And, 
most important of all, they will see that all work 
was properly done and that the cars are in “good 
order” when delivered to their owners, because, if 
something “goes wrong,” the customer may go else- 
where—and he may like it! 

Yes, if we are to meet this new competition and 
prevent it from making further inroads in our “light 
services,” we must learn to sell. 

We must keep our prices competitive. 

We must keep our promises—deliver the cars 
clean and on time. 

We must follow-up to make sure the work was 
satisfactory. 

In short, we must do Everything possible to keep 
the customers happy. 
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Designed for Customers Ease 


A popular monthly feature is resumed with this article. Like the series 
of garage blueprint stories published previously, the objective is to 
show how tested facilities have proven best for the successful operation 
of an independent garage business, or to show a car dealership how its 
shop can be designed for maximum volume in the available space. There 
will be an article each month. You may want to accumulate a file on them. 


By WENDELL GIVENS 





TUNE - UP WELDING 
LARGE amount of the service 

STALLS SHOP A rendered by Jimmie Mitchell 
Auto Repair Service, Birmingham, 
Ala., is for salesmen. And this ga- 
rage owner has made certain his 
customers don’t have to stand by 
HEAVY REPAIR under-foot awaiting their cars. 

A feature of his shop is a closed- 
STALLS off, air-conditioned office with 
QUICKIE separate working area and desk 
where salesmen customers can 
REPAIRS make out their reports. 

Upstairs is a lounge where they 
can relax, tune in hi-fi and tele- 
vision and play shuffleboard. 
FRONT “Just incidentally,” said Mitch- 

END ell, “it gets them from under our 

feet in the service department.” 

& Two front entrances, another on 

the alley side and a 100’ by 45’ 
BRAKE parking lot ease traffic problems. 
SERVICE The three entrances fit in with the 
large number of “quickie” repair 
jobs done daily by the Mitchell 
shop. A drawback is backing into 
traffic on the front. 

Heavy work is done in the rear 
of the plant by the welding shop 
and tool room. An arc welding ma- 
chine can be rolled about as need- 
ed. 

The shop was converted from a 
building that had housed a grocery 
store on one side, a truck storage 
plant on the other. 

Mitchell has the entire shop gas 
heated and well ventilated, with 
fluorescent lighting throughout. 

Facilities on the second floor in- 
clude bath and locker rooms, 
lounge for male customers and 
headquarters office for the Inde- 
pendent Garage Owners of Birm- 
ingham, of which this garageman 
is president. He has long been in- 
terested in the Independent Garage 
Owners of America. 

Mitchell is a veteran garage 
owner known for speaking out for 
garagemen’s interests. 
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Shop Volume to Rise, 


60% Say in Survey 


By BILL HERBERT 
Editor 


Gm volume should rise this year 
above last year’s total. 

That’s the opinion expressed 
by 60% of the car dealers and 
garage operators answering a 
survey mailed last month to 800 
over the South and Southwest. 

Fifty per cent said their Janu- 
ary business was above January 
1958’s, 22% said their volume was 
the same and 28% reported a de- 
cline. 

While 60% are anticipating 
more business this year, 37% said 
they looked for the same volume 
as in 1958 and three per cent 
were on the gloomy side. 

Strikes, or the threat of strikes, 
and bad weather were among the 
reasons given for anticipating no 
more or even less shop activity. 
On the other hand, the “up” re- 
ports were founded usually on be- 
liefs that car owners will con- 
tinue to be interested in preven- 
tive maintenance service and 
otherwise desire to keep their 
units in adequately proper condi- 
tion. 

New-car prices have discour- 
aged new-car purchases and there- 
fore garages will continue to do a 
good volume with last year’s cus- 
tomers, some pointed out. 

Better trained mechanics and 
better equipped shops were cred- 
ited with lifting the business in 
some shops. Some others revealed 
plans to modernize their equip- 
ment as a morale-booster for the 
shop force and to stimulate more 
repairs and service from custom- 
ers. 

Some operators expressed satis- 
faction with business this year be- 
ing the same as the same period of 
last year. . 

Eugene L. Sisk of Sisk Motor 
Co. (Dodge - Plymouth - Rambler), 
Hopkinsville, Ky., said of his ten 
per cent rise in shop volume this 
year: 

“Thought it might be special 


promotions, but it could be that 
cars are getting a little older and 
require more service.” 

His company mailed 1,000 cards 
and advertised in newspaper and 
radio that it would give each cus- 
tomer a $2.95 fire extinguisher. 
The actual cost was 89¢, but retail 
price was $2.95. 

A small-town Missouri Chevro- 
let-Oldsmobile dealer said, “We 
feel that to increase our shop 
business we must add some new 
equipment. We are adding a new 
front-end alignment machine, elec- 
tronic testing equipment and a 
new automatic transmission jack. 
We had this equipment but it was 
old. 

“We feel that new equipment, 
with effective advertising and the 
lift that mechanics get with new 
equipment, will increase our total 
volume. These are our plans and 
program for this year. 

“Being a car dealer, we strive 
to have our shop make a profit 
after its share of expenses is de- 
ducted. As you know, this is very 
hard to do.” 


A Reader Su 


W. J. Beggs, Sr., of Beggs’ “66” 
Automotive Service (paint and 
body shop division), St. Peters- 
burg Beach, Fla., reported his vol- 
ume up 25%, attributed to S and 
H green stamps being given with 
purchases, three courtesy cars, 
AAA service radio advertising and 
offering wrecker service. 

This year’s volume should be 
“twice as good” as last year’s, he 
said. 

At Davis Motor Co., used-car 
dealership at Chandler, Texas, 
volume was the same. J. H. Davis 
credited this to “prices of replace- 
ment parts keeping older cars out 
of shops.” 

Direct-mail supplied by gaso- 
line and oil companies has been 
“very effective” as proven by a 
file maintained at Rattley’s Far- 
Go Service, Newport News, Va., 
according to William E. Rattley, 
Jr. His volume was down five per 
cent because of “weather’s effect 
on employment, especially in 
construction.” 

James H. Congdon, Jr., of 
Chester Motor Co., Chester, Va., 
asserted that “the high prices of 
new cars are really a drawback to 
the man who cannot make extra 
time and cannot pay $100 a month 
on new cars. Therefore, the re- 
pairs on all cars are on the up- 
ward trend and I’m sure that we 
will do better in 1959.” 

The increase of five per cent in 

(Continued on page 117) 





raised. 


of as low as $2.50 an hour. 





20% to Raise Labor Rate 


Twenty per cent of the respondents in this survey said they 
planned to raise their labor rate sometime this ag In some 
cases rates were being raised at that time or 


In contrast, some shop owners said their rate had not been 
altered for as long as the last five years and they planned no 
hike, despite the fact that some were using a flat rate charge 


In a survey two months ago by this publication, 29°/, of the 
respondents—in most cases not the same ones as surveyed 
this time—said they were planning to lift their charges in 1959. 

Highest hourly rate was $5.50. 


ad just been 
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Power wrenches set to torque save many manhours in 
any kind of job requiring this tool, the author found out. 


« 


This electronic wheel aligner makes possible the han- 
dling of 50% more volume in a similar period of time. 


We Doubled Shop Volume 


N ORDER to give prompt, accurate 

and efficient service today, a 
shop must have up-to-date equip- 
ment and topnotch mechanics. In 
any area where the need for 
prompt, efficient service is press- 
ing, it seems to me a dealer has 
no other recourse than to bring 
his shop up-to-date. 

When we expanded facilities 
and added the latest equipment, 
we more than doubled shop vol- 
ume within a year. In October ’57 
—the month prior to the installa- 
tion—we wrote 767 repair orders 
which brought us $17,268 in 
service and parts volume, the 
average repair order amounting 
to $22.50. 

In October 58, we transacted 
$38,488 in service and parts sales, 
writing 1,496 repair orders, with 
the average sale coming to $25. 
Greater efficiency, faster service, 
greater time savings through 
modern equipment and _ skilled 
mechanics brought this. better 
than 100% gain. 

Simultaneously shop overhead 
absorption for October ’58 ran 
as high as 114%. Average month- 
ly shop absorption for ’58 was 
97% in contrast to prior years 
when it ran between 65% and 
75%. 

For the first month of ’59 we 
found shop absorption keeping 
apace with the average 97% of 
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By ERLE R. KIRBY 


President, Kirby's Sales and Service, 
Inc. (Dodge-Plymouth) 
Arlington, Va. 


58, and repair orders both in 
number and dollar volume on a 
par with similar periods for ’58. 

Only a modern shop attracts 
topnotch labor. A skilful mechan- 
ic will not tie up with a horse- 
and-buggy shop using antiquated 
procedures. His high earnings de- 
pend on the latest time-saving 
equipment. His occupational pride 
demands first-class working con- 
ditions. In a backward shop you 
can get only scrub labor. To com- 
pete today a dealer cannot afford 
anything less than the best. 

Our safety inspection lane is 
modeled after that in the Dis- 
trict of Columbia. Located on one 
side of our building, cars enter by 
a door at the side of the building 
and continue through a series of 
inspections, leaving from an exit 
the other side of the building. No 
repairs are done in the lane. Re- 
jects return to the service lane, 
where they are taken care of. 

The minutes saved through 
greater efficiency are minutes 
used for production. Greater turn- 
over is made possible, and, as 
every dealer knows, profit lies in 
turnover. 


Since this initial change, we 
have added lifts and mechanics 
until at present we have 13 lifts 
and a staff of 13 mechanics on 
customer labor and four mechan- 
ics on new-car get-ready. 

Good equipment requires good 
mechanics, and good mechanics 
will operate productively only in 
good shops. On our own we are 
constantly alert to the gifted me- 
chanic, selecting the most prom- 
ising to be trained by factory 
schools and suppliers in the op- 
eration of machines. 

When we speak of good condi- 
tions, we mean a basic piece of 
equipment like a hydraulic lift so 
that a man can work on his feet 
as he repairs under a car. Our 
shop is kept at a temperature of 
65°, which is adequately comfort- 
able for efficient production. 

We have no labor turnover. 
Working on a 50-50 pay plan, our 
men stay with us because condi- 
tions provide opportunity for high 
earnings. Some of our top men 
earned as high as $10,000 last 
year. 

Continuous newspaper adver- 
tising of an institutional nature 
keeps before the reader’s eye the 
Chrysler award we won as a 
quality dealer. I personally am on 
the air daily on three stations five 
times a day on taped recordings, 
giving our community customers 
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management found that work was then speeded up. 


Two 15hp compressors supply air for lifts and power 


wrenches. Author here notes the recent insta on. 


y Adding New Equipment 


my personal guarantee that our 
service is second to no one’s. I am 
convinced that it is. This goes on 
throughout the year. I am, more- 
over, constantly throughout the 
day available at our operation. 
Before modernizing we had 
many of the old, inefficient, time- 
consuming procedures and prob- 
lems familiar to every shop. We 
had a handjack to test front-end, 
a portable light tester that was 
not on a track and so was more 
difficult to handle. Bolts and nuts 
were pulled by old-method hand- 
tools. Cars driven in for inspec- 
tion had to back into the street to 
check brakes. Work was fre- 
quently delayed in our old shop 
because our compressor was not 
putting out enough air to supply 
lifts and air wrenches. 
Recognizing that there was a 
vital need for good, competent re- 
pair services in our growing 
suburban area, we modernized 
with a new building and new 


equipment. We added an auto- 
matic hydraulic transmission jack, 
motor stand, two 15hp air com- 
pressors, an electronic front-end 
alignment machine, wheel bal- 
ancer, a brake tester that could 
take the heaviest truck, and ex- 
tra hydraulic lifts. 

At first we put a lift in every 
other stall so that a mechanic, 
finished with a job waiting only 
for the arrival of parts, would not 
have to move the car but could 
get right onto the next job with- 
out losing time. A safety inspec- 
tion lane was put in for faster and 
more accurate inspection. 

Until 58, when all brakes were 
tested on the street, bad weather 
would set us back. Now inside 
brake equipment permits brake 
testing in any kind of weather. 
Our electronic visual wheel 
aligner speeds up the time it takes 
to analyze and handle a job so 
that we can take on 50% more 
volume in wheel alignment. 


The removal of a heavy auto- 
matic transmission weighing 300 
pounds from a car used to take 
two or three men. Now our auto- 
matic hydraulic transmission jack 
can put a transmission back into 
a car in half the time it used to 
take two men. 

Our new torque air wrenches 
make possible, for example, re- 
moving five cylinder heads in the 
time it used to take removing one. 

Any customer wishing to see 
me on any transaction, inquiry 
or adjustment need only indicate 
so. I spend most of my time in 
the shop to see personally that 
our service customers receive 
precisely what they came in for. 

Good machines and good me- 
chanics help you keep promised 
delivery dates. Neither breaks 
down nor gets temperamental to 
disrupt service. 

Happy customers come back. 

Happy customers build service 
volume. 


ONE YEAR'S EXPERIENCE: 


From 767 Repair Orders for $17,268 
To 1,496 R.O.'s Totalling $38,488 
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HERE is a wonderful potential 
for power mower repairs for 
the service station and garage. 
The number of places servicing 
mowers are in the minority, while 
power mower sales keep growing. 
We got into power mower re- 
pair through proximity to stores 
selling the mowers. Once the fact 
became known, there was a steady 
flow of work into the shop, limited 
only by our lack of space. From 
April through September last year 
power mower repair volume 
amounted to about $750 a month. 
In a Southern town where 
lawns are kept green the year 
’round, this could mean a _ sub- 
stantial and profitable month-in- 
and-month-out sideline. As a mat- 


Mechanics catch on quickly to the operations of the 
small gasoline engine because they are like a car’s. 


Power Mower Repairs 


Bring $750 a Month 


With factory service franchises 
and $1,400 parts inventory, our 
activities have brought profits 


By HENRY C, JOHNSON 


Owner, Johnson's Esso Servicenter 


ter of fact, we had to interrupt our 
promotion to avoid being swamped 
with mowers we had no place to 
store. 

In September ’57 when neighbor- 
ing stores approached us on doing 
power mower repairs for their 
customers, we had one of our me- 
chanics attend a manufacturer’s 
school and he became our full-time 
power mower repairman through 
spring, summer and fall. Automo- 
tive mechanics catch on readily 
because the principles on which 
the small gasoline engine operates 
are the same as those of the four- 
cycle automobile engine. 

The station or shop considering 
power mower repairs a sideline 
should plan and set up a schedule 


Rockville, Md. 


of the number of hours a mechanic 
from the automotive repair shop 
can give to power mowers. The 
plan would have to be very flexi- 
ble, of course, since volume would 
determine hours. 

Planned carefully but flexibly, it 
might avoid adding personnel at 
the outset. I was given the im- 
pression that a peak was reached 
in repair volume in this area in 
May and June which later tapered 
off. 

Since the spring of 58 was very 
rainy, this did not happen. The 
grass kept growing abundantly 
and we were working to full ca- 
pacity of our setup from April 
right through to October. 

(Continued on page 132) 


Equipment and testers generally used on an automobile 
engine may be used, as this analyzer, on mower engine. 
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Free Barbecue Brought ‘Em 


By GEORGE H. WATSON 


We better way to introduce 
the new models than an old- 
fashioned barbecue? That idea 
struck Frizzell Lincoln-Mercury, 
Fort Myers, Fla., with the result 
that when tried more than 7,000 
plates were served at $1 a plate. 
The event was widely advertised 
by newspaper and radio with the 
hours being from 11 a.m. to 8 p.m. 
It was held on the used-car lot 
with new 1959 models as well as 
used cars displayed all around. 
The turnout was much beyond 
anybody’s expectation, with the re- 
sult that just about all the meat 
and buns in town were exhausted. 
A catering concern was engaged to 
serve the barbecue. This left the 


whole organization free to interest 
people in the new Mercurys, Lin- 
colns and Edsels. 

The crowd lined up for a block 
or more to get the free barbecue 
and was entertained with music 
as it waited. The event was held 
in November whem the weather 
was pretty. 

“We had two motives in holding 
the big barbecue,” said Lonnie L. 
Merritt, general 
wanted to introduce our new 
models. We also wanted the public 
to see our new dealer setup, which 
is situated a couple of miles or 


manager. “We 


more from downtown. We have a 
five-acre plot, all under fence, with 
plenty of room for new and used 
cars. 

“The people came for a barbecue 
and then lingered to visit our 
whole establishment. We naturally 
were holding open house for the 
occasion. While we made no exact 
accounting of the sales made as a 
result of the barbecue, we know 
that we got considerable business 
as a result. Hundreds of people 
saw our place that otherwise 
would not have. Some of them have 
become service customers.” 

Frizzell Lincoln-Mercury is next 
door to Frizzell Tractor Co., both 
owned by A. C. Frizzell. 


Here’s part of the 7,000 who turned out for free barbecue and the new-car showing. 
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New NADA President Says— 


Territory 


Security: 


Dealers Big Stake 


By H. L, GALLES, JR. 
President, National Automobile Dealers Association 


OSSIBLY the greatest challenge 

that is now confronting us is in 
national affairs, under the heading 
of so-called “territory security,” or 
whatever title it may eventually 
assume. 

I hope that the title, as such, 
does not in any way impair the 
goal for which we are striving. 
Both words, territory and security, 
are alien to the intent and objec- 
tive of the proposed legislation. 
Simply stated, we seek to eliminate 
a federal government roadblock 
which now prevents manufactur- 
ers and their respective dealers 
from working out, in family fash- 
ion, common problems facing our 
industry and returning to a path 
of progress and profit. This objec- 
tive is in the public interest. 

I recognize the following forms 
of opposition to the program: 

1.—There are those who literal- 
ly oppose the program as such. 

2.—There is a group of metro- 
politan dealers who see that such 
a program will be of little benefit 
to them in regard to sales within 
their own metropolitan area, and 
that the benefits would occur to 
them only in regard to “pump in” 
sales that originate outside the 
metropolitan area. 

3.—There are those who don’t 
understand that a customer would 
be privileged to buy wherever he 
desires. 

4.—There is opposition based on 
the assumption the proposal would 
give extra control over our opera- 
tions. 

5. There are those who assume 
we seek government control. 

6.—There are those groups who 
literally desire our business mer- 
chandising methods to go forward 
in a “blitz stage of high volume, 
low profit, unethical advertising,” 
with a theme of “sell the deal, not 
the product” approach. 
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7.—There are those who feel that 
the program is such « controversial 
subject that to act in a forward, 
direct manner would be damaging 
to NADA. 

The dealer in the small area 
complains that the dealer in the 
larger area devotes considerable 
advertising to the smaller dealer’s 
area through newspapers and tele- 
vision, encouraging such prospects 
to come to the larger town and take 
advantage of the so-called specials. 

On the other hand, the larger 
dealers accuse the small dealer in 
the fringe areas of using prospect 
finders in the larger dealers’ ter- 
ritories—yes, even advertising in 
the larger dealer’s territory on the 
idea of “driving a little way and 
saving a lot.” As evidence of this 
type of advertising, I refer you to 
an ad appearing *in a current edi- 
tion of a local telephone directory. 

Now, I would like to answer 
those questions previously posed 
and devote some comments to our 
program: 

1.—From every survey we have 
conducted, from every study we 
have received from _ individual 


members of the board of directors 
representing their own areas, in 
discussing the matter at state con- 
ventions, and from our make ad- 
visory committees—from all these 
sources it appears there is a large 
majority in favor of establishing 
some type of territory security 
based on permissive legislation, 
removing the federal restrictions, 
as mentioned. 

In our board of directors meet- 
ing scheduled for tomorrow, full 
consideration will be given the 
further exploration of the senti- 
ments of our membership with the 
aid of a complete and unbiased 
poll. 

2.—Our plea to the metropolitan 
dealers is that they be interested 
in what is good for all dealers of 
our industry, regardless of the 
amount of benefit they might de- 
rive in their individual dealerships. 

3.—Regarding the customer’s 
choice as to where he may pur- 
chase, there is no prohibition in 
the proposed program to prevent 
the purchaser from buying any 
place he so desires. However, the 
dealer in the area in which the 
customer actually lives would be 
compensated somewhat, which, in 
turn, would put him in a better 
position to take care of the service 
that is always part of a new-car 
sale. The customer who buys out of 
town and then insists that the local 
dealer take care of the necessary 
policy adjustment creates an un- 
fair financial problem for the 
servicing dealer. 

4.—Regarding the question of 
extra factory control, it has been 
my experience that in complaints 
to our manufacturers relative to 
bootlegging and cross-selling, they 
have continued to state they are 
prevented from doing anything 
about the problem, because of fed- 

(Continued on page 124) 





cerpts 
convention last month. 





Approximately 5,000 franchised deal- 
ers went out of business last year, it has 
been estimated, leaving today about 
36,000. The president of Galles Motor 
Co. (Cadillac-Oldsmobile), Albuquer- 
que, N. M., gives here his views on a 
subject which has brought storms of dis- 
agreement among the 23,000 members 
of NADA, which is proceeding to poll 
members before further steps toward a 
solution designed to please at least a 
— of its members. These are ex- 

rom his inaugural address at the 








SOUTHERN AUTOMOTIVE JOURNAL for MARCH 1959 





Foreign-Car Field's Different 


HILE the distance from the 

[foreign-car] factory many 
times makes for hardships in re- 
ceiving cars just when you want 
them, one thing is certain: you just 
don’t get many phone calls from 
the home office needling you on 
some inconsequential program. 
And the factory travelers are few- 
er and their visits farther apart. 

As an imported-car dealer you 
are freer to run your own business 
and it is up to you to make as much 
or as little out of it as you desire 
to. 

There is a wide gap between fac- 
tories and dealers caused by the 
absence of factory-dealer councils, 
and so far there are no vice-presi- 
dents in charge of dealer relation- 
ships that I know of. Immeasurable 
benefits will result to both factor- 
ies and dealers when these are set 
up. Personally, I feel that good, 
well-organized distributors here 
on home soil will be of greater 
dealer value than factory vice- 
presidents 2,000 miles away. 

Either a complete lack of a writ- 
ten franchise or a very poor one 
is more the rule than the exception 
in the case of imported cars. And 
this is an area where NADA has a 
great amount of work to do, and 
I beseech each of you members 
who are in the imported-car busi- 
ness to urge your director to see 
that NADA properly represents the 
interest of the 15,000 dealers sell- 
ing imported cars. 

In the imported-car field there 
is very little national advertising 
and local advertising must be done 
by the dealer as there is not much 
co-op help. Those few imported- 
car companies that have done even 
a reasonable amount of national 
advertising have been well repaid 
by increased sales and a greater 
share of the imported-car market. 
Also, those factories or distributors 
who have shared with their dealers 
some of the expense of local ad- 
vertising have benefited in more 
sales than those who leave the en- 
tire burden to the dealer. 

The day is gone when the world 
will beat a path to your door just 
because you have a better mouse- 
trap than your neighbor. You must 
first tell them you have it and 
then treat them properly when 
they do come in, and you must 
serve them properly after the sale 


By PAUL R. LAURITZEN 


President, Lauritzen Motors 
Richmond, Va. 


Excerpts from an address before 
the annual convention last month 
at Chicago of the National Auto- 
mobile Dealers Association. The 
speaker is a veteran dealer who 
at one time was connected with 
Ford franchises at Louisville, Ky., 
and Chicago and in the last 
decade or two has been a dealer 
at Richmond. More recently he 
has handled Nash but today has 
instead several lines of foreign 
cars, including a distributorship 
in several states. He is a past 
president of the Automotive Trade 
Association of Virginia. 


is made. Unfortunately, 
companies don’t know that. 
There has been a great lack of 
sales “helps” in the imported-car 
field and any experienced domestic 
car dealer will miss these greatly. 
Some few distributors are now 
awakening to this fact and are en- 
deavoring to do something about it. 
Because of the shipping distance 
involved, the supply of cars has 


many 


been very sporadic, and any im- 
ported-car dealer whose distribu- 
tor did not fill in this gap by stock- 
ing cars has found himself either 
in the position of being out of cars 
too much of the time or saddled 
with the expense of carrying heavy 
inventories. As the shakedown pe- 
riod progresses, this. situation 
should improve and distributors 
will of necessity carry adequate 
inventories to supply their dealers. 

To allay anyone thinking that 
my feelings on factory-dealer re- 
lations are all on the “con” side, 
let me say that two big “pros” are 
that the lack of factory interfer- 
ence and pressure is wonderful and 
they really want you to make 
money on the cars you sell. They 
do not advocate discounting and 
they do not overload territories 
with dealers. 

It is most encouraging to note 
from Paul Herzog’s survey that 
75% of the owners of imported 
cars are more than satisfied with 
the service received, as one of the 
biggest obstacles in selling import- 
ed cars is the prospect’s resistance 
on the matter of parts and service. 
One imported-car owner’s car tied 
up for the lack of parts can change 
the mind of a dozen prospects 
about to purchase one as this item 
is uppermost in their minds. 

Unfortunately too many manu- 
facturers and distributors have 
only thought of getting cars over 
here to sell and have given little 
if any thought about the parts 
necessary to keep these cars run- 
ning. In the future, the sales will 
go to those companies who also 
serve after the sale by having parts 
readily available. We must sell 
transportation—not just automo- 
biles. 

In the minds of the imported- 
car buyer there is great confusion 

(Continued on page 120) 








What NADA's Survey Revealed 


Why have some Americans preferred buying a new imported 
car to an American car? The 23,000-member National Auto- 
mobile Dealers Association surveyed some 10,000 buyers of 
imported cars in 1956-58. Better gasoline mileage ranked 
first 95°/, of the time in the answers (refer to page 11). 
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Four Reasons for Print-Your-Own 


SMALL printing department By ALBERT S. KESHEN 


has been yielding these ad- 


vantages to Young Motor Co. 
(Ford), Charlotte, N. C.: and advertising matter. 


1. 


Speed in turning out office 2.—Economies in printing pro- 


Assistant Office Manager Robert Webb, shown also in the photo above, 
readies a plate here. Annual printing costs have been reduced $1,500. 


duction with an average saving of 
$1,500 a year. 

3.—Affording better control over 
printed output. 

4.—Affording redesign of any 
forms that can be improved by 
changing. 

The department is built around 
a major unit, Model 1250 multi- 
graph machine which has an off- 
set attachment for making plates. 
This is supplemented by a multi- 
graph exposure frame to develop 
plates with the negatives prepared 
by an outside agency. A copier is 
used to duplicate copies of cus- 
tomers’ invoices or whatever car- 
bons are needed to be set up on 
the multigraph. 

The machine can handle prac- 
tically anything the agency needs 
except multi-colored or safety pa- 
per or numbered forms like repair 
orders which are cheaper to get 
syndicated. It turns out offset work 
only. 

Development of the printing de- 
partment was done without adding 
any highly specialized or skilled 
personnel. Several clerks in the 
office section were trained briefly 
by the multigraph manufacturer on 
how to operate it. The machine is 
run most of the time by Robert 
Webb, assistant office manager, 
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who spends about three hours a 
week turning out various forms re- 
quired. 

A good deal of the layouts and 
ad setups are prepared by Charles 
Young, vice-president, who is his 
own advertising manager, assist- 
ed sometimes by Robert R. Rush, 
sales manager. They make up their 
own forms or ad layouts from 
which plates are prepared to be 
turned out on the multigraph. 

Among the office forms designed 
and produced in the department 
are: cash received voucher, sales- 
men’s commission voucher, check 
journal and disbursement sheets, 
parts and service sales summary 
and purchase voucher, besides a 
stream of postcards, circulars and 
other promotional material sent 
out frequently. 

An instance of the time-saving 
value of the department occurred 
when the agency got the official 
price list from Detroit on opening 
night without affording sufficient 
time to send it to a printer. For- 
tunately the company’s own print- 
ing department was able to work 
overtime and had the list ready 
for the next morning’s showing to 
prospects. 

In other cases the printing de- 
partment was able tc turn out spe- 
cial materials the same day they 
were approved at a sales meeting 
that morning. 

“Our experience shows that 
since we set up our printing de- 
partment it has readily paid divi- 
dends,” commented Young. “The 
time element is reduced by about 
75% and expenses cut by about 
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Much larger and more complicated forms are printed than shown here. 
Printing the form below “two up” saves time and production costs. 








Young Motor Company 
90 DAY USED-CAR 


GUARANTEE CERTIFICATE 


Name 
Date of Purchase Mileage 


Make Moter Ne. 

Young Moter Compeony will replece any pert found by them te 
be detective 90 deys from dete of purchase ot 25% discount 
of the stenderd perts cherge and 25% of the stenderd lebor 
cherge. Work te be pertormed by Young Motor Compeny 


YOUNG MOTOR COMPANY 


Purchaser's Signoture 











Young Motor Company 
90 DAY USED-CAR 


GUARANTEE CERTIFICATE 


Name 

Date of Purchase Mileage 

Make Mover No 

Young Moto: Compeny will repioce omy pert tound by them to 
be defective 90 deys trom dete of purchase ot 25% discount 
of the stenderd ports charge end 25% of the stenderd leber 
cherge. Work te be performed by Young Meter Compeny 


YOUNG MOTOR COMPANY 











| hereby echnowledge recespt of Young Motor Compeny 90 dey 
Guerentee ond occept some os # eppeers ebove. 


O0i60 cnn: - _ Motor No. 
———— Mileage 


Purchaser's Signoture 





| hereby echnowledge receipt of Young Motor Compeny 90 dey 
Guerentee ond accept seme os  eppeors ebove 


C0 ecenseseenees Motor No. 
Date _ _ Mileage 


Purchoser's Signoture 
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50%, with our investment paying 
for itself long ago. We are now able 
to turn out quality work at less 
cost and deliver it when needed. I 
believe it is an ideal arrangement 
for a dealer selling at least 500 
new cars a year as it would pay 
him with that much turn-over.” 

Young Motor Co. has been a 
Ford agency since 1952. Gross 
sales volume for 1958 came to 
about $5,500,000. In that period the 
parts and service business was 
more than doubled, since the cr- 
ganization is built around its serv- 
icing facilities. 

Plans are under way for a new 
building which will cost about 
$500,000 for structure and proper- 
ty. The single-story building will 
take up some 52,000 square feet of 
floor space in a four-acre area 
with corner location in a central 
section of the city. 





Officers, directors, advisory council and guest visitors interrupted their deliberations for this picture. 


IGOA Slams Factory Financing 


raga to car factories’ fi- 
nancing of motor vehicles came 
last month from the Independent 
Garage Owners of America. 

At its mid-winter meeting at 


Chicago’s LaSalle Hotel, the board 
of directors went on record in a 
motion “fas opposed to the automo- 


bile manufacturing companies’, 
through holding companies, finan- 
cing of vehicles,’’ subject to sub- 
sequent approval of the wording 
by legal counsel. 

Said the IGOA: 

“This, with the insurance hold- 
ing companies, is creating a mo- 
nopoly in the industry detrimental 
to the independent service bus- 
iness.” 

The group, with directors pres- 
ent from 24 of the 32 states in 
which it operates, also went on 
record “as opposing the Taylor 
System, insurers’ comprehensive 
control plan of the auto glass in- 
dustry.” 

“If this plan is put in effect,” 
it said, “only shops belonging to 
this group will get any glass work. 
In brief, this plan proposes to deal 
directly with the insurance com- 
pany on glass work and eliminates 
the body shops from the glass in- 
dustry.” 

Both motions were sponsored by 
the Independent Garage Owners 
of Ohio. Action followed lengthy 
remarks by Frank Hornyak of 
Struthers, president of IGOO. 

Early on the first day of the 
two-day meeting, on Friday, Feb. 
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20, a letter was read and received 
as information from the Atlanta 
Chamber of Commerce inviting 
the 1960 convention. H. F. “Red” 
Reagin of Atlanta, first vice-pres- 
ident of IGOA, later was named 
chairman of the convention com- 
mittee, although it was known that 
financing the costs of such a meet- 
ing have delayed positive action 
toward seeking the meeting for the 
Southern city. 

Indications were that if other 
IGOA members in the Southeast 
cooperated, the convention might 
go to Atlanta. Reagin is a logical 
candidate for the presidency of 
IGOA. Elections and selection of 
the next convention site will take 
place at the annual convention, to 
be held at the Albany Hotel in 
Denver, Colo., June 24-27. 

Executive Director Ralph H. 
James, who guides IGOA from his 
headquarters at 36% North Lewis, 
Tulsa 10, Okla., pointed out in his 
report that the group had sprung 
into being less than five years ago 
and today had around 4,500 mem- 
bers, with active units in 32 states 
and individual members even in 
Alaska and in Hawaii. 

He cited the need for additional 
funds to permit a broader travel 
program to reap both garage op- 
erator members and allied (manu- 
facturer) members. James urged 
the group to ask factories serving 
the aftermarket to join. 

“Send them an invitation and 
make it a gentlemanly one,” he 


said, and reminded them that “‘you 
are not representing IGOA if you 
write anything that is out of line” 
because “we want to keep IGOA 
along the lines on which it was 
founded.” 

Alabama and Massachusetts are 
among the states in arrears in dues 
payments, James reported. The 
former was not represented at this 
meeting. 

Cliff Storey of Perfect Circle 
Corp., an advisory councilman, 
suggested that IGOA members 
urge their jobber suppliers to write 
their manufacturers urging that 
the latter join IGOA (annual dues 
$250). The garagemen should tell 
jobbers of IGOA’s insurance plan 
and mechanic-training program, 
he said. 

Members should imprint the as- 
sociation’s emblem on their checks, 
he said, since everyone notices 
checks and because garagemen 
normally would not be writing to 
their jobbers. 

R. M. Early of the Bureau of 
Apprenticeship, U. S. Department 
of Labor, called for a public re- 
lations program because “if peo- 
ple don’t know you and what you 
are doing, they cannot help you.” 

Stanley R. Hesson of IGOA at 
Oklahoma City urged the directors 
to contact apprenticeship training 
representatives in their areas in 
order to set systematic training 
programs for mechanics, “and 
when our customers know we are 
doing something, they will look 
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for the IGOA sign.” 

George Millikin of the IGO of 
Ohio in a committee report said 
that the proposed IGOA credit card 
plan was considered impractical at 
this time. The plan was then ve- 
toed. 

J. L. “Jack” Wiggins, executive 
vice-president of National Stand- 
ard Parts Association, in discuss- 
ing enforced licensing or certifica- 
tion of mechanics or shops by cities 
or states, declared, “Once you get 
on this thing you are duck soup for 
unions” and cited reports of dis- 
satisfaction in Canada where such 
laws have been effective for some 
time. 

The directors went on record as 
opposing all federal excises on 
motor vehicle parts. 

Art Kittell of Pittsburg, Kan., 
an IGOA canvasser, reported that 
in half a dozen meetings held in 
Illinois every eligible garageman 
present had joined, including 37 in 
one city. 

Henry Sorenson of Long Beach, 
president of the IGO of California, 
reported that only 40 out-of-stat- 
ers attended the national conven- 
tion at Los Angeles last June. The 
meeting cost IGOA $1,100 and 
IGOC $600. Nine thousand mail- 
ings were among the promotions 
for that meeting, he said. 

“Tf we are to stimulate interest 
in conventions, we must have fo- 
rums—one on technical and one 
on management side,” he said. He 
discussed his state group’s plan for 
adding 400 members to their pres- 
ent 1,200, and asked that IGOC 
members’ monthly payment to the 
national be cut from 50 cents to 
25. 

Stanley E. Kinkor of Lempco 
Automotive, Inc., Cleveland, Ohio, 
an advisory councilman, cited the 
need for more allied members to 
shore up the association’s expenses. 

D. D. Minshall of Gates Rubber 
Co., Denver, Colo., suggested that 
IGOA members address civic clubs 
on some topic like “What I Ought 


” 


to Know about My Automobile 
in order to publicize IGOA. 

J. B. Bushyhead of Moog Indus- 
tries, Inc., St. Louis, asserted that 
organizational strength “comes 
from doing something” and declar- 
ed, “If you are wrong, you can 
back up, and if you are right, 
someone will notice what you are 
doing.” 

An ardent supporter of IGOA 
from its birth, this advisory coun- 
cilman highly praised James’ work 
—begun before he finally disposed 
of his own garage at Tulsa. He 
recommended increased travel al- 
lowance for James, pointing out 
the high cost of travel today. 

Two big outdoor signs on Tulsa 
highways advertise IGOA mem- 
bers and Bushyhead asked his 
listeners, “Why don’t you have 
them?” 

J. L. Wiggins called for a strong- 
er membership drive among man- 
ufacturers by enlisting jobbers’ 
support, including having jobbers 
go with IGOA members to fac- 
tories “and let them tell the man- 
ufacturers why they should join 
the IGOA.” 

Edward Ford, editor of Motor, 
New York, declared that local 
IGOA groups had not taken advan- 
tage of their publicity opportuni- 
ties. “We simply don’t get the ma- 
terial to publish,” he said. 

William C. “Bill” Herbert, edi- 
tor of SOUTHERN AUTOMOTIVE 
JOURNAL, Atlanta, told of the mis- 
understanding of IGOA’s objec- 
tives by some Southern and South- 
western wholesalers. 

Ray J. Campbell of Denver, 
IGOA president, said the commit- 
tee hoped to make the Denver 
convention “a garageman’s con- 
vention,” to include a chuck wagon 
dinner “in our famous Rockies.” 

H. F. “Red” Reagin recommend- 
ed that other groups duplicate the 
wholesaler-garageman panel dis- 
cussion held last year at Atlanta 
from which, he said, “we are still 
getting some good effects.” 


IGOA Directors Tell Factories: 
It's a No-Big-Stick Policy 


There's no big stick in the cupboard of IGOA. Directors 

adopted a resolution pointing out that fact after it was report- 

ed at their meeting last month that one manufacturer had 

stated that threats of taking away business from him had been 

made by an IGOA spokesman when the manufacturer resisted 
an appeal to join the group as an allied member. 
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ATTENDEES 


Attendees at this mid-winter 
meeting included: 

Ray J. Campbell of Denver, Colo., 
IGOA president; H. F. “Red” Reagin 
of Atlanta, first vice-president; Art 
Kittell of Pittsburg, Kan., second 
vice-president; George Millikin of 
Youngstown, Ohio, third vice-presi- 
dent; G. A. Millinger of St. Louis, 
Mo., secretary-treasurer (whose wife 
was the meeting’s recording secre- 
tary); Ralph H. James of Tulsa, Okla., 
executive director; Luther Turner, 
Jr., of Chattanooga, Tenn., and C. G. 
Dixon of Granada Hills, Calif., reg- 
ional directors. 

Advisory council members: J. B. 
Bushyhead of Moog Industries, St. 
Louis, Mo., J. L. “Jack” Wiggins of 
National Standard Parts Association, 
Chicago, D. D. Minshall of Gates Rub- 
ber Co., Denver, Colo., Cliff Storey of 
Perfect Circle Corp., Hagerstown, 
Ind., and Stanley E. Kinkor of Lemp- 
co Automotive, Inc., Cleveland, Ohio. 

W. C. “Josh” Wilder of Nashville, 
Tenn., H. D. Rentz and W. Athell Yon 
of Charleston, S. C., Joe Brown and 
Lewis Allison of Greenville, S. C., 
W. W. Blatter of North Little Rock, 
Ark., Wilbur C. Jones of Glasgow, 
Ky., Stanley R. Hesson of Oklahoma 
City, Joe Addison of Lake Charles, 
La., and J. F. Gish of Albuquerque, 
N 


. Mz. 

Pat McConnell of Las Vegas, Nev., 
Doc Dombey of Pheonix, Ariz., Dale 
Becker of Omaha, Neb., Al Previtali 
of Hartford, Conn., Beldon Blosser of 
Colorado Springs, Colo., Barney Mar- 
usco and Henry Sievers of Detroit, 
Henry Sorenson of Long _ Beach, 
Calif., Edward Wunderlich, Jr., and 
Frank C. Kesselring of Milwaukee, 
Wis., and Frank Hornyak of Stru- 
thers, Ohio. 

Ollie Rideout and Harold Grindle 
of Toledo, Ohio, Lou Boyler of Daven- 
port, Iowa, Ray Segriff, James G. 
Harper and Art Fox of Cedar Rapids, 
Iowa, E. J. Allison of Salina, Kan., 
John R. Breneman, Jr., of Willow 
Street, Pa.. Edward Ford of New 
York, William C. “Bill” Herbert of 
Atlanta, Tom Hitchcock of St. Paul, 
Minn., Tony Fernald and William 
Kennedy of National Standard Parts 
Association. 

L. L. Hooker of Family Finance 
Management Corp., R. M. Early of 
the Bureau of Apprenticeship Train- 
ing, Frank Downes and Lewis Yaman 
of Cortland, N. Y., Donald Carlyle of 
Rockford, IIl., and half a dozen others 
from the new Illinois units. 


Kansas car dealers are working 
100% with garagemen in a pro- 
gram to stop some insurance com- 
panies from getting a discount 
which Art Kittell said Kansas law 
forbids. 

Five allied members were ap- 
proved: Johns - Manville Sales 
Corp., Mann Automatic Transmis- 
sion Co., Martin-Senour Co., Vic- 
tor Mfg. & Gasket Co. and Bee- 
Line Co., bringing the total to 68. 








SOUTHERN JOBBERS 


and FACTORY MEN 














The author inspects a steam cleaner after repair. The 
firm trains buyers in using equipment which it sells. 


Selling Equipment Calls 
for Customer Training 


By J. P. SCOTT 


President, J. P. Scott and Son, Inc. 
Washington, D. C. 


fh repair shop in the dealer- 
ship, independent garage or gas 
station that has modern equipment 
and the personnel trained to skil- 
fully operate this equipment will 
more than keep its slack hours oc- 
cupied. 

The rise in service sales from 
checking cars on equipment will 
prove profitable. Overhead absorp- 
tion in the shop will increase, re- 
flecting gratifyingly in net profit. 

A Washington gas station comes 
quickly to mind where the ac- 
quisition of a front-end machine 


and wheel balancer brought a 50% 
increase in his service over a ten- 
month period. 

An independent garage in Alex- 
andria, Va., reported time savings 
up to 40% from a body and frame 
straightener on which we had sup- 
plemented training the factory had 
given. A similar report came from 
another shop where a body and 
frame straightener had been added 
and personnel efficiently trained. 

As equipment wholesalers work- 
ing closely with the repair shop 
and its productive use of equip- 


Paul Brown (rear) repairs a grease pump as Mechanic 
Phil Ernest repairs a steam cleaner in Scott’s shop. 


ment after it is sold and installed, 
we believe the key to success is 
training. We have seen in our many 
years of experience equipment 
bought enthusiastically by garages 
and dealers, later pushed back with 
discouragement to the rear of a 
shop, and ultimately forgotten. 
This never would have happened if 
shop personnel had been conscien- 
tiously trained to make equipment 
produce. Someone had overlooked 
or neglected a basic necessity — 
training. Nor is it enough to show 
how a new piece of equipment op- 
erates. 

It is important to teach a shop 
how to sell jobs. We stay with cur 
customer until he has learned how 
to check out a car accurately and 
efficiently, and proven to himself 
that his new equipment spells 
progress and greater volume. 

Back in 1923, when schooling in 
sold equipment was virtually nil, 
we rounded up thousands of dol- 
lars of equipment in disuse sitting 
idle or forgotten in garage and 
shop corners. Trading it in for new, 
modern equipment on the assur- 
ance that training in selling the 
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service would go hand in hand 
with teaching the machine’s op- 
eration, we gathered mechanical 
personnel from Washington and its 
environs to our own school. Sales 
for us in thousands of dollars fol- 
lowed, and continued expanding. 

We covered such points as how 
to take tests and readings, how to 
sell a tune-up, what was needed 
to keep a car’s engine at top per- 
formance. Today we give all in- 
struction in the field, since our fa- 
cilities are too limited for the ex- 
tent of our program. We stay with 
our customer for days, following 
up weekly on this performance, 
keeping on tap whenever he raises 
any problems. 


Base for Equipment Sales 


Service in all its forms is at the 
base of equipment sales. Respon- 
sibility for maintenance and re- 
pair of equipment as well as appli- 
cation is our policy. This is de- 
signed to make our customers 
realize to the fullest their invest- 
ment in dollars and effort. Our 
training program is designed to 
protect their investment. This pol- 
icy has expanded our own opera- 
tion to include the sale of tune-up, 
front-end alignment, wheel-bal- 
ancing, body- and frame-straight- 
ening, brake and steam-cleaning 
equipment. 

When we sell a shop a new frame 
and body straightener, our sales- 
man spends three days of eight 
hours per day with the mechanic. 
This is supplemented by factory 
training of from two to six weeks. 
Our salesman makes weekly calls 
thereafter to inquire about the use 
and operation of the equipment. 

Two months later we still fol- 
low up to learn whether there are 
any snags they have run into. 

We spend two days with a cus- 
tomer who has just bought a front- 
end machine. During this eight- 
hour day he learns the basic prin- 
ciples of its operation, interpreta- 
tion of readings and their applica- 
tion. Two weeks of factory instruc- 
tion follow. If a wheel balancer 
was included in the sale, instruc- 
tion may be for three weeks. 

About 18 hours are given the 
purchaser of brake equipment by 
our-brake specialist, in which the 
customer is taught how to use the 
tools, brake drum lathe, how to 
make adjustments. We have spe- 
cialists in front-end alignment and 
tune-up to handle instruction in 
their fields. 

Our mobile shop truck manned 
by two handles all emergency re- 
pairs in the field. Another two me- 


chanics are in the shop full-time 
for repairing equipment requiring 
overhauls or major work, and re- 
conditioning trade-ins for resale. 

About 80% of the calls we get 
from customers are for the replace- 
ment of parts. Seven tenths of our 
business is in equipment sales and 
three tenths is in parts. 

Two additional services to our 
customers include lending battery 
chargers and greasing equipment 
while we repair theirs, and a fi- 
nance plan operated through a 
credit company, a local bank and 
ourselves to make equipment 
available on credit. 

Financing has been a tremend- 
ous factor in expanding sales. 

However, today the wholesale 
supplier who cannot train cannot 
stay in the equipment business. 
Large investments by his custom- 
ers in modern complex equipment 
make training obligatory. 


Oklahoma Group Helps 
Train 240 Mechanics 


| paces Secretary Tom Payne 
revealed last month that 240 
mechanics from almost every 
county in Oklahoma had _ been 
trained since last Sept. 1 in tune- 
up or automatic transmission 
through the training program of 
the Automotive Wholesalers of 
Oklahoma. 

The announcement came at the 
annual convention. 

Much of the two days of the 
convention was devoted to a 
booth conference, with 63 ex- 
hibitors, compared with 72 last 


year. Payne announced attend- 
ance at 250. 

In addition to the officers, three 
new directors were elected and 
four were re-elected. Newly- 
elected directors are: Joe Owens, 
Owens Auto Supply, Kingfisher 
store representative; Jack Wing, 
Guymon Auto Parts, Guymon, 
and Ben Leva, Ben Leva Auto 
Parts, Lawton. 

Re-elected were: Virgil Cow- 
herd, Southwest Motor Supply, 
Elk City; Lester Cook, Hackett 
Auto Supply, Enid; Ed Renier, 
Modern Bearing Co., Oklahoma 
City, and Jack Rodden, The Auto- 
motive, Inc., McAlester. 

Principal speaker for the one 
business session was the youthful 
lieutenant governor of Oklahoma, 
George Nigh, who substituted for 
Gov. J. Howard Edmondson. 


AWAL to Convene Oct. 16-17 


The annual convention of the 
Automotive Wholesalers Associa- 
tion of Louisiana will be held Oct. 
16-17 at the Capitol House in 
Baton Rouge, Executive Secretary 
Jules Lamothe announced. Harold 
Delhommer, Sr., of Lafayette is 
president. 


Williams Joins Atlanta Firm 


Neal Williams, son of N. A. 
“Red” Williams of N. A. Williams 
Co., manufacturers’ representa- 
tives of Atlanta, Ga., has joined 
the firm as vice-president. The 
junior Williams has been in mili- 
tary service for the past two years. 


Officers of the Automotive Wholesalers of Oklahoma, elected in the 
annual convention in Oklahoma City, Feb. 7 and 8, in the usual order 
are: Tom Payne, executive secretary and state senator from Okmulgee; 
D. Wayne Sledge, Auto Parts and Equipment, Duncan, vice-president; 
George Roysdon, Automotive Parts and Supply, Tulsa, president: Bobby 
Thompson, Ada Auto Supply, Ada, retiring president and director, and 
Howard Thomas, Standard Auto Parts, Pryor, re-elected secretary- 
treasurer, 
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Voss-Hutton-Barbee s New Home 


petals te Co., auto- 
motive distributors, formally 
office, 


opened new store and 


warehouse facilities at 810 Chester 
Street in Little Rock, Ark., with 
an open house on Jan. 30 and a 


jobber-manufacturer meeting Jan. 
31. 

W. F. “Bill” Barbee, president, 
said the opening was a thorough 
success from the viewpoint of 
customer and manufacturer in- 


Top: This composite photo shows the front view with its 4,000-square- 
foot parking area. Immediately below: “Chester Street Tomkat Klub.” 
Bottom: Plenty of lighting and display area were planned here. 


terest. Refreshments were served 
and favors were distributed as 
were attendance prizes, including 
a portable TV. 

Barbee said he and his asso- 
ciates have received many in- 
quiries and have enjoyed many 
laughs about the new “Chester 
Street Tomkat Klub,” a feature 
of the building. 

Actually, the “Chester Street 
Tomkat Klub” is a second floor 
room 40’ by 50’, or 2,000 square 
feet, which is equipped with 
kitchenette and other facilities. It 
was conceived for company sales 
meetings and other trade meetings 
involving. individuals . connected 
with the industry. Any automo- 
tive organization is invited to use 
the air-conditioned “Chester 
Street Tomkat Klub.” 

For serving the trade of Little 
Rock and vicinity and for ware- 
house purposes, the main floor 
affords 17,000 square feet. Yet 
one of the most welcome features 
of the new location is an area of 
4,000 square feet, directly in 
front of the store, for parking. 
This, according to Barbee, elimi- 
nated one of the company’s great- 
est headaches in the former loca- 
tion. 

Opening of the building also 
introduced to the aftermarket of 
Arkansas an aggressive advertis- 
ing campaign by Voss-Hutton- 
Barbee. A_ full-page newspaper 
advertisement appeared the day 
of the formal opening. 

This is the diamond anniversary 
year for Voss-Hutton-Barbee, the 
company having been in business 
since 1883, or slightly more than 
75 years. 

Branch stores are operated in 
Pine Bluff, Russellville, Newport, 
North Little Rock, Hot Springs 
and Magnolia, Ark. 
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Members of the ASIA board of directors are (I. to r.): 
standing, A. J. Thompson, Piston Service, Inc., Seatile, 
Wash.; H. McMahon, Taylor, Pearson & Carson 
(Canada), Lid., Edmonton, Alberta: John F. Midyette, 
Standard Parts Corp., Richmond, Va.; Rollin McBurney, 
Boggs and McBurney Auto Parts, West Los Angeles, 
Calif.; J. W. Foster, The Foster Auto Supply Co.., 
Denver, Colo.; Edgar H. Rogers, Jr., United Warehouse, 
Inc., Jacksonville, Fla.; J. A. Anderson, vice-president, 
A. C. Spark Plug Division, General Motors Corp.., Flint, 
Mich.; Don H. Teetor, Perfect Circle Corp., Hagers- 
town, Ind.; D. Ned Brown, Brown Motor Supply Co.., 
Bedford, Pa.; Paul M. Woolwine, Woolwine Supply 
Co., Pratt, Kan.; John F. Creamer, Wheels, Inc., New 
York, N. Y.: Henry Trauscht, Evanston Auto Co., 
Evanston, Ill.; Edward Gammie, Victor Mfg. & Gasket 


Co., Chicago; Jay T. Davis, The Motor Parts Co.. 
Corpus Christi, Texas; seated, Victor L. Toft (presi- 
dent, ASIA); John Reynolds, Straus-Frank Co., San 
Antonio, Texas; Les Thayer (first vice-president. 
ASIA), Belden Mfg. Co., Chicago; J. B. Farber, Chapin- 
Owens Co., Rochester, N. Y.; J. A. Bryant (second vice- 
president, ASIA), Motor & Electric Supply Co., Bowling 
Green, Ky.: Gene P. Robers, (third vice-president. 
ASIA), Carter Carburetor Division; St. Louis, Mo.; A. 
S. Hatcher, A. S. Hatcher Co., Macon, Ga.; H. R. 
Askins, Mesa Auto Supply Co., Mesa, Ariz.; C. S. 
Rogers, P. & D. Mfg. Co., Long Island City, N. Y.: 
M. W. Bazner, Sr., Ammco Tools, Inc., North Chicago, 
Ill.; C. A. Klaus, MarPro, Inc., Chicago; D. D. Minshall, 
Gates Rubber Co., Denver, Colo., and E. A. Littrell. 
Littrell Parts, Medford, Ore., a total of 27 directors. 


wo veteran aftermarket asso- 

ciations, NSPA and MEWA, be- 
came ASIA—Automotive Service 
Industry Association—at the initial 
meeting in less than an hour Feb. 
17 at Chicago’s Sherman Hotel. 

Long sought as a means of added 
harmony within the ranks of 
wholesalers especially as well as 
among manufacturers who belong- 
ed to NSPA, creation of the new 
group brought from Southerners 
and Southwesterners expressions 
of hope that quick liaison would be 
established with the state associa- 
tions which have mushroomed 
rapidly in recent years over the 
Southland. 

In off-the-cuff interviews with 
SOUTHERN AUTOMOTIVE JOURNAL 
editors, wholesalers present from 
the South and Southwest expressed 
the belief that the quicker that 
relations could be cemented be- 
tween national and state levels, the 
more quickly the success of the 
new national body could be as- 
sured. 

John W. Rooney, executive sec- 
retary of the Automotive Whole- 
salers Association of Alabama, 
which has mothered nearly a dozen 
other state associations, won a 
promise from the first president 
of ASIA, Victor L. Toft, vice-presi- 
dent of the Sidles Co., Omaha, 
Neb., to address AWAA’s annual 
convention at Tuscaloosa in June. 


MEWA 
+ NSPA 


ASIA 


John Reynolds of Straus-Frank 
Co., Houston, Texas, and A. J. 
Thompson of Seattle, Wash., presi- 


ASIA President Toft 
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dents, respectively, of NSPA and 
MEWA, presided jointly over the 
session creating ASIA, which dealt 
principally with introducing the 
board of directors, consisting of 
nine manufacturers and 18 jobbers. 

Jay T. Davis of Corpus Christi, 
Texas, immediate past president of 
MEWA, likened the new venture 
to a honeymoon, with the know- 
ledge that problems would arise 
later with the settling down to 
every-day operations. 

Edward Gammie of Victor Mfg. 
& Gasket Co., Chicago, immediate 
past president of NSPA, said he 
subscribed “to all Jay Davis has 
said about forgetting all previous” 
differences “and getting on with 
the job.” 

ASIA, he said, creates “a com- 
mon meeting ground” for the in- 
dustry and would, he predicted, 
effect savings for all. 

Toft, an attorney who turned 
wholesaler and whose firm is one 
of the best-known and largest in 
the country, told the throng which 
crowded into the Sherman’s ball- 
room: 

“Our industry has been divided 
a bit, certainly not in ideals and 
not in purpose” but over other 
less serious differences. 

He predicted ASIA would bring 
“success we have never dreamed 
of before” and asserted that the 

(Continued on page 168) 
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Lceok under the hood. Usually there are several items needing attention. 


SPRING: Get-'Em-Ready Time 


—_— is just around the corner 
and it is time to shake off the 
frost and get ’em ready for that 
warm- or hot-weather operation. 

This change-over, if properly 
followed up, can mean an in- 
creased volume for the shop as well 
as assure pleasant motoring for our 
customers during the months 
ahead. 

Just as the “wide-awake” shop 
recommended certain change-over 
services and adjustments at the be- 
ginning of the cold season, we 
should advise our customers what 
spring “get-ready” services are 
necessary. 

To begin with, let’s take a look 
under the hood. (Raising the hood 
while the owner is present has be- 
come a “lost art” with some 
“front” men.) It is possible to un- 
cover enough work here to keep 
several mechanics busy for a num- 
ber of hours. Most of the under- 
the-hood units can be put in good 
order by performing either a minor 
or major tune-up, which can be 
done on most cars as follows: 

Minor tune-up: 

Inspect ignition wires, battery 
cables and check the condition of 
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the battery. Inspect all ignition 
wires for worn or damaged insu- 
lation. Make sure the wires are 
firmly seated in the distributor cap 
and that the terminals and term- 
inal sockets are free from corro- 
sion. 

Inspect the battery case for 
cracks and leaks. Make a battery 


By E. M. LOWERY 
Technical Editor 
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capacity test. If unsatisfactory, 
make a battery charge test. If the 
charge is low, recharge the battery. 
Inspect the battery cable connec- 
tions for corrosion and clean them, 
if necessary. Brush the cable con- 
nectors with grease to retard fur- 
ther corrosion, then tighten the 
connectors securely. 

Test cylinder compression. Be 
sure the battery is good. Operate 
the engine until normal operating 
temperature is reached. Turn the 
ignition switch off. Remove all 
spark plugs. 

Set the throttle in the wide-open 
position and be sure the choke is 
wide open. Install a compression 
gauge in No. 1 cylinder. Crank the 
engine untii the gauge registers a 
maximum reading and record the 
reading. Note the number of com- 
pression strokes required to obtain 
this reading. Repeat the test on 
each cylinder, cranking the engine 
the same number of strokes as was 
required to obtain a maximum 
reading on No. 1 cylinder. 

A variation of ten pounds 
from specified pressure is satis- 
factory. However, the compression 
of all cylinders should be uniform 
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within ten pounds. 

A reading of more than ten 
pounds below normal indicates 
leakage at the head gasket, rings 
or valves. 

A low, even compression in two 
adjacent cylinders indicates a head 
gasket leak. This should be checked 
before condemning the rings or 
valves. 

To determine whether the rings 
or the valves are at fault, put a 
tablespoon of heavy oil on the pis- 
ton and repeat the compression 
test. The oil will temporarily seal 
leakage past the rings. If the same 
reading is obtained, the rings are 
satisfactory, but the valves are 
leaking. If the compression has in- 
creased ten pounds or more over 
the original reading, it indicates 
there is a leakage past the rings. 

During the compression test, if 
the pressure fails to climb steadily 
and remains the same during the 
first two successive strokes, but 
climbs higher on the succeeding 
strokes, or fails to climb during the 
entire test, it indicates a sticky or 
stuck valve. 

Clean, adjust and install the 
spark plugs. Sandblast the 
spark plugs, wipe the porcelain 
clean and adjust the spark gap. 
Test the plugs in an approved 
spark plug tester. Inspect the plugs 


for broken or chipped porcelain 
and badly burned electrodes. Re- 
place all defective plugs. Install 
the spark plugs and tighten them 
to specified torque. 


A rusted-out tailpipe has been replaced. Watch for exhaust service. 


Check the distributor. Remove 
the distributor cap and rotor. In- 
spect the breaker points for pitting 
and burning. Replace defective 
points. Clean and install the dis- 
tributor cap and rotor. 

Check ignition timing. Discon- 
nect the distributor vacuum line. 


“What will you give me for it? The doctor says I’ve got to get rid of 
my spare tire.” 








GARAGE 
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Operate the engine at idle speed. 
Check the timing with a timing 
light and make the necessary ad- 
justments. Connect the distributor 
vacuum line. 

Check manifold vacuum and ad- 
just carburetor idle. Check the 
manifold vacuum at the specified 
idle speed. 

If the vacuum is lower than 
specified, check for leakage at the 
vacuum lines and intake manifold. 
Check the carburetor idle adjust- 
ment. 

If the vacuum is still below 
normal or is erratic, it is an indi- 
cation of bad rings, sticky valves, 
weak valve springs or a head 
gasket leak. 

Set the engine idle speed and the 
carburetor idle fuel adjustment. 

Clean the air cleaner and the 
fuel filter. Clean the air cleaner 
and oil the element. If the air 
cleaner is the oil-bath type, fill to 
the indicated level with engine oil 
of the specified viscosity. 

Remove and clean the fuel pump 
bowl. Install a new filter element. 

Check the deflection of the drive 
belts. Check the deflection of all 
drive belts (fan, air conditioning 
and power steering). Make the 
necessary adjustments. 

Major tune-up: 

Battery. Remove the cables from 
the battery. Clean the battery 
terminals and cable connectors. In- 
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Always pull a wheel and inspect. You owe it to your customers. 


spect the battery case for cracks 
and leaks. Make a baitery capacity 
test. If unsatisfactory, make a bat- 
tery charge test. If the charge is 
low, recharge the battery. Replace 
deteriorated connectors and cables 
that have worn insulation, Brush 
the cable connectors with grease to 
retard further corrosion. Connect 
the cables to the battery. 

Check the generator and regu- 
lator. 

Test spark intensity. Determine 
if the spark from each plug wire 
will jump a 3/16” gap, as follows: 

Remove one spark plug wire and 
install a terminal adapter in the 
wire terminal. Hold the end of the 
adapter approximately 3/16” from 
the cylinder head. Run the engine 
at idle speed. The spark should 
jump the gap regularly. Repeat 
the test on each lead. 

If the spark is unsatisfactory at 
all spark plugs, trouble exists in 
the coil, condenser, rotor or cap, 
internally in the distributor, or in 
the external primary circuit. 

If the spark is unsatisfactory at 
some but not all of the spark plug 
wires, the trouble is in the wire 
itself, the wire is not seated in the 
housing socket, or the distributor 
cap is corroded. 

Test cylinder compression, Fol- 
low the procedure under “minor 
tune-up.” 

Clean, adjust and install spark 
plugs—same as in “minor tune- 
up.” 


Check manifold bolt torque. 
Tighten the intake and exhaust 
manifold bolts and nuts to correct 
foot-pounds torque. 

Test coil and condenser. If the 
spark intensity is satisfactory, it 
will not be necessary to test the 
coil and condenser. However, if the 
spark is not satisfactory, test these 
parts on a test unit to determine 
which one is defective. Follow the 
instructions of the test unit manu- 
facturer. 

Inspect breaker points and test 
the distributor. Inspect the dis- 
tributor points for pits, excessive 
metal transfer and burned spots. 

Test the vacuum advance and 
make adjustments, repairs or re- 
placements as required. Set the 
point gap to specifications. After 
setting the gap, check the point 
dwell. If the dwell angle is not to 
specifications, the distributor cam 
is worn or the point assembly is 
defective. Replace all defective 
parts. Lubricate the distributor 
cam lightly with distributor cam 
lubricant. 

Clean and inspect the distribu- 


tor cap. Inspect the cap for cracks 
or other damage. Remove all cor- 
rosion from the terminal housing 
sockets. 

Check ignition timing. Discon- 
nect the vacuum line between the 
distributor and carburetor and op- 
erate the engine at idle speed. 
Check the timing with a timing 
light and make the necessary ad- 
justments. Connect the distributor 
vacuum line after completing the 
adjustment and check ignition ad- 
vance as the engine is accelerated. 
Check and adjust the valve lash 
after the engine is thoroughly 
warmed up (if mechanical). 

Test manifold vacuum. Check 
the manifold vacuum at the speci- 
fied idle speed. 

If the vacuum is lower than 
specified, check for leakage at the 
vacuum lines and intake manifold. 
Check the carburetor idle adjust- 
ment. 

If the vacuum is still below 
normal or is erratic, it is an indi- 
cation of bad rings, sticky valves, 
weak valve springs or a leaking 
head gasket. If this condition ex- 
ists, it should be reported to the 
customer. 

Test fuel pump pressure and ca- 
pacity. Refer to specs. 

Clean the carburetor. Disassem- 
ble and clean the carburetor. Set 
the fuel level and check the ac- 
celerator pump operation. 

Clean the air cleaner. Clean the 
air cleaner and the element. If the 
air cleaner is the oil-bath type, 
fill to the indicated level with en- 
gine oil of the specified viscosity. 

Adjust carburetor idle. Set the 
engine idle speed and the carbu- 
retor idle fuel adjustment. 

Exhaust analysis. On dual-ex- 
haust-equipped cars, connect the 
analyzer tube to the left muffler 
outlet pipe. 

Inasmuch as there are several 
types of analyzers, follow the in- 
structions of the manufacturer. 

Check the deflection of the drive 
belts. Check the deflection of all 
drive belts (fan, air conditioning 
and power steering). Make the 
necessary adjustments. 

Road-test. Road-test the car as a 
final check on the work performed. 
Also notice the performance of the 








April: Selling Safety Service 


Mr. Shop Man, how many people are dead or injured because 
you failed to Sell Safety Service? Ed Lowery next month 
gives some pointers on this proper activity of alert shops. 
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transmission, axle, brakes and any 
optional accessories, Recommend 
any additional service required 
when the car is delivered to the 
owner. 

While “under the hood” a visual 
inspection should be made of all 
radiator hose, the water pump and, 
if danger of freezing weather is 
past, the cooling system should be 
drained, flushed and refilled—and 
don’t forget to add the rust in- 
hibitor. 

It would also be well to turn on 
the air conditioner to be sure that 
it operates properly. It could have 
lost its charge due to leaks. Com- 
pressor could be noisy or low in 
oil. Magnetic clutch could be de- 
fective. And don’t forget: where 
the air conditioner and heater are 
combined, it is necessary to keep 
permanent-type anti-freeze in the 
cooling system all of the time. 

Now, let’s take a second look at 
the drive belts. With power steer- 
ing, air conditioning, air ride, 
heavy-duty generator and the wa- 
ter pump—there may be as many 
as six—the failure of any one may 
cause the motorist to become 
stranded. 

Now let’s look under the car. 
What about oil or grease leaks 
caused by worn or broken gaskets 
and/or oil seals? In climates where 
it is necessary to make a seasonal 
change from “light” to “heavy,” 
now is the time to change the T. 
and D. lubricant. 

There may be a broken spring, 
worn or loose shackles. 


The shock absorbers may be 
leaking, thereby ineffective, which 
means sub-normal road stability. 

It’s smart to “pull a wheel” and 
take a look inside. Winter driving 
is rough on wheel bearing lubri- 
cant as well as on brakes. 

Photo on opposite page shows 
why periodic “wheel pulling” is 
necessary. In this case it was too 
late, because the lining was com- 
pletely worn away and the metal 
contact between the brake shoe 
and brake drum ruined both. 

Note the leaking wheel cylinder. 
Here also may be found deterio- 
rated brake hose, worn bushings, 
tie-rod ends, weak springs and 
broken sway bars. 

If the car owners are your regu- 
lar customers, and any of the items 
listed above give trouble, you may 
be held responsible. 

So, why not tell them at !east 
what service is necessary to be 
ready for spring? 


American Motors Advises 
On Protective Coating 


to following service bulletin 
has been issued by American 
Motors Corp.: ‘ 

Effective with cars built Jan. 6, 
1959, a liquid wax protective coat- 
ing is being applied to all external 
plated parts. 

Under ordinary conditions, this 
protective coating can be removed 
with the use of household washing 
detergents such as Rinso Blue or 
Oxydol mixed in hot water. The 


“You've had your coffee break, your lunch break and a smoke break. 
Now how about some car brakes?” 
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entire waxed areas must be satu- 
rated with a thick suds solution 
applied with a sponge or soft cloth. 
Then use a hot water rinse to wash 
off the loosened protective coat- 
ing. 

In cases where the protective 
wax is only partially removed, it 
may appear as though the paint or 
plating is defective, which is not 
the case. 

Where cars are exposed to the 
elements for a considerable period 
of time, S. C. Johnson’s Kleen 
Floor, available locally, will be 
very effective in removing the pro- 
tective material. It should be ap- 
plied according to directions on the 
container. With the solution as 
warm as can be conveniently han- 
dled, apply it to the area to be 
cleaned; permit it to soak for sev- 
eral minutes after which it can be 
washed off with car washing 
methods. 


Wrong Timing Location 
On Some ‘59 Dodges 


ODGE Division issued this bul- 
letin recently: 

There was an error made in the 
location of the timing marks on 
approximately 685 1959 “B” en- 
gines. The engines affected are se- 
rial numbers: 

ML361-11915 through ML361- 
12290. ML383-6273 through ML- 
383-6579. 

Only the above engines are af- 
fected; there are no six-cylinder 
or 326-cubic-inch engines involv- 
ed. 

The location error produces an 
8° ignition retard from what the 
setting appears to be, and can 
cause poor fuel economy, engine 
surge, or lack of performance. 

To correct this condition, the 
No. 1 spark plug should be re- 
moved and a suitable dial indicator 
type tool (such as special tool 
number C-3075) used to bring the 
No. 1 piston to top dead center, 
compression. With the No. 1 piston 
at T.D.C., the crankshaft damper 
should be marked with a flat blade 
chisel to produce a new damper 
index mark exactly opposite the 
T.D.C. mark on the chain case 
cover indicator. This new mark 
should then be marked with white 
paint and the old, incorrect mark 
covered with black paint. 


Oil industry economists predict 
that by 1965 more than 11,000,000 
barrels of crude oil will be pro- 
cessed every day by the nation’s 
refineries, which would be double 
the 1950 rate. 





Spark plugs can be reached from above after removing 
cable and sealing cap. The little Volksie offers some 
simple servicing procedures. 


Tuning Up t 


WNERS of Volkswagens are no 
longer hobby-riders, sports, or 
do-it-yourself mechanics. 

They are as likely as not one of 
your regular customers or prospec- 
tive customers, just about ready 
to bring it into your shop for a 
tune-up. The Volkswagen and oth- 
er imported small cars have spread 
out into all portions of the driving 
public either as the one-and-only 
car or as the second car. They 
present an interesting and profit- 
able service market for those shops 
prepared to handle the work. 

Fortunately, servicing the mid- 
get imports is an easy market to 
enter. Few special tools are re- 
quired and the knowhow is easily 
acquired, for the simplicity of the 
vehicles is part of their charm for 
their owners. 

In this article we'll briefly de- 
scribe the mechanical features of 
the Volkswagen and outline the 
tune-up operation. Metric wrench- 
es are required for servicing this 
vehicle and are easily available. 
Since the rear engine is air-cooled, 
the car cannot be considered con- 
ventional, but everything is de- 
signed for service so the mechanic 
will have little difficulty in doing 
any job required. 

While it is beginning to get con- 
siderable competition in the mid- 
get volume market, the Volkswa- 
gen is still the big boy, volume- 
wise, and it is probably the least 
conventional of the imports. So 
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By E. S. HARRIS 


knowing about the standard Volks- 
wagen and its “family,” the Kar- 
mann Ghia and Porsche, is some- 
thing of a prerequisite to servicing 
the imports. 

The Karmann is simply a stand- 
ard Volkswagen with a _ sports 
body; the Porsche is a luxury job 
built along similar lines and bear- 
ing the name of the original de- 
signer of the Volkswagen; differ- 
ent specs and procedures are 
therefore used in the latter, though 
it does carry the air-cooled engine 
in the rear and have a similar sus- 
pension system. 

In addition to standard main- 
tenance work required by the 
Volkswagen family, there are nu- 
merous accessory units marketed 
for this rather spartan little ve- 
hicle, and mechanic’s skills and 
tools are often required to make 
installations of heaters, gauges and 
engine power-boosting devices de- 
sired by the owner. 

We'll discuss the general design 
and service problems and outline a 
simple tune-up, to familiarize those 
not accustomed to the vehicles in 
this category. 

The horizontally opposed, four- 
cylinder, air-cooled engine resem- 
bles our light aircraft engines, but 
due to its sheltered position in the 
rear deck of the vehicle it requires 
a blower for cooling. The blower 


But you reach the valve rocker arms from under the 
car after forcing clips over and removing valve cover. 
(Valves are adjusted cold.) 


he Volksie 


impeller, or fan, is belt-driven and 
operates off the rear of the gen- 
erator shaft. The fan housing di- 
rects the air to various parts of the 
engine. The air flow is regulated 
by a thermostatically controlled 
valve called the “‘throttle ring” sit- 
uated on the intake side of the 
cooling impeller. 

Normally the throttle ring sits 
at a slightly tilted position. It is 
centered by moving the mounting 
bolts in their slotted holes. When 
the engine is cold the ring rests 
against the air intake flange, 
slightly loaded. Warm up engine 
until the thermostat element 
reaches the end of its travel. Dis- 
tance from the center of the flange 
to edge of ring should be .79”. 

There is an oil cooler housed in- 
side this fan housing which also 
acts as part of the engine cooling 
system. It can be removed after 
the housing is taken off. When 
leakage occurs, the relief valve is 
checked to see if the oil pressure 
has increased. The cooler is tested 
for leakage at about 85psi. 

Proper fan belt adjustment is 
important and is made by adding 
or removing spacer shims from be- 
tween the generator pulley halves. 
Spacers are inserted if the belt is 
too tight, removed if too loose. Belt 
should deflect about 1” when 
thumb pressure is applied at cen- 
ter of belt between the drive and 
driven pulleys. 

Older engines have only a cen- 
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Breaker points of the Volkswagen are gapped to .016” 
by turning the adjusting screw. 


trifugal timing mechanism in the 
distributor. In later engines a vac- 
uum advance unit has been added. 
Ignition timing is checked after 


the breaker points have been gap- 
ped to .016”; timing can be checked 
by a timing light or by a test lamp 
connected between the breaker 
points. The timing mark is a notch 
on the crankshaft pulley which is 


aligned with the vertical dividing 
line where the crankcase halves 
join. At this setting the ignition 
spark at idling speed will be 5 
to 10° btde, depending on the type 
of distributor. 

The 14mm _ spark plugs are 
gapped to .024” - .027”. The spark 
plugs are reached from above at 
about deck floor level; the rubber 
sealing caps which cover the plugs 
must be replaced when worn or 
damaged. 

The fuel system includes a front- 
mounted fuel tank of 10.5-gallon 
capacity and a fuel tap with filter 
(operated from driver compart- 
ment) upright in normal position. 
It releases 1.3 gallons reserve fuel 
when turned to right. In the half- 
way position between, the fuel is 
shut off on later models. On early 
models the shut-off position is on 
left. 

The Solex, diaphragm-type fuel 
pump is operated by a pushrod 
working on an eccentric on the 
distributor drive shaft. Pump pres- 
sure should be 1.30 - 1.85 lbs. at 
2,000 engine rpm. The pump stroke 
depends on the number of gaskets 
between the pump flange, push- 
rod guide and engine block. 

The down-draft carburetor is 
also a Solex which contains a dia- 
phragm-type accelerating pump, a 


Proper carb adjustment is critical to good performance. 
(This engine has a belt-driven, accessory supercharger 


mounted above generator.) 


fixed main jet, a power and idling 
systems. The accelerating system 
also serves as the power system at 
higher throttle openings, extra fuel 
then bleeding through the pump 
discharge nozzle. 

Idle adjustment is made with en- 
gine warm, then turn control 
screw in lightly until it seats, back 
off about %4 turn. Turn idle screw 
until engine is turning about 550- 
rpm, adjust control screw for high- 
est speed and then back off adjust- 
ing screw to idling speed. Speed 
up engine and then let it drop back 
to idle. If engine dies, enrich idie 
mixture by backing off control 


screw. 

The valves are adjusted from 
the underside of the car. The valve 
covers are removed after slipping 
wire clamps. Valve lash is adjust- 
ed with engine cold. Both intake 
and exhaust should have .004” 
clearance. 

Valve timing is checked with 
clearance of .040”. Valve timing 
is: 

Intake opens 2°30’ before tdc. 

Intake closes 37°30’ after bdc. 

Exhaust opens 37°30’ before bdc. 

Exhaust closes 2°30’ after tdc. 

After timing is checked, return 
adjustment to .004”. Adjustment 


“Ever had trouble with bulb-snatchers before, Miss?” 
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Ignition timing is made by alignment of mark on 
pulley with crankcase vertical mating surface joint. 


of lash should be made with piston 
on tde of firing stroke in sequence 
of cylinders 1, 2, 3 and 4, turning 
engine to firing stroke of each 
cylinder. 

While much of the minor repair 
work can be done with the engine 
in place, when heavier repairs are 
necessary the engine can be re- 
moved from the vehicle with little 
trouble. After loosening the at- 
taching controls, lines, cables, etc., 
the vehicle is jacked up clear of 
the floor enough so the engine can 
be tipped out and over to be lifted 
out from under the body. The four 
attaching bolts holding engine to 
transmission are removed, engine 
is carefully backed out until clutch 
shaft has cleared, and then is 
tipped on jack cradle and is wheel- 
ed out from under the car. 

Like some of our light aircraft 
engines, the alloy crankcase is 
made in two halves joined down 


Oil dipstick is at lower right side of engine. Filler cap 
is directly above it. 


Specifications 


(Late series. Early models have 
smaller cylinder bore.) 
Engine . . . four-cylinder, air-cool- 
ed, four-cycle, rear-mounted, hori- 
zontally-opposed. 
Bore . . . 3.03"; stroke 2.52"; dis- 
placement 72.2 cu. in. 
Compression ratio . . . 6.6:1. 
Valve clearance . . . Intake and 
exhaust .004" cold. 
Oil capacity . . . 5.3 pints. 
Carburetor . . . Solex downdraft. 
Electrical system . . . six-volt. 
Firing order .. . 1-4-3-2. 
Spark timing .. . 7.5° btde. 
Breaker point gap .. . .016. 
Spark plugs . . . 14mm, gap .024- 
028". 


the center with ground mating sur- 
faces which require no gasket. The 
crankshaft runs in four bearings. 


Critical fan belt adjustment is made by adding or re- 
moving washers from between generator pulley halves. 


The camshaft has no bearings oth- 
er than the bore in the crankcase. 
The four separate cast-iron cylin- 
ders fit into the crankcase and 
have one alloy cylinder head for 
each two cylinders. 

While independently sprung 
wheels all around and the torsion 
bar springing system aren’t exactly 
conventional, this system and the 
other units on the vehicle are easy 
to service by any mechanic taking 
the time to learn a little about 
them and obtaining the few special 
tools required for the work. 


Dodge Ups Warmack in Dallas 


M. M. Warmack has been ap- 
pointed regional service manager 
for Dodge Division of Chrysler 
Corp. in Dallas, Texas. A Chrysler 
service official since 1951, War- 
mack was formerly assigned to 
St. Louis and Pittsburgh. 


Fuel pump pushrod operates against an eccentric on 
the distributor shaft. 
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Designed for Tomorrow's 
—and Today's—Engines: 


TRANSISTORIZED SYSTEM 


Transistorized CONVENTIONAL SYSTEM 
Ignition System pogo at 


ENGINE SPEED RPM 
ip first high-voltage transis- Auto-Lite issued this graph on the full-range performance 


torized ignition system was of its transistorized ignition system in comparison with 
emncenced tast snonth by The conventional system across the full range of engine speeds. 


Eleetric Auto-Lite Co., Toledo, 


AVAILABLE VOLTAGE KV 


Ohio, which said its development 
Contacts operating in conventional system are compared here with con- ended years of research to lift the 
tacts operating in transistorized system. In comparison at left both sys- las : alin 
tems were run under identical conditions for 1,500 hours or 44,000 miles. a placed heen > ima design 
Conventional system contact (left) is deeply eroded and approaching end y the conventional ignition sys- 
of service life. Transistorized system contact at right is only slightly tem. 
— In or par} a both systems were subjected to re- According to Auto-Lite, the 
peated starting at — ° e conventional system contact at left has : : 
suffered extreme bluing, while the contact in the transistorized system, aynom ws completel y compatible 

with other conventional automo- 


at right, shows no sign of bluing. : . 
tive electrical components and has 


[ immediate as well as long-range 
significance to the motoring pub- 

lic. 
It is contained in a single pack- 
| ; age slightly larger than the con- 
ventional ignition coil, which it 
replaces, and can be installed in 
/ 7 any battery ignition system with- 
in a matter of minutes. The sys- 
tem provides maintenance-free 
ignition, lifetime distributor con- 
tact service and eliminates con- 


densers. 

Starting failures and poor start- 
ing due to “blued” contact points 
are eliminated. Top ignition per- 
formance for the full range of en- 
gine speeds is obtained with the 
system. Conventional ignition 
system output is often 50% less 
at high speeds than at low speeds. 
The system provides constant top 
voltage at all speeds, Auto-Lite 
reported. 

Here’s how the system works: 

Special circuits and other fea- 
tures of the new voltage trans- 
former realize for ignition use the 
unique ability of transistors to 
switch large currents through the 
action of a small control or relay 
current. The base circuit of the 
transistor carries this current and 
is triggered by the distributor 
contacts, thereby timing the firing 
of the transistor switched trans- 
former to the engine. 

The distributor contacts func- 
tion in their normal manner ex- 

(Continued on page 160) 
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BODY SHOP OPERATIONS 














Swivel and Metal Tips 
on 59 Dodge and Plymouth 


By E. M. LOWERY 
Technical Editor 


a and Plymouth, like other 
manufacturers, introducedsome 
innovations on their °59 models. 
Some are new enough to make 
servicing a little “rough” without 
some advance information. We’ll 
include the swivel seat. 

Let’s look at some body and 
sheet metal items: 

1.—Front fenders. 

When removing the front fen- 
der, it is necessary to remove the 
headlamp panel. 

Headlamp panel removal: 

Remove the medallion. 

Remove the headlamp molding 
screws. 

Remove the four phillips head 
screws attaching the headlamp 
panel to the fender. 

Remove the phillips head screw 
from the underside portion of the 
headlamp panel. 

Remove the two hex head bolts 
attaching the headlamp panel to 
the front fender tie panel. 

From under the front fender, 
remove the bolt attaching the 
panel to the fender support. 

Remove the bolt attaching the 
panel to the fender at the side. 

From the opening at the top of 
the turn signal lamp, remove the 
bolt attaching the panel to the 
water shield and remove the head- 
lamp panel. 

Headlamp panel installation: 

Position the headlamp panel and 
install the four phillips head screws 
attaching the panel to the fender 
finger-tight only. 

Install, finger-tight only, the at- 
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taching bolts and screws in the 
following order: the bolt serviced 
under the fender, the bolt install- 
ed at the top of the parking lamp 
opening, the headlamp to fender 
side mounting bolt, the phillips 
screw at the bottom of the head- 
lamp panel and the two hex head 
bolts at the fender tie bar. 

Check alignment of the head- 
lamp panel and tighten all screws 
and bolts securely. 

Install the headlamp molding. 

2.—Hood, hood locks and hinges: 

If one side of hood is raised at 
the cowl and the other side is too 
low, adjust the hood hinges to the 
body. 

Loosen all hinge to body bolts 
slightly. 

Close hood and position within 
the hood opening. 


WINDOW FRAME 3 / 


/ 


Fig. 1—Quarter win- 
dow regulator, 


Ses 


CENTER RUN Joe 


Open the hood and tighten the 
hinge to body bolts securely. 

Equalizing the hood may result 
in the rear of the hood being high- 
er than the cowl surface. If this 
happens, the hood can be made to 
conform to the contour of the 
cowl by bending the hinge rear 
strainer as follows: 

Place an “S’” hood over one of 
the strainers. 

Slide a pry bar (about 30” long) 
through the lower opening of the 
“S” hook so that the end of the 
bar is hooked under the cowl, 

Pry down gently on the strain- 
ers, then check the hood to cowl 
fit. 

3.—Rear deck lid and lock: 

Deck lid lock cylinder: 

The deck lid is unlocked by in- 
serting the deck lid key in the 
lock cylinder and turning the key 
to the right. To lock the deck lid, 
remove the key from the lock 
cylinder and close the deck lid 
firmly. 

Adjusting the deck lid striker 
plate: 

Loosen the striker plate mount- 
ing screws. 

Move the striker plate either 
left or right until the locking bar 
is positioned under the latch rotor. 

Tighten the mounting screws se- 
curely. 

Adjusting the deck lid latch: 

With the striker plate correctly 
positioned: 


-FRONT RUN CHANNEL 


a i 


CHANNEL MOUNTING 


BOLT—LOWER 
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Loosen the latch mounting 
screws. 

Move the latch either upward 
or downward to obtain a firm 
locking of the deck lid. 

Tighten the mounting screws 
securely. 

4.—Quarter windows (two-door 
hardtop): 

Should it become necessary to 
remove the quarter window on the 
two-door hardtop, refer to Fig. 1, 
then proceed as follows: 

Remove the arm rest, seat cush- 
ion and seat back. 

Remove the regulator handle 
with tool C-3448, or if equipped 
with power windows, disconnect 
battery and disconnect switch. 

Remove the garnish molding at- 
taching screws and lift molding up 
and away from window. 

From inside of large opening re- 
move the front run channel to 
lower stop attaching bolt. 

Remove the two bolts attaching 
the lower stop bracket. 

Remove the upper window stop. 

Remove the front run channel 
upper attaching bolt. 

Run the glass all the way down 
and disengage the lower nylon 
bushing. 

Remove the front run channel 
by pulling straight up through the 
opening in the top of the quarter 
panel. 

Disengage the nylon roller from 
the outer run channel. 

Lift the glass out the quarter 
panel. 

Check the condition of the nylon 
rollers and the front run channel. 
Install new parts as required. 

Installation: 

Slide the read end of the win- 
dow into the panel, being sure the 
nylon roller engages in the rear 
run channel. Carefully lower the 
window into the quarter panel 
and engage the center run nylon 
roller into the glass run. 

Insert the front glass run chan- 
nel through the opening in the top 
of the quarter panel and engage 
the top nylon roller into the run 
channel. 

Position the front glass run 
channel and install the retaining 
nut and washer finger-tight only. 

Carefully raise the window and 


oP ~ eis 
Fig. 2—Ed Lowery gives you some tips on servicing this seat. 


guide the lower nylon roller into 
the glass run channel. 

Raise the window approximate- 
ly half way and install the lower 
window stop bracket assembly. 

Install the front run channel to 
lower stop bolt and washer. 

Tighten all bolts and nuts se- 
curely. (If equipped with power 
windows, connect the switch and 
the battery.) 

Adjust the window height, if 
necessary. 

Install the trim panel, garnish 
molding, regulator handle or 
switch. 

Install the seat 
back and arm rest. 

5.—Cleaning headlining: 

Dirt, fingerprints and 
soilage: 

Prepare a cleaning solution con- 
sisting of common detergent soap 
powder and water. The detergent 
selected must be white in color. 
Use approximately two ounces of 
detergent to a gallon of water. 

Immerse a_ clean’ cellulose 
sponge in this solution. Wring the 
sponge out thoroughly to remove 
all water, leaving suds only. 

Clean soiled area carefully. 

Rinse off the cleaned area, using 
a clean cellulose sponge and clean 


cushion, seat 


similar 








April: Safety in the Body Shop 


How safe is your shop? Are any hazards lurking to trip up 
an employe and maybe prove expensive to everyone? This 
will be covered here next month in SAJ's biennial safety issue. 
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water. 

In any of the above operations, 
do not soak the cleaned area. 

Care must be taken to change 
cleaning solution regularly to keep 
it free of contamination. 

Cement, sealer, grease and simi- 
lar soilage: 

Clean soiled area as outlined in 
items 1, 2 and 3 above. 

Leaving suds on the soiled area, 
clean off the cement, sealer, etc., 
using a clean cloth that has been 
dipped in hydrocarbon type clean- 
er. 
Repeat the detergent suds clean- 
ing operations outlined above. 

6.—Headlining: 

Metal barbs are now used, in 
conjunction with cement, to hold 
the headlining in its correct posi- 
tion at both the front and rear 
windows. 

7.—Front seat 
dan): 

The front seat assembly is now 
integral with the seat frame and 
is serviced in the same manner 
as the front seat in the two-door 
sedan. 

Swivel seat assembly (Fig. 2): 

1.—Seat does not swivel: 

a. Pivot assembly broken. 

b. Obstruction in the roller 
channel. 

c. Worn nylon rollers. 

2.—Seat swivels hard: 

a. Broken pivot nylon bear- 
ing. 

b. Worn nylon rollers. 

c. Nylon rollers bonding on 
mountings, 

3.—Description: 

The swivel seat assembly ope- 


(four-door se- 
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ROLLER 
CHANNEL 


LATCH 
ASSEMBLY 


RETARDER 
SPRING RETARDER 


SPRING 


T PIVOTS 
BEARING 


i 
NYLON ROLLERS 
Fig. 3—Removing swivel seat. 


SEAT BASE 


rates on a swivel bolt assembly 
situated at the center rear portion 
of the seat frame. A curved chan- 
nel on the front portion of the 
seat rides on two nylon rollers to 
insure a smooth, easy turning of 
the seat. 

4.—Operation: 

The latch for releasing the seat 
or for holding it in the straight- 
ahead position is situated on the 
side of the seat assembly, next to 
the door. To release the latch, turn 
the handle up. 

5.—Seat assembly: 

a. Removal: 

Refer to Fig. 3 and proceed as 
follows: 

Remove the nut securing the 
swivel seat pivot assembly to the 
seat base. Release the seat latch 
assembly and swing seat outward. 


Raise the pivot out of the seat base 
and pull the seat straight back to 
remove the channel from the ny- 
lon rollers. Disconnect the anti- 
rattle spring from the seat frame. 
Remove the seat assembly. 

b. Installation (Fig. 4): 

Position the swivel channel on 
the nylon rollers and insert the 
pivot assembly in its mounting 
hole in the seat base. Install the 
pivot retaining nut and tighten 
securely. Connect the anti-rattle 
spring to the seat frame, Check 
the operation of the seat for 
smoothness. 

6.—Seat back assembly: 

a. Removal: 

Remove the pivot seat assembly 
(see Section 5). Remove re- 
tarder springs from bottom of 
the seat assembly (Section 10). 
Remove the two hinge bolts, Fig. 
3, and lift the seat back assembly 
straight up to remove. 

b. Installation: 

Insert the seat back support 
arms in the seat base assembly 
and insert the hinge bolts. Install 
the retarder springs. Install the 
seat back and cushion assembly 
(Section 5). 

7.—Nylon rollers: 

a. Removal: 

Remove the seat assembly (Sec- 
tion 5). Slide the rollers off their 
mountings and check for excessive 
wear or flat spots. 

b. Installation: 

Lubricate the surfaces of the 
nylon roller mountings with Lub- 
riplate. Insert the nylon rollers on 


“Just take the slack out of the mechanical brake rod linkage.” 
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ISEAT BASE 
MY ANT RATTLE spRING— 


Fig. 4—Swivel seat installed. 


their mountings, Install the seat 
assembly (Section 5b) and check 
operation of the seat. 

8.—Pivot nylon bearing replace- 
ment: 

When replacing the nylon bear- 
ing on the pivot assembly, it is 
necessary to remove the seat as- 
sembly (Section 5). 

9.—Anti-rattle spring replace- 
ment: 

To replace the anti-rattle spring, 
it is necessary to remove the swi- 
vel seat assembly as outlined in 
Section 5. 

10.—Seat back retarder spring 
replacement: 

Remove the pivot seat assembly 
and invert seat. Remove the 
screws, Fig. 3, holding the retard- 
er springs in place. The screws are 
situated on the bottom of the seat 
frame and under the seat back 
hinges. Remove the retarder 
springs. 

11.—Arm rest hinge assembly: 

a. Removal: 

Refer to Fig. 5 and proceed as 
follows: Remove the allen head 
pivot screws. Lift the hinge as- 
sembly straight up to remove. Re- 


Fig. 5—Arm rest assembly. 


HINGE 
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BEARINGS 
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Order from your jobber now! Start enjoying the top- 
notch results you get only with ““ScotcH”’ Brand Masking 
Tape. Look for the red plaid on the core to be sure you’re 
getting America’s No. 1 masking tape. . . “ScoTcH”’ Brand! 


3M Automotive Products | 


“SCOTCH” Brand 


Masking Tape has the 
extra s-t-r-e-t-c-h that means 
faster masking of curves and 
contours. And “Scotcn”’ Brand 
sticks tighter. Its instant-grab 
adhesive gives clean, sharp sepa- 
ration without paint “bleed’”’ or 
creep-under. 


You'll like the easy way this tape 
goes on... and the neat way it 
strips off—no messy residue. 


“SCOTCH” and the plaid design are registered trade- 
marks for the pressure-sensitive adhesive tapes of 3M 
Co., St. Paul 6, Minn. Export: 99 Park Ave., New Yorke 
16. Canada: London, Ontario, 


Miienesora ([finine anno [ffanuracturine company 


eos WHERE RESEARCH IS THE KEY TO TOMORROW 


SOUTHERN AUTOMOTIVE JOURNAL for March 1959 Want more facts? Use Reader Service Card Page 135 





Fig. 6—The six-way-plus-swivel seat can be rather complicated, This 
shows a powered seat removed from car and with back resting on floor. 


move the nylon bearings from the 
hinge rod. 
b. Installation: 

Position the nylon bearings on 
the hinge rod. Place the hinge in 
position and install the allen 
screws. Check the hinge operation. 

12.—Arm rest hinge nylon bear- 
ings replacement: 

Refer to Section 11 and follow 
instructions listed therein. 

13.—Arm rest assembly: 

a. Removal: 

Refer to Fig. 5 and proceed as 
follows: Swing the swivel seats to 
the outward position. From the 
back positions of the seat frame 
assembly, remove the four phillips 
head screws attaching the arm 
rest to the seat frame assembly. 

b. Installation: 

Position the arm rest assembly 
on the seat base assembly and in- 
stall the four phillips head screws. 
Turn the swivel seats to the 
straightahead position. 

Exterior trim: 

The rear quarter panel fin has 
a painted die cast extension (end) 
and no heat should be applied to 
this area. 


Here Is How to Check 
Dipstick-Less Plymouth 


| rege Division has issued 
this service bulletin: 

The dipstick was omitted ap- 
proximately Nov. 15, 1958, from 
the filler cap on all power steer- 
ing pumps. Use the following pro- 
cedure to check the power steering 
oil level on cars affected. 

Remove the filler cap and vis- 
ually check the oil level in the 
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reservoir. 

Engine cold: Oil level should be 
at bottom of filler neck. 

Engine hot: Oil level should be 
one-half way up in filler neck. 

Worm sealing ring: 

The cast-iron power steering 
gear worm sealing ring, part num- 
ber 1822329-P, was replaced with 
a plastic (Teflon) ring, part No. 
1822406-P, on all power steering 
gears built after Aug. 11, 1958. 
Since these rings are interchange- 
able, the servicing procedure re- 
mains unchanged. 

The new ring is designed to 
eliminate the “hissing” noise en- 
countered on left turns which is 
the result of internal leakage. All 
units built with the new ring will 
be identified by the letter “O” 
stamped on the gear housing. 


Checking Air Leaks 
On Lark Models 


SE eeunaten- Pacman Corp. has 
Jissued the following service 
bulletin on air leaks through the 
left air duct of Lark models: 

Where there is a report of insuf- 
ficient heat from the climatizer, or 
cold air entering the driver’s com- 
partment, check the left front 
fender air duct control valve. 

If air continues to enter the driv- 
er’s compartment with the valve 
in the closed position, it may be 
that the valve is improperly in- 
stalled on the shaft, which would 
result in improper relationships 
between the valve position and the 
push-pull control cable, and _ it 
would not be possible to fully close 
the valve. The valves are marked 


right and left with proper part 
numbers as viewed from inside of 
the car. A visual comparison of 
the valve should indicate whether 
or not it is properly installed or 
valve is closing completely. 

If an incorrect valve is found, 
it should be replaced with the 
proper part. The left side valve 
carries part #1332061. Be sure to 
check the valve to see that it seals 
properly when the control button 
is in the closed position. 


Dodge Offers Bulletin 
On Bracket Assembly 


— Division has issued this 
service bulletin: 

A new accelerator lever, shaft 
and bracket assembly has entered 
production on 1959 Dodge cars 
which provides for greater ease in 
properly positioning the throttle 
lever when making linkage adjust- 
ments on automatic-transmission- 
equipped cars. 

The new assembly incorporates 
a hole and slot arrangement 
through which a simple tool made 
from 3/16” diameter by approxi- 
mately 6” long rod may be in- 
serted to establish the proper clos- 
ed-throttle position of the lever. 
To adjust linkage: 

1.—With engine warm and car- 
buretor off the fast-idle cam, ad- 
just engine idle speed to 475- 
500rpm. 

2.—Loosen the adjustment lock 
nuts on both the carburetor rod 
and the transmission throttle rod. 

3.—Insert a 3/16” rod in hole 


TOOL 
3/16"' Rod 


1% 


and open slot of the accelerator 
shaft bracket and into the elong- 
ated hole of the lever as shown. 

4.—With the lever held in posi- 
tion by the rod and carburetor 
throttle lever off the fast-idle cam 
and against the idle stop screw, 
tighten the adjusting locknut on 
the carburetor throttle rod. 

5.—With the tool still in posi- 
tion, hold transmission throttle 
valve lever all the way forward 
(closed position) and tighten trans- 
mission to accelerator lever assem- 
bly rod adjusting locknut. 

6.—Remove tool from accelera- 
tor lever, shaft and bracket as- 
sembly. 


SOUTHERN AUTOMOTIVE JOURNAL for MARCH 1959 








. 


*...has given us very 


valuable sales help” 


says BIRKETT L. WILLIAMS, Ford dealer, 
Cleveland, Ohio 
“We have been in business for 44 years, and have been 
using the CommerciAL Crepir PLAN for more years than 
I remember. Always we have been able to depend on it 
for really good service. ComMeRcIAL CrepiT has given 
us very valuable sales help. In fact, | sometimes think 
they do a better job of giving us help than we do in using 
it. But I know that our full control of financing—extra 
service business in our shop—and a substantial amount 
of increased sales can be credited directly to our use of 
the CommerciaL Crepit PLAN.” 


Commercial Credit dealers 
are successful dealers 


Write or call the nearest CommerciAL CrepiIt CORPORATION 
office for complete information on the benefits of ComMERCIAL 
Crepit PLan. Why not do it, today? 


A service offered through subsidiaries of the 
Commercial Credit Company, Baltimore . . . Capital 
and Surplus over $200,000,000 . . . offices in principal 
cities of the United States ond Canada. 











1959 PASSENGER-CAR SPECIFICATIONS 
(Souped-Up Specs on Standard Models Are Not Listed) 
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Thunderbird Hardtop. . 
Thunderbird Convertibi 
MERCURY Monterey 

MERCURY Park Lane... .........- 128 |60 \62 V-8I) 


OLDSMOBILE Dynamic 88 123/61 (61 | V-8I| 4x3. 270@4600 
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PLYMOUTH 6 Savoy & Beivedere__.|118 |60.9 59.6) 6L | 3.25x4.62 25.3 | 132@3600 | 205@1200 230 


PLYMOUTH 8 Savoy, Belvedere | | 
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100 |54.62 55 6L | 3.125x4.25 23.44 | 90@3800 | 150@1600 |195 0 to +4 
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ABBREVIATIONS 


A— Powerglide 9, Turboglide 4. D—One 332 cubie inches and 1—332-cubic-inch 51.20. 
B—Loft prefer %. Right prefer 0. one 361 cubie inches. %—332-cubic-inch 225@4400. 
C—Power steering +-%{ to + %. I—Valve-in-head. 4—332-cubic-inch 325@2200. 
Manual + to +. L—t-head. 5—Power steering +-14° to 1°. 
With Air Ride —1°. ¢_1¢° greater on driver’s side, 
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Thousands have Learned the TRUTH about 


Fuel Pressure Regulators ! 


NATIONAL ADVERTISEMENTS and tens of thousands of 

dealers are featuring this pamphlet on “3 in 1° MILESMASTER, 
the quality leader in Fuel Pressure Regulators. When car owners and 
fleet operators know the FACTS...they buy “3 in 1” 
MILESMASTER! Mail coupon for your free copy today! 














NATIONAL ADS Prove Tremendous Car 

Owner INTEREST IN CUTTING GAS BILLS... 

Ending Engine Stalls... improv- 

“ ing Engine Performance ISways! 

POPtLar ; 

KS The flood of ir iri It 

THIS TRUTH PAMPHLET BRINGS “a from Milesmaster's NEW AD 

YOU ALL THE FACTS INCLUDING VALUE . , i) . ; campaign is PROOF of the BIG 

. | profits you con make selling 

COMPARISON CHART... compares San woTOR LIFE, MILESMASTER. The millions of 

; . ate see = NATIONAL AD impr 

Brands A, B, C and D with “3 in 1 ; Sean ania anton can 

MILESMASTER...shows how in both price a Se 





~~ 


OU... 
. YOUR BIGGEST PROFIT FUEL 

Bee gene ee} . PRESSURE REGULATOR IS “3 in 

and features, “3 in 1” MILESMASTER is 1” MILESMASTER . . . mail cou- 
your QUALITY LEADER...the best ee a te 
buy to IMPROVE ENGINE PERFORMANCE EVERY SPRING TUNEUP...and to 
15 ways! Mail the coupon today! ire be everyone with © GAS GUESLERE 


MILESMASTER, INC. 


1550 E. 74th Piace, Dept. 'I18 

Chicago 19, Illinois 

Rush free pamphlet: ‘Truth about Fuel Pressure 

Regulators” and DEALER PROFITUNITY PRO- 
{ GRAM. No obligation, of course. 
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Copyright 1959 
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1959 PASSENGER-CAR SPECIFICATIONS 
(Souped-Up Specs on Standard Models Are Not Listed) 
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15bte 
15bte 
20bte 


| Au 
Au 
| Au 
Au 
Au 





Au | 22bte 





17-21@4300 
17-21@4000 


19-25@ 14.5” 
23-29@18.2” 


Au 15bte 

















15-19@3600 
11-15@4600 
17-21 


16-21@16” 
17-23@13.2” 
19-25@14.5” 




















MERCURY Monter 


MERCURY Montclair & Park Lane... 





OLOSMOBILE 88 and 98 





PLYMOUTH 6 Savoy and Belvedere... 


7 8 Savoy, Belvedere and 
pur 





PONTIAC Catalina 
PONTI 


AC Star Chief and Bonneville ___. 


Bbte | CsP | 33-38 
6bte | CsP | 33-38 











1— le greater on driver's side. 
atdc—After top dead center 
Au—Automatic. 
BB—Bal. and Bal. 
bte—Before top center. 
o—Cold. 

Ca—Carter. 


3bte 


5bte | 33-37 


| 33-37 | 


29@3600 
29@4000 


22@15” 
22@15” 


44-514 


| 444-54 Au 








21@15" 


4-5 19 
434-514 
414-514 
44-54% 





22@15” 





15” 
22@15” 


| 22bte 





22-26@4400 


23.5@21” 


16bte 





15-19@3600 


16-20@4600 
17-21@4000 


16-21@16” 


24-29. 5@16” 
23-29@18.2” 


10 12bte 


18 | I7bte 
Au | 20bte 





20@2900 
20@2900 


19@13.5” 
19@13.5” 


Au | 22bte 
Au 30bte 


ax 
ad 





16@4000 
24@4200 
38@4000 
38@3800 





| 10bte 
12. 5bte 
12. 5bte 
12. 5bte 


> 
o 























15bte 
11bte 
15bte 
11 bte 














ABBREVIATIONS 


CsP—Crankshaft pulley. 
D—Ford or Holley. 
E—Std. Trans. premium fue! 3°btc. 
Auto, Trans. premium fuel 6° to 10°btc. 
F—Premium fuel 6° to 10° bte. 
With 361-cu.-in. engine ,Std. Trans. 3° to 10°btc. 
With Auto, Trans, 6° to 10°btc. 


FW—Flywheel. 


tdec—Top dead center. 
VD—Vibration damper. 
W—3°bte Std. or O0.D. Trans. 
6° btc Automatic Trans. 
—"Q” engine 7.5°btc. 


T—4° bte Std. or O.D. Trans. 
6° Automatic Trans. 
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[ dare you. 


to compare Arcolite* with 


any other Acrylic Finish 








After exhaustive testing in our own laboratory and in the 
fleld, we know what Arcolite can do: 


No other Acrylic finish requires as little reduction or dries 
as fast. 


No other Acrylic finish builds a better film with as few coats. 


No other Acrylic finish gives the same high, mirror-like gloss 
without polishing or rubbing. 


And remember, Arcolite is a true Acrylic unadulterated with 
nitro-cellulose ...not a modified lacquer. 


Seeing is believing. Ask your Arco jobber for a demonstration 
in your own shop. Start letting Arcolite help you make faster 
deliveries, turn out more jobs, and realize greater profits. 


Arcolite is available in black and all Acrylic colors currently 
being used on ’59 cars. 


= 


PAINTS The Arco Company 


A Division of AMERICAN-MARIETTA COMPANY 7301 Bessemer Avenue «+ Cleveland 27, Ohio 
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Readers are invited to contribute to— SHOP TALK. 





HOW WE'VE CHANGED!! 


The old-timers won't be too 
surprised, but the newcomers 
may be interested in how our in- 
dustry has moved along, as pointed 
up by a native of Fort Smith, Ark., 
Paul Putman, president of The AP 
Parts Corp., at the firm’s recent 


press conference at Toledo: 

“In 1933 there were only 50 parts 
in our line of exhaust system prod- 
ucts. The catalog of that year listed 
17 universal mufflers, 15 muffler 
assemblies, two bypass mufflers, 
four exhaust pipes, three universal 
tailpipes, two custom tailpipes, 
two spouts and one universal muf- 





The Gage that revolutionized 





PIN FITTING 


MORE THAN 5,000 


automotive machine shops 
are now fitting pins and 
reconditioning rods to 
factory specifications 

with the 


SUNNEN AG-300 
PRECISION GAGE 


stan in “tenths” IT GAGES THE 
PIN HOLE—guarantees the exact factory-recom- 
mended clearance or press-fit. Makes your pin 
fitting job a snap: Fit 8 pistons or 8 rods in less 
than 15 minutes! Full range of latest gage *,”" to 
33%" diameter—accommodates all pin work and 
reconditioning of journal end of rods for: passenger 
cars, trucks, foreign cars and small air cooled 
engines. 


Today’s engines allow no leeway for “‘feel’”’ or 
“guess” fits. Protect your shop reputation and 
profits by installing Sunnen Precision Equipment. 
Give your customers the guarantee of PRECI- 
SION-MEASURED Fits. 


Convince yourself by letting us demonstrate 
this latest pin fitting and rod reconditioning equip- 
ment in your own shop, on your own work. No 
obligation; just drop us a card. 


—_ <a 
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7913 MANCHESTER AVE. 
ST. LOUIS 17, MO. 


Canadian Factory: Chatham, Ontarie 





A column of informal 

comments about the 

automotive trade and 
its problems 





fler bracket. 

“Our latest catalog lists a total 
of over 1,500 different parts in the 
line, including 307 mufflers, 580 
custom tailpipes, 378 custom ex- 
haust pipes and only 23 universal 
pipes and tubing. This is our 1958 
catalog, and to take care of the 
new items which are coming out on 
the 1959 models we have already 
added 187 new items and are not 
through yet. 

“This means that the line has 
grown from a total of 50 parts to 
a little over 1,750 parts, or a 
growth of 35 times, and I hasten 
to add that the later-model items 
are far more complex to produce 
than ever before.” 


GEORGIAN IN CANADA 


You’d never guess it, but a man 
who came from the minute town 
of Loganville, Ga., about 30 miles 
east of Atlanta, has just wound up 
a year as president of the Toronto 
Automobile Dealers Association in 
Canada. 

A. E. Kress, the veteran man- 
ager of the association, was telling 
SAJ editors during the NADA 
convention at Chicago last month 
the surprise exhibited by strangers 
when he introduced them to his 
soft-speeched president, Grover C. 
Robertson, general manager of 
Robertson Motors, one of the 


Address any comments to: South- 
ern Automotive Journal, 806 
Peachtree St., N.E., Atlanta 8, Ga. 
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Tune-sol YP TUNG-SOL| 


COMPLETE AUTO 
LIGHTING SERVICE . 


REMINDS 
YOU AND YOUR 
CUSTOMERS 
TO REPLACE 
BURNOUTS 


TUNG-SOL 


VISION-AID 


ADLAMPS 


Bhan T 


All AND PANEL LAMPS 


; » TUNG: SOL rT G TUNG: SOL % 2 Aue. 


aes ~ 


Size: 24" x 32" x 8" 


= Stocks everything you need for 


A Profitable, One-Stop Lighting Service! 








ONE HEADLAMP FREE 


IN INTRODUCTORY DEAL 
Ask your jobber’s salesman about the 
good profit spread in this offer! 


13 Newest Type Vision-Aid Headlamps 
4-6006 (one free), 4-6012 
4-4002, 1-4001 


5 Most Widely Used Tung-Sol Flashers 


1-A229S, 1-UP229D, 1-P273D 
1-AP373V, 1-AP273V 


Custom-Built Wire Rack 
For stand-up or wall display 


This introductory deal of 13 headlamps—one 6006 
free—5 flashers and the wire rack, dealer-designed 
exclusively for Tung-Sol, puts you in the auto light- 
ing replacement business right away . . . and as soon 
as you've sold the free headlamp, you're repaid for 
the rack and are on your way to bigger profits. 

Sturdy wire rack can hold as many as 10 dual and 
8 of the new 7-inch headlamps, 10 popular flasher 
types and both 6 and 12-volt miniature lamp cabi- 
nets. As an added convenience hooks are provided 
to keep your headlamp tool and flashtester right 
where you can lay your hands on them. Lamp Divi- 
sion, Tung-Sol Electric Inc., Newark 4, N. J. 


See your Tung-Sol Distributor 
for complete detaiis 








‘s) TUNG-SOL 
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largest Chevrolet dealerships in 
the Canadian city. 

Robertson’s son is a sophomore 
at the University of Georgia. 


SELECTIVE STEALING 


Police in Clanton, Ala., re- 
ported recently that thieves 
helped themselves to a 1954 Olds- 
mobile from the lot of Shelton 
Motors Co. 

The car, however, apparently 
didn’t please them. They aban- 


doned it two blocks from the 
sales lot, returned and selected a 
1956 Oldsmobile. 

The second car must have been 
just what they wanted. It hasn’t 
been recovered. 


A RABBIT TALE 


Space is devoted in this column 
to fish tales from time to time. 
Now hear this about a Texas rab- 
bit so large it wrecked a car! 

Lawrence <A. Richmond of 





Shurhit 


Tune-up starts at the heart of an ignition system — the dis- 


tributor. Always replace BOTH the points and condenser. 


Shurhit’s catalog lists Regular and Ventilated Sets for every 


Ford, Mercury and Lincoln replacement need. 


Shurhit Contact Sets and Condensers look better and 


perform better — because they are MADE better. They have 


larger contact area, line bored bushings, stainless steel 


springs, nickel plated bars, precision alignment. That’s why 


mechanics everywhere say Shurhit is the “world’s finest 


ignition.” 


(_ _/!/ © ° 
qf Shurhit PRODUCTS, INC. 


WAUKEGAN, ILLINOIS 


WORLD’S FINEST IGNITION 
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Huntington Park, Cal., and Floyd 
Kilpatrick of Omaha, Neb., were 
skimming along U. S. Highway 
90 a few miles west of Valentine, 
Texas, when a rabbit, blinded by 
the headlights, collided with their 
car. The first thing they knew, the 
car was turning flips. 

Both wound up in the hospital 
—Richmond with a fractured hip 
and Kilpatrick with scratches. 

And it was a big rabbit, they 
contended (it weighed ten pounds), 
even if the car was one of the 
small foreign jobs! 


RAMBLER CAMBER 


Roanoke, Ala. 
Gentlemen: 

Will you please furnish me 
with any information you might 
have available regarding the pro- 
cedure involved in the adjust- 
ment of the camber and caster on 
a 1958 Rambler. 

HERBERT G. ANDERSON, 
Anderson Motor Co. 
Glad to send this information. 


10,000,000 CARS IN ‘65? 


What does Uncle Sam’s Com- 
merce Department think of the 
predictions of some car factory ex- 
ecutives that by 1965 the sales of 
domestic new cars may hit a new 
record of 10,000,000? 

In reply, Frederick H. Mueller, 
undersecretary of commerce, told 
SAJ editors at Chicago, “This is in 
the realm of possibility, but I 
wouldn’t say it’s in the realm of 
probability.” 

This year should see new-car 
sales range around 5,500,000, and 
if the gross national product dou- 
bles by ’65, the 10,000,000-sales 
year may come in ’65, he added. 

The official was interviewed 
after addressing the annual con- 
vention of the National Automobile 
Dealers Association, 


Sequin Texans Elect 
Boyle President 


OFTUS Boyle, Seguin, Texas, 

Oldsmobile dealer, has heen 
elected president of a newly- 
formed local dealer organization, 
the official name of which has not 
been announced. Other officers are 
Louie Sowders (Rambler), vice- 
president, and H. E. Cutcher 
(Ford), secretary-treasurer. Tom 
Crooks, manager of the Texas Au- 
tomotive Dealers Association, ad- 
dressed the group. 
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Better products, faster from your National Seal jobber: 





1. WORN OR 
DAMAGED LIP 





2. CASE OUT 
OF ROUND 


PELE EE 


Jj 


1003) WWI 1111 
PPT PRELE 


Two NATIONAL SERV- 
ICE STOCKS 5512-B 
and 5511-B put most pop- 
ular seals right at hand; 
steel cabinet, installation 
tool, price and interchange 
data come with stock. 


x | CASE DAMAGED 





Inspect used grease seals 
for these three danger signs! 


Car makers, brake companies, mechanics agree: Never 
reuse an oil seal. Play it safe . . . replace with National! 


Worn or damaged grease seals let lubricant leak out, so bearings 
run dry and fail. And leaking grease can ruin brake linings . . . 
endanger a car and its passengers. So do your patrons a favor! 
Inspect grease seals often; replace if necessary. 


Here’s what to look for: 1. Check the sealing lip for cuts or 
nicks, and signs of normal wear; 2. Inspect the case for damage 
that indicates improper installation, probable failure; 3. See if 
the case is out-of-round, allowing foreign matter to get by. 


To insure your customers’ safety and guard yourself against 
costly callbacks, take the advice of seal experts. Whenever you 
remove a grease seal, use a new one! Your National Seal jobber 
gives off-the-shelf service. Call him and stock up now! 


nAiiNAL OIL SEALS 


FEDERAL-MOGUL SERVICE OiL SEALS 
DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. +» DETROIT 13, MICHIGAN 
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BS HERE Reet Work— 


fhe VAN NORMAN 
ROTARY BROACH 


For re-surtacing 
CYLINDER HEADS 
ENGINE BLOCKS 
and other surfaces 


One Set-up . .. One Cut . . . One Pass — and profitable head and block 
re-surfacing business is yours. This sensational, down-to-earth priced ma- 
chine is easy to set-up, simple to operate, and exclusive Top-Side loading 
keeps chips out of the work. Only one cut removes up to .050 inches of 
metal from the average cylinder head. 


Precision machines passenger car and truck cylinder heads and blocks 
without complete disassembly . . . most jobs take less than ten minutes. 
Revolutionary cutter action assures a perfect gasket seal and helps restore 
new engine performance. Install this great, new Rotary Broach NOW! 
Write — Van Norman Automotive Equipment Company. Division of Van 
Norman Industries, Inc., Springfield 7, Mass. 


PRECISION 


MACHINING 
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/\ssociates 


Dealer guests visiting the hospital- 
ity suite of Associates Discount 
Corp. at the NADA convention in 
Chicago last month had no trouble 
keeping up with the world while 
relaxing. The firm installed an 
Associated Press teletype. In photo 
at left appears (left) William F. 
“Bill” Gaunitz, president of As- 
sociates, and James C. Downing of 
Atlanta, a speaker on the NADA 
program. In other photo are (1, to 
r.): Gordon Thompson, well-known 
Chevrolet dealer of Jacksonville. 
Fla.; T. C. “Ted” Dye, an Asso- 
ciates vice-president, and V. B. 
Hungate, recently retired vice- 
president of Associates. 


$3 Million-Plus Profit 
Gained by Studebaker 


NET operating profit of $3,700,- 

000 on motor vehicles sales of 
$88,652,000 for the fourth quarter 
of 1958, reported last month by 
Harold E. Churchill, president of 
Studebaker-Packard Corp., repre- 
sented the first three-month period 
the company has announced a 
profit since 1953. 

Said Churchill: “The decision to 
concentrate the corporation’s en- 
ergies behind the Lark, our new 
entry in the expanding smaller car 
field, has brought about this re- 
versal of trend. The essential fact 
is that the rate of sales of the Lark 
to the public in the present market 
is supporting increased production 
at our plants in volumes which 
place us firmly in the black-ink 
column. 

“Final results for the 12 months 
will reflect a favorable year-end 
adjustment now estimated at ap- 
proximately $5,000,000,” he said, 
adding that this indicates a reduc- 
tion in the loss for the year from 
the $22,533,000 reported at the end 
of nine months to approximately 
$13,850,000. 

“The 1958 fourth quarter oper- 
ating profit of $3,700,000,” he said, 
“compares with a loss of $1,515,000 
in the final quarter of 1957 when 
sales totaled $65,772,000.” 
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How Much of the Traffic Passes You 
Up to Go to a WIX DEALER ? ? ? 


Just a few years ago three or four oil filter cartridges were all a 
dealer needed to cover the market. Today the picture has changed 
and service men are plagued with large unbalanced stocks, the 
guesswork of finding the right cartridge, plus lost time and sales. 


WIX foresaw this problem and developed WIX-O-MATIC-the 
one straightforward selling system that’s tailored to fit today’s 
service needs. WIX-O-MATIC is not a deal—not an assortment 
—it brings you automatic stock control, instant cartridge selec- 
tion, and a complete guarantee against obsolescence. Here’s a 
down-to-earth merchandising principle based on your experience 
—what your customers buy! No extras, no dead numbers, no over- 
loading. Only what you need, in the quantities you need to get 
maximum sales action and profit. Ask us to show you how you 
can have this modern marketing advantage at no cost. 


The WIX-O-MATIC Floor Cabinet shown han- 
dies a stock of 54 Cartridges—always 
balanced—always fresh. There is also a 
WIX-O-MATIC Wall Rack ... a big space- 
saver for stocks up to 30 Cartridges. Write 
for particulars on how you can get WIX- 
O-MATIC at no cost to you. 


WIX CORPORATION 
GASTONIA, N.C. 


In Canada: Wix Corporation Ltd., Toronto 
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You protect brake systems - 
= when you refill 


GENUINE W. ; ‘lo i j 1 


HEAVY DUTY BRAKE FLUID 
surpasses SAE specification 70R1 


This popular product not only surpasses the 70R1 specification 
established by the Society of Automotive Engineers, but also 
“GENUINE conforms to Federal specifications. 

It definitely is a heavy-duty fluid—yet is moderately priced. 
Performance proves it to be the best fluid in its price range. 
Chemically balanced formula makes this product an all-season 
fluid that stands up under high operating temperatures, yet 
functions in sub-zero weather. 


HEAVY DUTY 


Packaged in 12 oz., quart, gallon, 5, 30 and 54 gallon containers. 
BRAKE FLUID | 


SURPASSE a 


FORMS TO MOTRAL SPEC v¥ ve as oF 


KEAvy put’ 


BRAKE Fiuld aa Wa tner E lectric Corporation 


Wagner Lockheed 
SuPer HEAVY DUTY BRAKE FLUID dj ys 
is the very finest on the market cor y. SUER HEAVY DUTY gf 


a 


/ Wadner I dectric G — 


Tests prove that there’s none better—none safer . .. It surpasses 
S.A.E. specifications 70R1 and 70R3, and conforms to Federal 
specifications. 

This truly great brake fluid has correct chemical balance, and 
maintains its superior characteristics under the most severe 
operating conditions. 


Recommended for use in all heavy duty trucks, also for modern 
high-horsepower passenger Cars. 


Available in 12 oz., quart, gallon, 5, 30 and 54 gallon containers. 
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‘—and lives of customers —- - 
with Wagner Lockheed 


Your customers have confidence in your judgment. Be safe—by standardizing on genuine 
Wagner Lockheed Hydraulic Brake Fluid. It’s America’s leading top-quality brand of Brake Fluid 
—and has been for many years. You'll protect brake systems—and lives of customers—when 

you refill with this time-proven product. 


You have a choice between Wagner Lockheed Heavy Duty and Wagner Lockheed 21B Super Heavy 
Duty. Both have correct chemical balance to maintain high temperature characteristics, and 
function safely in sub-zero operating conditions. 


Balanced formula provides proper lubrication for all parts of brake system ... Absorbs moisture 
so that metal parts will not rust or corrode ...Won't cause deterioration of rubber parts— 
won't evaporate readily. Meets all state requirements. 


USE of WAGNER FLUID-BAL 
makes brake fluid service 


a profitable one-man job 


Every time you have a brake or lubrication job you have an excellent 
opportunity to check the brake fluid in the master cylinder. If the old 
fluid is dirty—the system should be drained, flushed, and then refilled 
with fresh Wagner Lockheed Brake Fluid. 


For best results—use a Wagner Fluid-Bal, the Brake Bleeder and 
Fluid Dispenser with positive diaphragm separation of compressed 
air and brake fluid. This diaphragm separation assures brake fluid 
free of air bubbles, because fluid and compressed air in the Fluid-Bal 
are kept separate. 


For details—consult your nearest supplier of Wagner Lockheed 
Brake Fluid, Brake Parts, Power Brake Repair Kits, Brake Lining and 
Exchange Brake Shoes. 





Wagner Electric @rporation 


6362 PLYMOUTH AVENUE, ST. LOUIS 14, MO., U.S.A. 
(Branches in principal cities in U.S. and in Caneda) 


Please send us Bulletin HU-411 on Hydraulic Brake Servic- 
ing. We understand that there is no charge or obligation. 


NAME 





FIRM NAME 





ADDRESS 
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Dear Bill, 

No, friend, we haven't started 
“unlearning” any of our mechani- 
cal tricks since the public has 
shown some interest in the more 
“simple” cars, domestic and im- 
ported. True enough, we have been 
catching a number of jobs on 
simpler vehicles and there is prom- 
ise of more, but it’s the modern 
jobs that give the old cash register 
that deep and authoritative ring. 

But now that you have brought 
up the subject, I must admit the 
imports and the domestic small 
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VUL CANIZE e e e with genuine 


MONKEY GRIP 
“SIZZLE” PATCHES 


SAFETY 


IN TUBELESS 
TIRE REPAIRS 


for 


FILLER TABS on Monkey Grip ‘Sizzle’ 
Patches are used to ‘plug the hole" insur- 
ing a stronger vulcanized repair...an 
extra convenience, and reminder for a 
safer tire. 


“SIZZLE"' PATCH repairing is easy! Light 
the fuel board —the rest is automatic. 
The result, a completely vulcanized patch. 
No guessing, no unnecssary equipment. 


VULCANIZING WITH HEAT seals the punc- 
ture to prevent further damage and tread 
separation sometimes caused by seeping 
of air between the plies and tread. 


THE eA S y WAY TO BE SURE 


Monkey Grip ‘‘Sizzle’’ 


Patches and Vulcanizing 


Clamps are all that's needed for complete puncture 
repair service on tube and tubeless tires. Universal, 
portable clamp fits all passenger car and small truck 


tires, and all size tubes. 


Only two sizes of Blunt 


Diamond ‘‘Sizzle'’ Patches fill all needs for any size 
puncture — saves on inventory — takes less space. 


Sold through Automotive Jobbers everywhere. 


MONKEY GRIP SALES CO. 


DALLAS. TEX4S 


P. O. BOX 6170 
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The name MONKEY GRIP 
stands for the finest 
quality in all kinds of 
tire and tube repair 
materials. 





cars now in production are catch- 
ing the interest of more and more 
of our regular customers. They 
love to discuss mechanical matters 
on the midgets, whereas they rare- 
ly ever mention the function of 
any of the automatic devices on 
their standard-size car. These 
complicated machines are simply 
accepted by them and they are 
willing to let us do what is neces- 
sary to keep them ticking. 

It seems to me that the novelty 
of the small size has more to do 
with this interest than the so- 
called “simple” designation. It 
isn’t altogether the “economy” la- 
bel that gets them, either, for some 
of them are paying more for a 
sport job than for a family chariot. 
Whether this new interest is a fad 
or an indication of a permanent 
trend is yet to be seen, but I see no 
reason for not taking a free ride 
with the tide, do you? 

The fact is that when the cus- 
tomer gets his midget he has a 
new interest in mechanics and 
driving. Whether the vehicle is a 
second car, only car, or sport job, 
he really puts on the miles—driv- 
ing for pleasure, they say. But any 
kind of driving, whether pleasure 
or serious, means business for us, 
so we try to show up with the an- 
swers to their questions and with 
the tools and know how to main- 
tain the vehicle they show up with. 

Strangely enough, the mechan- 
ics around the shop spend a lot of 
time discussing the features of the 
various “bugs,” and I think they 
get a kick out of urging them 
along, too. Some of the cars do 
take you back a few years to when 
our cars were simpler, but on the 
other hand some of them have fea- 
tures that arouse the ir.terest of 
the most experienced mechanic. 
Rear engines, air-cooled jobs and 
high speed at low horsepower are 
enough to start a parlor conversa- 
tion in any shop. 

But as I said before, while we 
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are interested in the small cars, we 
know on which side our bread 
is buttered, and any way you look 
at it the midgets are a mighty 
small percentage of our service po- 
tential, so we intend to push our 
service to the standard jobs with 
all the 90-odd per cent potential 
they supply. If our customers 
want us also to service their mid- 
gets, we won’t say “no,” but we are 
really asking for the opportunity 
to service the standard jobs, as per 
usual, 
Yrs, Ed. 


This three-wheeled truck, one of a 
low-cost line scheduled for intro- 
duction in this country this spring 
by Mitubishi Heavy Industry of 
Tokyo, features a single front 
wheel suspension similar to the de- 
sign used for U. S. jet planes. An 
air-cooled two-cylinder overhead 
valve engine, reported to be the 
most advanced design of its kind 
in Japan, uses an aluminum cast 
cylinder head, which, according to 
the company, doubles cooling ef- 
ficiency and reduces possibilities 
of overheating. The “Mustang” 
purportedly will carry over 3,000 
pounds at 50mph at an average of 
35mpg and will list at $1,795 at 
port of entry. 





Ford January Sales 
Are Second Highest 


psn new-car sales for January 
were the second highest for 
that month in its history, Ford 
Division announced, representing 
a 35% increase over January 
1958 sales and exceeded only by 
sales in January 1957. 

According to J. O. Wright, Ford 
Motor Co. vice-president and 
You can see the difference in quality general manager ihe division. 
, 2 almost 400,000 of the 1959 models 
-.. you will see the difference in sales have been sold since their intro- 

duction in October. Sales through- 


. . ’ out January increased steadily, 
A new line of protector mats superior to anything he said. with the third ten-day 


you have seen in the field! These mats are all-new . . . new selling period almost 11% above 
rubber-plastic composition with Polene*, new luster-sheen sales in the first ten days of the 
finish, new space-age styling. In 5 solid colors or two-tones. month. Wright said 35% of the 
Custom-fitted door-to-door mats, twins or utility mats. month’s sales were in the new 
Eye-catching new merchandising material and cartons. Galaxie line. 


DOAN MANUFACTURING, 1725 London Road, P 
Cleveland 12, Ohio Simca Sales Set Record 


* Trademark \) 
Division of Anchor Industries, Inc. . a Simca sales in the United States 
vie in January set an all-time record 


259 : : 
when 2,700 cars were delivered in 


all parts of the country, according 
to David R. Crandall, national di- 
rector of Simca sales for Chrysler 
Corp. Previous sales records were 
set last September when 1,779 cars 
were sold and in July 1958 when 
1,558 cars were delivered. 
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Extra Profit for Dealers’ 
Limited Offer—Expires March 31,1959 
Buy 48 cans (4 cases) of any Warner Radiator and Cooling System 
Products—you get FREE 12 cans (1 case) of Warner Liquid Solder 
(non-metallic, deposits tiny fibers). 


IT WORKS LIKE THIS: 
Example: Dealer Cost Retail Price 
Dealer Orders 48 cans Warner Products 60¢ each... $28.80 $1.00 each—$48.00 


Dealer Gets FREE 12 cans aes aan NOTHING! IT’S FREE! $1.00 each— $12.00 
older 








Dealer Pays only $28.80 and gets back $60.00 


That's the regular 40% profit PLUS 


20% bonus profit! 


The Facts on your bonus profit item 
WARNER LIQUID SOLDER 


It's non-metallic, deposits tiny fibers to repair leaks . . . guaranteed to circu- 
late freely through the smallest tubes in modern auto radiators and heaters 

. . effectively seals leaks in pressurized systems .. . seals leaks at once 
and gives full protection . . . works with all types of anti-freeze . . . harmless 
to any metal or rubber in the cooling system. 


“DEPOSITS TINT To 
"O RePaie Ceacns Ano on 
sa 


WARNER-PATTERSON COMPANY 


GENERAL OFFICES: 
600 SOUTH MICHIGAN AVENUE, CHICAGO 5, ILLINOIS 
WAREHOUSES: 

. Chicago * Cleveland * Dallas * Los Angeles * Atianta * Newark 
Memphis © Kansas City © Minneapolis * Tulsa * Houston 
/n Canada; Warner-Patterson Co. Ltd., Toronto, Ont. 





e 
Warner Speeg Flush 
© Warner Heavy D t 
u 


¥ Cook 
ew. ne S 
arner Block Repaiy ystem Cleane; 
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Now...Carter makes 
carburetor clean-out jobs 
easier, more dependable... 
more profitable than 
ever for you 


ta 


WITH THE NEW 


canter yk @ ZL wnt » 


GENUINE 
ed iicii, 7s 


EQUIPMENT 


PARTS 


for the most 


roTo}o] i t- tam Ot-tal-ig 


fot-mellia-tiel a) 


ATA LENLATIONALLY LOW PRICE! 


Now you can be sure of doing pre- 
cision carburetor clean-out jobs— 
by specifying and installing precision 
carburetor parts— made by the same 
manufacturer whose carburetors are 
on 24 million cars today! 


With Carter’s Zip-Kit you’ll always 
be ready for fast, dependable clean- 
out jobs—and at a tremendous per- 
kit saving! In fact, the new Zip-Kits 


— 


NEW 
PROTECTIVE 
PACKAGE... 


Each Zip-Kit is enclosed 
in air-tight, moisture- 
proof, heat-sealed 
metallic foil. No more 
“mysterious disappear- 
ance” of parts. 


are priced so that you’ll never again 
want to consider using other than 
genuine, original equipment parts! 


Make more profit two ways! Sell the 
need for a carburetor clean-out job 
with every tune-up . . . then back 
up your skills and labor with the 
best of precision-made parts. . . in 
the new low-priced Carter Zip-Kit. 
Call your supplier now! 


Each Zip-Kit also contains float gauge; complete application and insta/lation instructions. 


CARTER 


CARBURETOR 





vivision of ACF INDUSTRIES, INCORPORATED 
ST. LOUIS 7, MISSOURI 
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Shop Volume to Rise 
(Continued from page 71) 


shop dollars at Franklin Simmons 
Garage, Paris, Tenn., was at- 
tributed to “increase in parts 
prices.” 

P. D. Griffis, owner of Screven 
Super Service, Screven, Ga., said 
his volume was down ten per cent 
and then added: 

“Customers are shopping. Some 
are getting ‘shade tree’ mechanics 
to buy their parts and pass the 
discount on to them. These so- 
called mechanics will gladly do 
this in order to get the labor on 
the vehicle. And they will do the 
labor cheaper than we can. They 
do not have the overhead. Jobbers 
should watch this more closely.” 

Shop volume was up 20% last 
month at Pontiac Master Auto 
Service (Pontiac), Augusta, Ga., 
and Walter Schlapp, partner, pre- 
dicted the year’s rise would be 25% 
over 1958’s shop business. 

“More trading and more new- 
and used-car sales” were credited 
with the higher shop volume this 
year. 

James Stewart reported shop 
volume up 15% at Jimmie’s Auto 
Supply, Durant, Okla., where the 
labor rate of $4, effective since 
January 1955, will be raised. 

A dealer in a popular make of 
foreign car in Washington, D. C., 
reported shop business up 15% be- 
cause “the number of cars in the 
area has increased” and due to 
“stricter quality control of service 
repairs.”” Shop volume this year 
should rise 50%, he said. His labor 
rate is $5. 

Volume was down five per cent 
at Weil & Scott Bros., Inc. (Dodge- 
Plymouth), Baltimore, Md., but 
this year should wind up ten per 
cent above 1958, said Algene Scott. 
The labor rate there also is $5 and 
will be left unchanged. 

Volume in the shop was up five 
per cent at Henry Garage, Rock- 
dale, Texas, because of “less new 
cars in our territory and more re- 
pairs,” said E. E. Henry. The in- 
crease for the year should be ten 
per cent, he said. His labor rate 
of $3.50, in use since 1950, will be 
left unaltered. 


Buick Elevates Wilson 


Glenn D. Wilson, formerly man- 
ager of retail operations for 
Buick, has been appointed na- 
tional fleet.sales manager. George 
G. Spaulding, Jr., on special as- 
signment with Buick since last 
October, succeeds Wilson. 
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GMC Truck Develops 
Brake Safety Device 


A TRUCK brake safety develop- 
ment, made possible through 
the use of air suspension on two 
GMC truck models, has been an- 
nounced by Philip J. Monaghan, 
general manager of GMC Truck 
and Coach Division. 

Known as the modulated brake, 
the device permits the highway 
tractor to approach minimum stop- 
ping distance under all load condi- 
tions, Monaghan said, reducing the 


stepping distance to nearly that of 
a passenger car. 

Air suspension permits the addi- 
tion of a brake regulating valve 
which automatically adjusts the 
braking effort at the rear wheels 
in proportion to load on wheels. 

In actual operation, the develop- 
ment purportedly assures auto- 
matic braking stability of the 
tractor under all load conditions, 
leaving driver free to independ- 
ently control trailer brakes as re- 
quired by highway or maneuver- 
ing situations. 





BARS RUST 


Now comes the season for everyone 
to inhibit rust and scale in automotive 
cooling systems. Simply pour pellet- 
ized BAR’S RUST into radiator. . . 
pelletized chemical inhibitors slowly 
. effectively 
protect cooling system against corro- 


dissolve in the water. . 


sive damage. 


BAR’S RUST brings you extras... 
functions as the one inhibitor that 





stops leaks in head gaskets, porous 
engine metal, cracked blocks and rust 
holes . . . serves as emulsifying water 
pump lubricant . . . proved through 
use in millions of cars to be the world’s 
No. 1 cooling system protective. 

Guaranteed to protect rubber, all 
metals, plastic, aluminum radiators, 
radiator caps, and complete cooling 
systems. Ground fine enough to flow 
through tiny heater cores (23/1000ths 
inch) in new cars. 


Available through automotive jobbers, service sta- 


tions and automotive goods stores. 


IN HIBITO! 


* SCALE ap 
VC { 
nticares WATER ? 
ReeTENS ANTI-FREETE 
“MINATES seEPAGt 


88719. Other petents apphe! 


LIST PRICE 


U.S. Patent 2580719—Canadian Patent 501547— 


other patents pending. 


Read the best seller—Nautilus 90 North—Chapter 13, pages 134-135 
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Announcing — 


the new Johns-Manville 


‘Wheel of Safety ” 


checkup program 


...@ brand-new merchandising concept that will help J-M Brake-Lining Dealers 
get a bigger share of profitable brake jobs, tire sales, and related service! 


Here is the soundest safety promotion 
to car owners ever created and na- 
tionally advertised by a brake-lining 
manufacturer to help you sell not 
only brake jobs . . . but your tires 
and related wheel service as well! 


Take a searching look . . . see how 
J-M designed the ‘Wheel of Safety”’ 
program to build up J-M dealers as 
the local safety experts. See how it 
sends car owners your way for the 
“‘Wheel of Safety’ Checkup that pro- 
vides you with a great opportunity 


WINDOW POSTER- 
tells car owners 
you’re a J-M 
Dealer who gives © 
the ““Wheel of 
Safety’’ Checkup. 





ee 


to sell many products and services! 
More than that . . . this new safety 
service builds good will with both 
old and new customers because it 
tells them you are personally inter- 
ested in making sure that they can 
drive worry-free in a car that’s 
really safe. 
How does this program work? 
Just look to the right —see the color- 
ful, dynamic advertising that will 
urge millions of car owners (many of 
them right in your territory) to see a 


Johns-Manville Brake-Lining Dealer 
for the “‘Wheel of Safety” Checkup. 
Then look below and see the many 
point-of-sale aids supplied free by 
Johns-Manville . . . read the simple, 
step-by-step explanation of how you 
can use them to really make this 
program pay off! 

Get set now for your share of the 
‘‘Wheel of Safety” profits! See your 
nearby Johns-Manville Distributor 
... or write to Johns-Manville, Box 
14, New York 16, New York. 


FOR SAFETY’S SAKE—always reline with J-M Asbestos Brake- 


scientifically engineered to give smooth, sure stops in 


local traffic or on superhighways. Tested in the laboratory and on 
the road to provide an extra margin of safety! And backed by the 
name known to millions of car owners . . . Johns-Manville! 





Here’s how you can tie in and cash in by promoting 


AD REPRINTS— 
display prominently 
to tie in with adver- 
tising and attract 
customers. 


LAPEL BUTTON— 
wear as a sales- 
opener that will sdil” 
checkups .. . 


service. 
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See how dynamic 
advertising support 
sells the checkup 
--. sells your 
services! 


@ Headline announces the 
“Wheel of Safety’’ Checkup! 


@ Car owners are sent 
your way! 


®@ Copy sells you as a 
safety expert... sells 
the extra margin of 
safety provided by 

the Johns-Manville 
Brake-Lining you install. 


®@ We tell car owners to 
look for this sign which 
you display in your 
window! 


eff / 
‘ 7 
: AEP 


the checkup to every customer! 


STEERING WHEEL TAG-— 
use it as a guide in 


CAR DOOR STICKER-— = 


7 





co POSTCARD OR STUFFER-— 


note when the next >, mail to your 


making checkup and checkup is due—keep 7 : customers to bri 
reporting findings to . mers coming / )& them in for the 


your customer. back. 


» checkup. 





JOHNS -MANVILLE 








Brake Lining 
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Foreign Cars Different 
(Continued from page 77) 


due to the large number of differ- 
ent makes available. To further 
complicate this confusion, one can 
buy unbiased opinions in many 
periodicals on just about every im- 
port made. Then as a further “con- 
venience” one of the big three has 
published a Buyers Digest that is 
not for sale but can be obtained 
by sending in the “handling 
charges.” This publication is any- 
thing but unbiased and I am sure 


isn’t intended to help small-car 
sales at all. 

This confusion will clear up as 
the shakedown period progresses 
and the good cars remaining create 
a strong following and repeat sales 
follow. 

We have encountered very little 
buyer resistance to a “foreign- 
made” product. Most people that 
have definite ideas on the subject 
feel that as long as we are giving 
and loaning billions of dollars 
overseas, it is much better to get 
something for our money by buy- 





Lamps Save Time-Cut Costs 
and give more light too! 


Speedy installation and rapid bulb 
change reduce maintenance cost 
in these rust proof lamps. 


Model C-260 is a bright, new streamlined 
cab lamp. No need to disassemble the lamp 
to install it. Bulb can be changed quickly 
without removal of screws. One-piece zinc 
die-cast body will not rust or corrode. Avail- 
able with chrome or baked aluminum 
finish, 


Model 227 armored clearance lamp fea- 
tures a “Pres-tite’”’ lens. Easy bulb change 
with no tools. Formed rust-proof aluminum 
housing protects against lens breakage. Flat 
back surface model mounts on weather- 
proof sealing pad without disassembling 
lamp. 


Model 222 is a flat back, surface mounted 
clearance and marker lamp, 2/2” in diam- 
eter—mounts on a weatherproof sealing 
pad. Thin type lamp extends less than 1” 
from mounting surface. Features rust proof 
aluminum housing and prismatic twist-on 
lens which is shatter proof and fade proof. 
Also available as an armored lamp (A222). 


the 


MANUFACTURING COMPANY 
Bellevue, Kentucky Opposite Cincinnati 


LAMPS e DIRECTIONAL SIGNALS e REFLECTORS e FLARES e MIRRORS 
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ing their products and thereby 
helping them to work their way 
back on their feet. 

Most people feel that the import- 
ed car has filled a void left by the 
American manufacturer. They are 
also convinced that domestic man- 
ufacturers cannot build a car of 
the price, quality and economy of 
the import. 

The terrifically high resale value 
of imports will, I feel, with in- 
creased production abroad, fall to 
a percentage near that of the do- 
mestic car. 

In my experience, the service 
and parts required per thousand 
miles is negligible compared with 
domestic cars. The reason is, in my 
opinion, because the cars are better 
made, because the workers still are 
craftsmen, because the cars are 
smaller, simpler and better bal- 
anced. Mechanical new-car get- 
ready can be done in a fraction of 
the time usually required for do- 
mestic makes. 


Knocks Out Dealer's Crutch 


This is, of course, good for the 
customer, but it also knocks out 
any crutch a dealer may look for- 
ward to as far as service absorp- 
tion is concerned. Parts sales, in a 
small-to-medium-sized operation, 
can be so slow as to make an ade- 
quate parts stock a liability. 

Warranty periods on imported 
cars vary from three months to 
three years, and consequently a 
great amount of misunderstanding 
among buyers results from the di- 
vergence from the standard do- 
mestic warranty. 

There is en equally wide varia- 
tion in the compensation paid to 
dealers for work done during the 
guarantee period. Some pay $2 per 
hour, some $2.80, regardless of a 
dealer’s hourly rate. Others pay 
40 to 50% of it. Hardly any pay 
the 100% paid by domestic mak- 
ers, even for tourist warranty. 

Domestic-car dealers entering 
the imported-car field will be 
stopped cold in the matter of parts 
books, parts price lists and serv- 
ice manuals. We handled one make 
of car for over a year without a 
parts price list. Try to imagine, 
if you can, trying to do a day-to- 
day business with no idea of what 
the sale or cost price was on the 
parts you were selling, and the 
humiliation that ensued when an 
insurance adjuster came for an 
estimate on accident repairs. We 
have had-serviee. manuals.printed 
in three languages—none of them 
English. 

There is no excuse for this type 
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CAR textured 
Automats 


in COLORS 


REPLACEMENT FLOOR MATS 


Molded Shapes To Fit All Cars 


The rich beauty of these mats is almosi unbelievable. 
Ace has created a deep pile texture, resembling the 

nubby yarn of a fine carpet, in resilient, colorful rub- 
ber. It looks so much like thick, soft carpet that you'll 

think it is carpet — but really, it's rubber — tough, 


durable, easily cleaned "live" rubber, in colors. 


NO CUTTING! NO SLITTING! SURE FITTING! 
Ace Automats are vacuum molded to exact forms 
of car floors, with models to fit all cars. They fit 


like originals. Made of quality rubber, with heavy 
MATCHING felt backing. Easy to install! Easy to sell! 
REAR AUTOMATS 


Complete your sales with matching RUBBER PRODUCTS, Inc. 


rear floor mats in the same carpet 


texture, colors and contour fitting. 100 BEECH ST. AKRON 8, OHIO 


for GOOD CAR-KEEPING for GOOD PROFIT-KEEPING 
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of merchandising and if the cars 
were not of very high quality, it 
would be impossible to do business 
in that manner. 

What service is needed for the 
cars is most always done by the 
selling dealer if he has a good shop. 
These owners are the discriminat- 
ing type who want the best and are 
not attracted to the corner filling 
station or a cut-rate, back-alley 
garage. 

This helps in keeping contact 
with your owners. A well-satisfied 
owner is the best salesman you can 
have. In checking my owner file 
the other day, I found that every 
buyer was directly responsible for 
at least one more sale and many 
for six or eight. This type of en- 
thusiasm and owner and dealer 
loyalty does not prevail in do- 
mestic cars. 

Adding up all the pros and cons 
in my book, the imported car has 
come of age—it is here to stay. 
Many of the embryonic merchan- 
dising weaknesses and shortcom- 
ings will be ironed out and sales 
will continue to increase because 
these cars fill a great need and ful- 
fill the desires of hundreds of 
thousands of Americans for small, 
compact, really economical, qual- 
ity-built cars. 


Studebaker Separates 
Fleet-Truck Sales 


prennney of Studebaker-Pack- 
ard Corp. fleet and truck sales 
departments as a result of stead- 
ily increasing sales has been an- 
nounced by S. A. Skillman, vice- 
president and sales manager. 

A. E. Fitzpatrick is manager of 
the fleet sales department, while 
Frank T. Corcoran has been ap- 


pointed truck sales manager. 
Skillman attributed a 942% 
boost in fleet sales during No- 
vember, December and January 
to introduction of the Lark, the 
company’s economy car, last fall. 


Non-Rust Pipe Treatment 
Developed by AP Parts 


A SUCCESSFUL non-rust treat- 
ment for application to ex- 
haust and tailpipes before storage 
has been announced by The AP 
Parts Corp., Toledo, O. 

T. O. “Ted” Ulmer, vice-presi- 
dent of sales, said, “From the 
standpoint of customer service, 
this is the most important develop- 
ment in the exhaust system indus- 
try in 20 years. 

“Dealers have actually lost pipe 
sales because of the rusted ap- 
pearance,’ he said, adding that 
“this, in turn, has often deterred 
the dealer from stocking pipes, 
thus causing him an additional loss 
of sales. 

“Though the coating is not too 
resistant to road rust,’’ Ulmer said, 
“it definitely protects pipes from 
the all-to-rapid rust that normally 
occurs during warehousing in 
wholesaler and dealer stocks.” 

The coating is applied in the 
corrosion control center at the 
company’s new plant in Toledo. 

Covering 3,000 square feet with 
a length of 160’, the center can 
treat several thousand tail and ex- 
haust pipes an hour. The continu- 
ous conveyor system can handle 
pipe up to 13’ in length and the en- 
tire process requires approxi- 
mately 15 minutes. Approximately 
9,000,000 btu’s of heat is utilized 
every hour to keep all solutions at 
the correct temperature. 


This aerial view shows The AP Parts Corp.'s new 17-acre plant, which 

was placed in full operation in January. One of the largest in North- 

western Ohio, it serves both as a manufacturing site for exhaust and 

tailpipes and as the central muffler and pipe-shipping warehouse. 

Housed also in the building is the corrosion control center, where the 

recently-announced non-rust treatment is applied to pipes before they 
are moved into the warehouse section. 
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(Advertisement ) 


service station 
tune-up business 


GOING-UP! 


Service Stations are entering a new 
era of customer service. What was 
once a duty of pumping gas, adding 
oil, and then somewhat later, selling 
TBA items, is fading fast. Today, 
service stations are facing the chal- 
lenge of offering minor service func- 
tions. What has caused this gradual 
expansion of customer service? The 
customers themselves. 


Take tune-up for example. With 
more vehicle owners than ever, and 
yet with no appreciable increase in 
service shops to handle their vehi- 
cles, owners have had to turn to 
service stations equipped to offer 
tune-ups. 


Let’s consider this, too. These 
millions of vehicle owners are re- 
locating. We find them in abundance 
in suburban and rural areas. And, 
naturally, they want local, neigh- 
borhood service. So the service sta- 
tion is fast becoming the stop for 
tune-up service. The progressive 
service station is equipping to 
handle this new trend, and finding 
that among all minor services, 
tune-up ranks first in profits. 


Some station op- 


erators are hesi- 
; ) tant to join the 
E trend because of 
{=| 


the lack of quali- 

fied mechanics. 

(M But one manu- 
facturer—who has 

been in the busi- 

ness for over 35 

years—has taken the “bull by the 
horns” and has done something to 
help alleviate the situation. This 
manufacturer—C. E. Niehoff & Co., 
Chicago—has just published a new, 
simple how-to-do-tune-up manual. 
Called the “ABC’s of Motor Tune- 
Up” this manual—or better yet, this 
tune-up guide for greater profit— 
makes it possible for even the “cub” 
mechanic to do a highly’satisfactory 
tune-up job. This new tune-up 
guide, coupled with the Niehoff spe- 
cial tune-up assortments of both 
ignition parts and testing equip- 
ment, seems to be the answer for 
service stations wanting “in” on the 
new minor service opportunities. 
Further information is available 
from C. E. Niehoff & Co., 4925 Law- 
rence Avenue, Chicago 30, Illinois. 
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HERE IT is! 


Automotive history in the making 


NOW FOR THE FIRST TIME= Now you can get into the profitable tune-up business 
without a huge investment in parts, test equipment and 
| t t k specialized training! Do it the proved and approved way, 
‘ with either the new NIEHOFF MAJOR or MINOR— 
COMP C C une Up pac ages attractively priced, complete tune-up assortments. Both 
7 “22 include ignition parts and testing equipment—plus the 
of both ignition ABC’s of TUNE-UP, the simplest how-to-do-it guide 
in the industry. 


Da rts and equipment A) Take advantage of the trend to service station tune-ups 


. . . be ready to give car owners in your neighborhood 

, ( t t the minor service work they want. Boost your gas, 
Drice 0 mee oil and TBA sales . . . increase customer loyalty, add 
prestige to your operation! Do it with Niehoff, your own 


th e tighte St bu dget | source for everything in tune-up parts, testing equipment 


and know-how! Ask your jobber—or write us direct— 


for full information on the NIEHOFF MAJOR and 
MINOR! Do it today. 
Send for new booklet that 


explains the Niehoff Major 


and Minor, “The Trend is to You.” 
AUTOMOTIVE PRODUCTS f ~~» 
Ignition Parts e Testing Equipment .% f . Cc. E. NIEHOFF & CO. 


Hydraulic Brake Parts ’ ; hy 4925 Lawrence Avenue « Chicago 30, Illinois 
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“SHLL... Taking the Gountry 
BUY Storm!” 


MODEL D-50 DYNOMASTER ... AUTOMATIC TRANSMISSION TEST STAND 


POCO HEEEEHEE HEHEHE HEHEHE EHH HEE EEE EE EEE SOSH SEES SEES EEHEEEEEEEEEEE ES 


NOW ... you can test rebuilt automatic transmissions before installing 
in the car. S-V Model D-50 DYNOMASTER has an input speed range 
from 375 to 2000 RPM—load application to output shaft regulated by 
hydraulic pump, controlled by needle valve. Instrument panel has six 
pressure gauges measuring pressures on all units tested. Start and 
Stop buttons for operator convenience. 


A Tachometer indicates input shaft RPM; speedometer to show 
relative transmission speed at shift points; a brake pressure gauge 
shows applied brake load at pump. Easy servicing and maintenance; 
operating mechanism enclosed for safety. Oil Pump and Filter assembly 
permits draining transmission and reclaiming oil after testing. Econom- 
ical, efficient, profitable. 


POOH EEEEEEEEEEEEEE THESES EEEEEEEEEEEEEEEHEEEEEEEEEEEEEEEEE EEE ESE EEES 


Write for Free Literature on all S-V Equipment 


STOR M-YULCAN, Ins; 
MANUFACTURERS OF AUTOMOTIVE ENGINE REBUILDING EQUIPMENT 
2225 Burbank Street . FLeetwood 1-3735 ” Dallas 35, Texas 
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Roger Craig (left), pitcher for the 
Los Angeles Dodgers, takes de- 
livery of a 1959 Rambler Cross 
Country from Sam Williams, head 
of Williams Rambler Motors of 
Durham, N. C. Craig, who lives in 
Durham in the off season, pur- 
chased the car before starting for 
spring training at Vero Beach, Fla. 


Territory Security 
(Continued from page 76) 


eral restrictions, and that if such 
federal restrictions were removed, 
we could count on their coopera- 
tion for the elimination of these 
abuses. 

5.—In regard to those who dis- 
like government controls, I feel we 
should clearly outline that, in re- 
ality, this is not legislation, as such 
—it is merely removing federal 
restrictions which are hindering 
our industry. 

I emphasize again that what we 
strive for is permissive legislation 
to provide our manufacturers the 
opportunity to establish the terri- 
tory security clause in dealer 
franchises if they so desire; and to 
furnish the answers to our manu- 
facturers who have stated that they 
could not do anything about the 
evils of bootlegging and cross-sell- 
ing because of federal restrictions. 

It would be an ideal opportuni- 
ty for the factories to utilize their 
own individual dealer councils in 
deciding whether or not they would 
establish territory security for 
their dealers if we were successful 
in eliminating the federal restric- 
tions by such permissive legisla- 
tion. 

6.—In regard to the practice of 
“blitz” merchandising, I feel that 
this type of merchandising prac- 
tice in our industry has so deter- 
iorated our business, with a loss 
or, at least, lack of profit, that it is 
almost to the point of being un- 
believable. We simply cannot con- 
tinue to exist as a great industry 
with such merchandising practices. 

7.—On answering the last ques- 
tion of opposition because of the 
possibility of controversial and 
damaging aspects of the matter to 
NADA, I must answer that if we 
were able to retain membership 
in NADA only on the basis of being 
evasive and not standing up to the 
issues, then I feel that there would 
be something fundamentally wrong 
in NADA. 

If we are in error, it is up to each 
member of NADA to express his 
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brake bonders 


demand GRIZZLY 


because their dealers 
demand the best 


from... 


PENNSYLVANIA 


to FLORIDA... 


A. G. Horton, The Horton Company, 1020 Hogan Street, 
Jacksonville 2, Florida, “As a result of our bonding exciu- 
sively with GRIZZLY brake lining for the last 10 years, motor- 
ists have reported to our dealers receiving 
up to 20% longer life from our GRIZZLY 
bonded shoes as compared with 
previous lining. An important reason 
adding to our success is being 
kept up to date on what's new 
in the brake lining business 
by our GRIZZLY sales 
h, B&J Spring Company, Ir 1615 Bell Avenue representative.” 


exos We know th 
depends pon o 
e will be satisfied with 


n depend on ( 


These three experts know that it takes the best to 
make the best. That’s why they insist on GRIZZLY 
brake lining. They know GRIZZLY stands for 
safety; that it’s extra dense, extra tough. They can 
count on GRIZZLY for safe, sure stops in any 
weather from Pennsylvania to Florida to Texas! And 
they know they’re meeting dealer demands for the 
best when they bond with GRIZZLY brake lining. 
BEAR IN MIND ... ASK FOR 


GRIZZLY 


BRAKE LINING 


GRIZZLY BRAKE DIVISION PAULDING, OHIO 
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sentiments to his own representa- 
tive member of the board of di- 
rectors. From the evidence which 
we now have, I feel that NADA is 
dedicated to go ahead—to strive in 
as aggressive a manner as possible 
to obtain this permissive legisla- 
tion for the good of all quality 
dealers. 

One of the greatest accomplish- 
ments of NADA was the enactment 
of the “Good Faith” law. Universal 
recognition of the need of such a 
law in our industry was well sub- 
stantiated by the manner in which 


this law carried the congress of 
the United States and won the en- 
dorsement of the president. This 
law properly provides a more 
equitable relationship between 
manufacturers and dealers. 

There are those who seek to de- 
stroy the benefits of the law by 
questioning its constitutionality. 
NADA will meet this challenge in 
every practical manner and take 
whatever steps are necessary to 
preserve the “Good Faith” law 
against such attacks. With the 
same determination, NADA will 





POWER BRAKE ss 
KITS, PARTS . pm 
CATALOG 


ites: , 
If you haven't received your copy, 
better ask your EIS Distributor or 
write for it at once! 
Ask for Catalog No. 27P. 


AUTOMOTIVE CORP., MIDDLETOWN, CONN. 
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review any proposed legislation 
which might adversely affect this 
law which has brought greater sta- 
bility and security to our industry 
and its dealers than any other sin- 
gle measure in the 42-year history 
of our association. 

We have a challenge from those 
who are trying to knife away at 
the “truth-in-labeling” act. There 
are rumblings and gestures from 
those who do not feel that the pub- 
lic is entitled to know the true cost 
of an automobile. There are those 
that feel that price labeling hinders 
bootlegging. 

Frankly, I feel that the price 
labeling law has done more to 
create customer good-will and 
customer confidence than any ac- 
tion in many years. NADA mem- 
bers should take the lead in stress- 
ing the benefits of the price label- 
ing law and to explain thoroughly 
to their customers that “a car is 
not new unless it has the sticker.” 

NADA must use every means at 
its disposal to combat any attempt 
to undermine the truth-in-label- 
ing act. 


Buick Mufflers Sport 
Asbestos "Muffler" 


A* ASBESTOS “muffler”? has been 
added to all 1959 Buick muf- 
flers to cut down on condensation 
by keeping the muffler shell 
warm. 

Said Oliver K. Kelley, Buick’s 
chief engineer: “The result is the 
longest-lived and most effective 
exhaust system in the automobile 
industry. The asbestos wrapping 
around the steel muffler reduces 
the amount of condensation re- 
sponsible for rust damage and 
lengthens muffler life consider- 
ably.” 

Buick uses a triple-shell muf- 
fler, the inner shell of which is 
made of zinc-coated steel. The 
shell is wrapped with a sheet of 
asbestos, which in turn is en- 
closed by another zinc-coated 
steel shell. 


Black & Decker Net Rises 


Net earnings from operations 
for the first quarter of fiscal 1959, 
reported by The Black & Decker 
Mfg. Co., Towson, Md., were 
$939,313, compared with $752,865 
for the similar period of 1958, 
representing a 24.8% _ increase. 
Consolidated net sales for the 
period amounted to $11,671,713, 
compared with $10,441,331 last 
year, for an increase of 11.8%, 
the company announced. 
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Acrylac Colors that match 
all automotive finishes! 


with the FIRST Complete 


ACRYLAC INTERMIXING SYSTEM! 


Mix-0-Matic Color Machine 28 Basic Tinting Colors 


Zac-Lac’s all new Mix-O-Matic No. There are 28 basic tinting colors for Zac-Lac’s Acry- 
10 color machine is a precision in- lac finishes. They are formulated to give a high, 
strument made for accurate color durable gloss comparable to any automotive finish 
matching and fast color intermix- enamel. Color retention is ex- 
ing. With the Mix-O-Matic you can cellent and initial gloss will 
get all of the colors needed to match last 11% times as long as con- 
any automotive finish, and you need ventional lacquer. Acrylac 
stock only the basic tinting colors. gives positive results in appli- 
It is easy to operate. Desired quan- cation over acrylics used on 


tity can be set at a gallon, half gal- current cars, and over aged 
lon, quart, or pint . . . from then on conventional lacquer and en- > 

. ° ° 7 
all you have to do is set the meter amel. Application procedures 


according to the formulas in the are the same as those used 
master color book. It’s an ideal in- with conventional type lac- AlTOMorys r 
vestment for any shop. quers. => AG LAC 


Available also from Zac-Lac are three sizes of agitator-storage units for 
the convenience of any type shop. 


Complete information and prices are free on request, write for them today. 


ZTAC-LAC 


350 SIMPSON STREET, N. W., ATLANTA, GEORGIA 


@ ENAMEL ACCELERATOR @ ENAMELS @ PRIMER-SURFACERS @ PRIMERS 
MANUFACTURERS OF: @ ACRYLAC @ THINNERS @ COMPLETE AND ACCURATE COLOR MIXING EQUIPMENT 
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Making a Funnel 
For Automatics 


coop funnel for automatic 

transmissions can be made 
from an old oil filter from 1953-56 
Fords. 


OIL FILTER 
SHELL 


SCREEN 





WELD 


"TUBE _OR 
HEATER FITTING 


Remove cartridge and weld on 
six inches of %” pipe (or extra 
heater fitting not used when new 
heater is installed). Bend so funnel 
will be level and solder screen 
wire inside. This makes a funnel 
everyone will use!—Clyde Ken- 
nington (Mechanic), Walker Mo- 
tor Co. (Ford), Broad at 14th 
Street, Augusta, Georgia. 


To Prevent Damaging 
Non-Slip Axle 


HEN balancing the rear wheels 

of a 1959 Ford equipped with 

the non-slip rear axle, precautions 

must be taken to prevent serious 

damage, since both wheels must be 

in the air any time the car is put 
in gear while on a jack. 

To determine whether car has a 


non-slip axle, turn one rear wheel. 
If the other wheel turns in the 
same direction, the non-slip rear 
axle must be considered. Rear 
wheels must be moved to the front 
in this case for on-the-car balanc- 
ing. — James D. Martin, Service 
Manager, Jack Hughes Motors 
(Ford), 100 E. San Antonio, San 
Marcos, Texas. 


To Stop the Rattle 
In Air Cleaner 


IR cleaners on 1959 six-cylinder 

Chevrolet passenger’ cars 
sometimes begin to rattle after a 
short time in service because the 
bracket on the bottom of the air 
cleaner is bolted behind the clamp 
between the exhaust and intake 
manifolds. 





» © We a silent overload support! 


CHAMP-.-ITEMS 


No. 110 LOAD SUPPORT 


SHOCK SPRINGS 


(Rubber Cushioned) 


A light duty over-load spring that will give you the 
same easy ride, but keeps car level with headlights 
always beamed safely when extra weight is applied 
in trunk or rear seat. The No. 110 absorbs the stress 
of extra weight in the rear seat or trunk of your car. 
The more weight the greater the spring action to 
hold the car level. 


Rubber mounted. No metal to metal contact. Rub- 
ber cushions at both ends and center. Has a capacity 
of 700 Ibs. Easy to install — Slips over present good 


shock absorbers. 
List $12.50 per pair 


FOR ALL CARS 


BIG MARKET 
MILLIONS OF PROSPECTS 


For Salesmen, Travellers, Trailer Owners, 
Spertsmen (Hunters & Fishers), Station 
Wagon Owners, Everyone who drives a 
car carrying extra weight in rear seat 
or trunk needs Champ-ltems No. 110 
silent Load Support Shock Springs for 
safe, smooth, comfortable driving. 
ORDER FROM 


NO CAR BOTTOMING, NO SAG, SWAY canen walinie (= 
OR DIP, INCREASES ROAD CLEARANCE ¢ ZN 


CHAMP-ITEMS, INC, 6191 Maple Ave., St. Louis 14, Mo. 
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GOT A GOOD 


IDEA? 
will be paid for every 
time - saver or shop 


short - cut accepted 
for publication in this section. 
A photo or rough sketch will 
make your idea more valuable. 
Only original items, not previ- 
ously published, offered for our 
exclusive use, can be consid- 
ered. Send them to: Southern 
Automotive Journal, 806 Peach- 
tree St., N. E., Atlanta 8, Ga. 
Rejections will not be returned. 











Move the bracket in front of the 
clamp and tighten nut. This will 
stop the rattle—Jim Sirmans, 
Harrison Chevrolet Company, 1106 
Noland Street, Marianna, Florida. 


Speeding-Up Body Jobs 
By Shop-Made Aids 


E HAVE speeded up our body 

work by equipping our metal- 
rolling machine with a shop-made 
belt and gear drive. 

Now most jobs can be handled 
faster by one mechanic than 
formerly when two men were re- 
quired on metal forming. This 
time saver is particularly valuable 
on making up panels for wreck 
jobs on the bigger rigs and trailer 
bodies.—Harry J. Miller, 991 
Forty-Second, Sarasota, Florida. 
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Fixing Too-Large Holes 
In Sheet-Metal Parts 


M ANY times holes in sheet-metal 
parts are too large, preventing 
the screws from tightening secure- 
ly. 

When this condition exists and 
an Oversize screw with the proper 
type head is not available or prac- 
tical for the particular location, we 
solder the hole in the sheet-metal 
part completely closed and drill 
solder to size to accommodate 
original size screw. — James D. 


Martin, Service Manager, Jack 
Hughes Motors (Ford), 100 E. San 
Antonio, San Marcos, Texas. 


Extracting the Pistons 
From Chrysler Wheels 


O EXTRACT corroded pistons 

from hydraulic front-wheel 
cylinders on Chrysler cars, a tool 
may be made from a 6” length of 
1/8” by %” strap iron by doing 
this: 

Sharpen a quarter-inch of one 
end to knife edge on both sides. 








solves your 


TOUGH 





brake problems 


Wortb BéesTos 


S0NDED SH 


WORLD'S FINEST BRAKE LINING 


© The high density 

and extra toughness of 

Wor_pD Bestos “PF” (Pre- 

scribed Friction) Dry Mix 

Bonded Shoe Sets give extra 

stopping power, fade control 
and longer life. 


You can depend on WorLD 
Bestos “‘PF’’ Bonded Shoe 
Sets to give complete brake 
satisfaction on any car re- 
gardless of type of brake or 
severity of service. 


Get “PF” in Bonded Shoe Sets or in packaged segments for riveting. 
Call your local WORLD BESTOS Distributor or write direct to . . 


WORLD BESTOS 


oy 
+ 
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File notch close to bottom on knife 
edge, sloping back to form tooth. 
Tap into piston recess and turn, 
then pull out piston.—C. Kernagh- 
an, 2324 Harris, Independence, 
Missouri. 


Keeping Accurate Track 
Of Arc Welder Time 


7 KEEP accurate track of the 
amount of time we use our ex- 
pensive welder on the job (since 
billing to the customer is on a per- 
minute basis), we keep the gun 





NEW! from 


* Rust-proof! 
* Corrosion-proof! 
* Failure-proof! . 


All-Aluminum Armored Lamp 
with Exclusive Snap-in Lens 


Can't fail on the highway, because two bulbs give 
double protection. No road stops are necessary—dead 
bulb can be replaced during terminal inspections. 


Quick, easy mounting saves dollars in labor. ‘Flat 

Back" with no connector socket extrusion permits 

Both bulbs burn simultaneously. flush mounting, with only one small-diameter hole for 

If one fails, remaining bulb offers wire entry. Outside mounting bolts eliminate need for 

complete safety protection. lamp dis-assembly. Model No. 111-2. Also available 
in single bulb, Model No. 111. 


THE GRIFFIN LAMP COMPANY 
Shelby, Mississippi 


Special feature lens of Lucite 
snaps in and snaps out without 
use of tools for bulb replacement. 


Interior lens optics—smooth out- AUTOMOTIVE SAFETY LIGHTING 
side surface for easy cleaning. 





hanging from a steel, spring-load- 
ed arm which actuates a mercury 
switch hooked up in series to a 
self-starting electric clock in our 
shop. 

Each time the gun is taken off 
the arm for a weld, the clock starts. 
It stops when the gun is returned. 
Thus, accumulated time shown on 
the clock is the time for which 
customer pays.—Harry J. Miller, 
991 Forty-Second, Sarasota, Flori- 
da. 


Installing 6-Volt Heater 
On 12-Volt System 


L Saagemneeny when it is necessary 
to install 6-volt heaters on cars 
or trucks with 12-volt batteries, 
and resistors made for this purpose 
are not available, a_ satisfactory 
substitute may be made with an 
extra heater switch of the variable 
speed type. 

Hook the extra switch in the cir- 
cuit between the regular switch 
and the heater and turn to lowest 
position. Next, turn operating 
switch to its highest position, and 
then turn the extra switch up 
slowly until the heater motor at- 
tains normal speed. Remove the 
knob and mount extra switch un- 
der the dash away from obstruc- 
tions.—Archie M. Miller, Cargile 
Motors (Chevrolet - Oldsmobile - 
Cadillac), Fourth and Wood, Tex- 
arkana, Texas. 


Buick Buyers Increase 
Option Orders 12-20% 


RDERS for optional equipment 
designed to provide extra com- 
fort and convenience for Buick 
buyers have increased 12 to 20%, 
‘“‘reaching the highest rate in Buick 
history,” according to Edward T. 
Ragsdale, general manager of 
Buick Motor Division and vice- 
president of General Motors, who 
is a native of Hopkinsville, Ky. 
“This trend is especially evident 
in our LeSabre series,” Ragsdale 
said, “where power steering, power 
brakes, extra thick foamtex cush- 
ions, windshield washers’ and 
back-up lights are not standard 
equipment.” 


Winston-Salem Dealers Elect 


New president of the Winston- 
Salem (N. C.) Automobile Dealers 
Association is Frank Poindexter 
of Motor Sales, Inc. Bill Luttrell, 
Hull-Dobbs, Inc., is vice president 
and Bob Neill, Bob Neill Pontiac, 
is secretary-treasurer of the as- 
sociation. 
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Better products, faster from your Federal-Mogul jobber: 


THOUSANDS OF TYPES AND 
SIZES of engine bearings are 
available in the complete 
Federal-Mogul quality line. 


More types, more sizes...so you can repower 
any engine with Federal-Mogul quality bearings 


Qrtlt ENGI, 


. 
= 


cepene 


Whatever the make or model car, you get speedy service 
on the right bearings . . . turn out better jobs faster! 


Combine rapid service with top-notch work—presto, you have a 
profitable engine-rebuilding business! But good overhauls depend 
on the bearings you use, and service hinges on the availability of 
parts. So build your reputation for being fast and good on the 
complete line: Federal-Mogul quality bearings. 


Thousands of types and sizes of engine bearings are available in 
a hurry from your Federal-Mogul jobber. He’ll supply you with 
the right piston-pin bushings, shims, nuts and bolts, and recon- 
ditioned or rebabbitted connecting rods, too. You’ll never have to 
turn down or delay a job when you rely on Federal-Mogul 
bearings! 


Better bearings faster—that’s why most mechanics prefer Federal- 
Mogul. You will too! Call your Federal-Mogul jobber. 


FEDERAL-MOGUL !o™ BEARINGS 


FEDERAL-MOGUL SERVICE 
DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. + DETROIT 13, MICHIGAN 
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Mower Repairs Bring $750 
(Continued from page 74) 


We invested in no new equip- 
ment when we took on power 
mowers. Whatever basic equip- 
ment is required, such as voltage 
regulator testers, condenser and 
compression testers, etc., used in 
tune-ups, most stations already 
have. We did not add the sharpen- 
ers but turned over this volume on 
the reel type of mower to a spe- 
cialist who returned work to us 
within 24 hours. 

What a shop must have is a 
basic stock of parts for warranty 
work. Since we were franchised by 
two power mower factories, we 
put in a combined basic stock of 
parts of about $1,400. On the 
rotary type we found it as inex- 
pensive replacing blades as sharp- 
ening. 


Promoting the Service 


The following spring, when our 
neighboring stores sold power 
mowers they issued a booklet list- 
ing our name among others as 
authorized service agency. On our 
own we undertook radio promo- 
tion with daily spots for a two- 
week period and got excellent re- 
sults. In the service leader sections 
of three suburban newspapers, 
where columns list various serv- 
ices available, we advertised week- 
ly for about three months. These 
newspapers reached towns in a 
five-mile radius and brought us a 
steady daily flow of work right 
through to early October. 

What stopped us was space limi- 
tations. We converted a 15’ by 12’ 
wash bay to power mower repairs, 
but the problem of storage had us 
looking around for some shed or 
building. The problem of keeping 
mowers moving out as fast as they 
came in made us resort to display- 
ing repaired mowers on a grassy 
island between two driveways. 
This was storage and display 
rolled in one. More work came. 

We are still seriously handi- 
capped for lack of adequate storage 
space, however. 

We are learning from our mis- 
takes of the first season in prepara- 
tion for what we believe will be a 
greatly expanded and more profit- 
able season in mowers in ’59. This 
time we are going to have a spe- 
cial order blank printed for power 
mower repairs with a specific list- 
ing of items in service and parts. 
We plan charging for storage space 
so that we’ll get repaired mowers 
moving out of here faster than 
they did last year. 


132 Want more facts? Use Reader Service Card Page 135 


A stock of blades is essential to 
avoid holding up a mower because 
a supplier is out of blades. We 
shall continue to discourage de- 
livery and pickup by us, but when 
a customer requests it, we may add 
some charge to his bill. 

This year we shall again make a 
list of the various services obtain- 
able on a power mower and post 
them with prices in the shop. We 
shall be more specific on what 
each charge covers. Last season 
when we were asked to do a tune- 
up, and made some minor carbu- 


retor repair, the customer insisted 
that was part of the tune-up 
charge. 

It is very essential to be spe- 
cific, to make sure the customer 
understands what he is getting for 
his money, not to carry out work 
not specifically ordered, to ask 
permission to do any work, minor 
though it may be, by telephone 
before going ahead. When such ad- 
ditional work is needed, the cus- 
tomer must be informed that it is 
beyond the arranged for and paid 
repair. 
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FREE 


engine sales. Each one 42” x 28”, suitable for wall or window 
mounting. Write us for your posters now! 





A set of colorful, attractive jumbo-size 
posters will help you promote rebuilt 
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This year most of the mowers 
we serviced under warranty will 
be out of warranty, and so we are 
looking forward to an expanded 
and profitable season. The sub- 
urban station or garage located 
near a store selling mowers has a 
ready-made potential. Most stores 
do not want to get into a repair 
operation. This profitable volume 
may be yours provided you get 
franchised, receive the factory’s 
bulletins and work with its basic 
stock of parts. 

There’s money to be made. 


Two-Car Trend Continues, 
C.1.T. Survey Shows 


} eet tg ownership will 
continue to gather momentum 
this year in the opinion of the na- 
tion’s automobile dealers, accord- 
ing to a survey conducted by Uni- 
versal C.I.T. Credit Corp. 

More than 600 dealers, repre- 
senting all makes of cars, were 
questioned at the annual meeting 
of the National Automobile Deal- 
ers Association in Chicago last 
month. Three fourths of those sur- 
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Say goodbye to the customer comebacks and free adjustments 
that eat away your profit on an engine overhaul! Install per- 
formance-proved remanufactured engines that are fully guaran- 
teed by the engine rebuilder to satisfy both you and your customer. 


With a remanufactured engine you will make more money, in 
less time, with less work. What's more, you can expect bigger 
volume because you'll offer faster service and greater depend- 
ability. Investigate today! 


SEND FOR NEW FREE BOOK 


See why the next three years will be big ones for remanufactured 
engines. Read how to double your parts profit . . . triple shop 
capacity . . . increase related parts sales. Write today for “IN- 
STALL RATHER THAN OVERHAUL.” Muskegon Piston Ring 

Company, Muskegon, Michigan 


MUSKEGON Po 


Piston Ring Ci 





veyed predicted further growth of 
the two-car trend this year, while 
only two per cent thought there 
might be a decrease. 

Dealers based their predictions 
on the nation’s migration to the 
suburbs, where a second car is 
often a necessity; the growth of 
multiple-worker families, and the 
increasing number of teenage driv- 
ers, plus the general prosperity. 

Last year, C.LT. officials said, 
there were some 6,450,000 multi- 
ple-car households in the United 
States, compared with 4,100,000 in 
1954. 

The reasons for two-car growth 
in 1959, said President Alan G. 
Rude, will become increasingly im- 
portant in the decade ahead. With- 
in ten years, he said, there will be 
132,000,000 people of driving age, 
an increase of 18,000,000 over to- 
day’s figures. The number of 
teenagers will increase 50%, and, 
by 1968, the number of persons 
reaching 18 will increase to nearly 
4,000,000 from just over 2,000,000 
today. 

Rude said the two-car trend has 
been a strong impetus to sales of 
imported economy cars. Almost 
half the buyers of imports, he said, 
also have at least one other car. 


Ford Sales Declined 
28% Last Year 


| pan Motor Co.’s sales in 1958 
were $4,130,300,000, or 28% 
less than 1957 sales of $5,771,300,- 
000, according to President Henry 
Ford II. 

Net income in 1958 was $95,- 
700,000, compared with $282,800,- 
000 the previous year, with per 
share earnings $1.75 last year, com- 
pared with $5.20 in 1957. 

The company’s sales and earn- 
ings reached the highest levels of 
the year in the final quarter of 
1958. Fourth quarter sales were 
$1,447,400,000, earnings $111,900,- 
000, equaling $2.05 per share, rep- 
resenting the highest earnings for 
any fourth quarter in the compa- 
ny’s history except for the fourth 
quarter of 1955. Sales for that 
period were $1,551,400,000 and 
earnings were $124,800,000, or 
$2.34 per share. 


Nashville Names Cheek 


Pickslay Cheek, president of 
Cumberland Motor Co., is the new 
president of the Nashville (-Tenn.) 
Automobile Trade Dealers Associ- 
ation. Other officers are Houston 
King, vice-president, and Eugene 
Frazer, secretary-treasurer. 
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it’s the shatt | 
...that counts! 


AXLE SHAFTS 
hold up longer! 


On every continent, in every automotive application, 

U.S. AXLE SHAFTS run neck and neck in preference by the 
“natives” . . . service mechanics and vehicle owners. . . 

for dependable replacement service. In light and heavy cars, 
panel and heavy-duty trucks and buses. 


Engineered to withstand a “‘tough life’’ of stress and strain, 
these exact duplicates of original equipment are made 
of the finest alloy steel. In decisions on replacements, 
“stick your neck out”’ safely . . . insist on 
U.S. AXLE SHAFTS! 
Chockful of valuable 
knowledge, clearly illustra- 10 strategically located warehouse stocks in the U. S. 
tellin as assure prompt delivery from your U. S. AXLE JOBBER! 


WRITE for FREE COPY of Serviceman’s Guide: “Causes and Prevention of Axle Shaft Failures’. 


ThE woRtO TURNS OW us axtes” 


THE WS AXLE COMPANY, INC. 


Since 1920 « Pottstown, Pennsylvannia 


Want more facts? Use Reader Service Card Page 135 SOUTHERN AUTOMOTIVE JOURNAL for March 1959 
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10 MODEL NUMBER INTERCHANGE 

—Handy reference sheet with com- 
plete listing of all passenger cars by model 
number interchangeably with model name. 
Saves look-up time by including car model 
data not found elsewhere. Useful as a sup- 
plement to every automotive parts catalog. 
Kem Mfg. Oo., 20-21 Wagaraw Rd., Fair 
Lawn, N. J. 


10 SAMPLES, BOOKLETS, AND CAT- 

ALOG SHEETS—describing the DL 
Handi-Cleaner available on request. DL Prod- 
ucts, Inc., Banite Bldg., Buffalo, N. Y. 


1 VENTILATED CUSHIONS — Com- 
plete merchandising program on Kool 
Kooshions, including handsome wire display 
rack, full color catalog sheets, other adver- 
tising on complete Kool Kooshion line. Kool 
Kooshion Mfg. Co., Dyersburg, Tenn. 


10 WAGNER AIR BRAKE AND BO- 

TARY AIR COMPRESSOR BULLE- 
TIN—Discusses in detail straight air and 
air-over-hydraulic air braking systems. Con- 
tains an explanation of the operation of the 
Wagner Rotary Air Compressor complete 
with diagrams, cross section drawings, and 
photographs. Lists by catalog numbers com- 
— parts as well as field installation kits. 

rite for Catalog KU-201, Wagner Electric 
Corporation, 6362 Plymouth Avenue, St. 
Louis 14, Missouri. 


] CAP MERCHANDISER—How to in- 

crease profits by use of radiator and 
gasoline cap Merchandiser. The space saving 
Merchandiser saves you time and money 
while increasing sales and profits. Ask for 
detailed information. Stant Mfg. Co., 1620 
Columbia Ave., Connersville, Ind. 


10 1957 EDITION OF 12 VOLT ELEC- 

TRIC EQUIPMENT FOR PASSEN.- 
GER CARS—Oontains description of 12- 
volt automotive electrical equipment used on 
1957 model ears, giving special emphasis to 
the new external adjustment type distributor 
and the enelosed shift lever type cranking 
motor. Recommendations for periodic serv- 
icing, checking and adjusting of the charg- 
ing, starting and ignition systems are dis- 
cussed. Special section devoted to trouble 
shooting of 12-volt electrical equipment. 
Technical Literature Section, Delco-Remy 
Div., Anderson, Ind. 


1 AMMCO BRAKE SERVICE, ENGINE 

REP. AND HONING TOOLS 
AND EQUIP: — Catalogs, describing 
the Ammco line of brake drum lathes, brake 
shoe grinders, brake drum micrometers, 
brake shoe setting gages, brake hones, brake 
bleeders, brake safety checking instruments, 
in fitting honing machines, small bore 
ones, cylinder hones, cylinder surfacing 
hones, ridge reamers and torque wrenches. 
Ammco Tools, Inc., 2110 Oommonwealth 
Ave., North Chicago, Ill. 


11 SELECTION GUIDE OF SPECIAL- 

IZED LUBRICATION TOOLS—Set 
up in chart form covering 19 makes of cars 
and 8 specialized tools. specially helpful to 
inexperienced operator, making it practically 
impossible to select the wrong gun or acces- 
sory for any given operation. Also has chassis 
drawing pointi out every part named. Form 
No. 88-808. y + Div., Stewart Warner 
Corp., 1826 Diversey Parkway, Chicago 14, 
Illinois, 


1 ] SOUND SLIDE FILM—entitled ‘‘Au- 
tomotive Wheel Bearings’’ is the first 
in a series of audio-visual aids designed to 


provide bearing salesmen, servicemen and re- 
placement parts men with practical and use- 
ful information on various applications for 
ball, roller and engine bearings and on oil 
seals. Federal-Mogul Service, 11031 Shoe- 
maker Ave., Detroit 18, Mich. 


1] NEW BRAKES & TIPS ON TROU- 

BLE SHOOTING—<A 24-page Grey- 
Rock booklet giving service information on 
brakes used on 1958 cars including the self- 
adjusting brake used on Mercury and the 
new Edsel, and the total contact brake used 
on cars in the Ohrysler QOorporation line. 
Also includes trouble shooting information on 
brakes on all cars, including older models. 
Grey-Rock, Manheim, Pa. 


1] 32 REASONS FOR OIL CONSUMP- 
© TION—An easy-to-use, indexed cor- 
rective manual listing 32 major oil consump- 
tion problems and remedies. Informative, il- 
lustrated, prepared by one of the top tech- 
nical staffs in this held. Write—Oil Con- 
sumption Booklet, American Hammered, 2001 
Sanford Street, Muskegon, Mich. 


1] DIXIE LAWN MOWERS—Beautiful 

color catalog sheets on this complete 
line of mowers. Also sales aids and distribu- 
tor mailing pieces. Southland Mower Oo., 
Selma, Ala. 


1] TOOLS FOR AUTOMATIC TRANS- 

MISSION SERVICE—Tools and il- 
lustrated instructions for servicin Olds, 
Cadillac, Pontiac, Lincoln, Nash, es — 
Kaiser, Frazer, Ford, Mercury and Chevrolet 
automatic transmissions are shown in a 
catalog supplement offered by Blackhawk 
Hand Tools, New Britain, Conn. 


| 1 7 AUTOMOTIVE ELECTRICAL EQUIP- 
MENT CATALOG No. D-200—Applies 
to automobiles, trucks, trailers, farm and in- 
dustrial equipment. New 64 page catalog 
covers entire field of automotive switches, 
connectors, wiring accessories, etc. Voltage 
ratings are clearly specified in large type for 
all switches, — | other units. Cole-Hersee 
Co., 20 Old Colony Ave., Boston 27, Mass. 


1 18 BRAKE SERVICE GUIDE—Complete 

instructions for inspecting, flushing 
and bleeding the brake system. Handy trou- 
ble check chart. Write for Bulletin HU-411, 
Wagner Electric Corp., 6400 Plymouth Ave., 
St. Louis 14, Mo. 


1] RAMCO SERVICE MANUAL — 5th 

edition. Illustrated. Gives complete 
data on piston ring installation—also hints 
on locating engine trouble—causes of oil 
loss—pitfalls of motor-overhauling and how 
to overcome. Ramsey Corp., 3698 Forest 
Park Blvd., St. Louis 8, Mo. 


12 NEW GRIZZLY BOOK—Nine basic 

steps to extra miles of safe braking. 
Illustrated charts enable maintenance men 
to visualize fautly braking conditions and 
help them in trouble shooting and servicing 
truck and bus brakes. Grizzly Mfg. Co., 700 
W. Caroline 8t., Paulding, Ohio. 


121 SALES AIDS AND MERCHANDISER 

CATALOG, FORM D-227—Features a 
complete line of quality automotive electrical 
equipment mounted on effective ‘‘Business 
Getting’’ Cage. This colorful 8-page 
catalog covers the entire field of switches, 
connectors, voltage reducers, etc., for au- 
tomotive truck, trailer, bus, marine, farm, 
earth-mover and industrial equipment. Cole- 
Hersee Co., 20 Old Colony Ave., Boston 27, 
Mass. 


SOUTHERN AUTOMOTIVE JOURNAL for MARCH 1959 


] TIRE RETRUING—An illustrated 

bulletin about this newest extra profit 
service. Describes Bear ‘‘On-A-Oar'’ Service 
which makes possible tire retruing right on- 
the-car. Explains method using most ad- 
vanced truing principle. Bear Mfg. Oo., 
Dept. SAJ, Rock Island, Ill. 


] AERO-SEAL HOSE CLAMPS—An il- 
lustrated 4-page folder giving clamp 
ranges, mechanical information, eering 
data, stock numbers, packaging, ete. Breeze 
Corps., Inc., 700 Liberty Ave., Union, N. J. 


124 GAS, OIL AND BRAKE LINE HAND- 
BOOK No. 3016—Gives helpful in- 
formation on various types of tube fittings 
and how to recognize them, hints on replace- 
ment of flexible gas and oil lines and ‘*how- 
to-do-it’’ information on quttias, flaring, 
double-flaring and bending of tubing. Impe- 
rial Brass Mfg. Co., 6300 W. Howard St., 
Chicago 81, Ill. 


125 STANDARD DUTY GENERATOR 
REGULATORS—A i16-page 8% x il 
inch booklet covering the operation and main- 
tenance of Delco-Remy regulators. (62 pic- 
tures) Contains illustrations showing various 
steps of adjustment. Will help automotive 
electricians understand and serviee reguie- 
tors. Delco-Remy Service Department, An- 
derson, Indiana. 


12 WALL CHART NO. 10,148-E—Size 

8%” x 11%” illustrates and lists 
tube fittings, brass pipe fittings, drain cocks 
and shut-off valves used in automotive serv- 
ice. Imperial Brass Mfg. Co., 6800 W. How- 
ard 8t., Chicage 31, Ill 


12 WALL CHART NO. 10,137-E—Size 

9” x 11%” shows application data on 
flexible gas and oil lines by car make, model 
and year. Imperial Brass Mfg. Co., 6300 W. 
Howard St., Chicago 81, Ill. 


12 TOOLS FOR FORDOMATIC AND 

MERCOMATIC TRANSMISSIONS — 
New 12 page catalog giving complete in- 
structions with illustrations for all tools 
necessary to adjust and overhaul Fordomatic 
and Mercomatic transmissions. New Britain 
Hand Tools, New Britain Machine Co., New 
Britain, Conn. 


13 VALVE CATALOG—A new 166 page 

catalog of valves, valve guides, valve 
seats, valve openings and other valve com- 
onents is offered by Rich Mfg. Corp., 200 
Elm St., Battle Creek, Mich. 


13 CATALOG NO. 56—Features more 

than 300 Champ-Items automotive 
replacement parts for all makes of cars. A 
handy service book. Champ-Items, Inc., 6190 
Maple Ave., St. Louis 14, Mo. 


134 MOOG RINGLINER—Illustrated pis- 
ton ring catalog carries listings and 
roduct information on complete line of 
oog cast iron, partial chrome and Chrome 
Plus lines. Moog Industries, Inc., 6650 Eas- 
ton Ave., St. Leuis 14, Mo. 


13 PLUG CHEK—A colorful wall banner 
showing condition of spark plugs un- 
der various driving conditions. This service 
tool is designed to agsist service men in diag- 
nosing spark plug heat range problems. The 
Electric ‘Auto-Lite Co., Toledo 1, Ohie. 


13 AIR COOLED ENGINE VALVES—A 

complete 8-page and cover catalog of 
valves for air-cooled engines and locks, first 
offered by any replacement valve manufac- 
turer. Lists replacement valves for leading 
manufacturers of engines used for powering 
lawnmowers, garden tractors, mixers, con- 
veyors, pumps, combines, industrial engines, 
refrigeration units. Rich Mfg. Corp., 200 
Elm S8t., Battle Creek, Mich 


] PRESSURIZED COOLING SYSTEM 

—Servicing and maintenance of the 
pressurized cooling system is detailed in a 
booklet available from Stant Mfg. Co., 1620 
Columbia Ave., Connersville, Ind 


14 MOOG STREAMLINER -CATALOG— 

Carries exploded views, detail illus- 
trations and listings of leaf springs, main 
leaves, spring parts, shackles, shock links, 
tie rod ends, drag links. king bolts, coil 
springs and other coil action parts for cars 
and trucks. Moog Industries, Inc., 6450 Eas 
ton Ave., St. Louis 14, Mo 


14 1958 MUFFLER CATALOG SUPPLE- 

MENT—Lists high efficiency mufflers 
and dual exhaust equipment for each model 
of 1958 cars. Grand Automotive Products, 
2055 N. Ruby St., Melrose Park, Ill 
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] RADIATOR SERVICING EQUIP- 

MENT——A new 48-page book ‘‘Blue- 
print For Profits'’ explains big profits serv- 
icing radiators, explains the Inland method, 
illustrates and describes Inland equipment, 
free factory training school, payment plan, 
et Inland Mfg. Co 1108 Jackson Oe 
Omaha 2, Nebraska, 


] HAND CRIMPING TOOL—Descrip- 

tive circular. Strips and also crimps 
Rajah terminals to ignition cable. The Rajah 
Co., 35 Verona Ave., Newark, J. 


14 HANDY WALL CHART—Pictures 

and describes the proper way to lift 
all 1958 cars with a one-end bumper lift 
jack Blackhawk Mfg. Co., Dept. SAJ-25 
Milwaukee 46, Wis 


14 TIRE AND TUBE REPAIR MATE. 

RIALS are listed in this new 12-page 
catalog. Gives the complete line offered and 
also the stock numbers, quantity in package 
and the shipping weight Ace Rubber Co., 
P. O. Box 6147, Dallas, Texas 


15 TRANSMISSION JACK CATALOG— 

covering the complete line of automo 
tive and truck hydraulic transmission jacks 
Blackhawk Mfg. Co., Dept. SAJ-T1, Milwau 
kee 46, Wis 


] 5 SERVICE JACK CATALOG—desc - 

ing complete line of service jack 
from 1% through 20 tons. Blackhawk Mfc. 
Co., Dept. SAJ-S1, Milwaukee 46, Wis 


15 BLUEPRINT FOR PROFIT—A book 

let with case histories of dealers and 
shops who have increased profits servicing 
radiators. Information about necessary equip 
ment, tools and supplies needed to set up 
—Inland Mfg. Co., 1108 Jackson St., Omaha 


2, Neb 


15 MAKE MORE SALES ALL OVER 

THE LOT—Attractive 2-color folder 
shows how to increase gas, oil and TBA sales 
and turn new customers into steadies. Pull- 
man Vacuum Cleaner Corp., Dept P, 25 
Buick St., Boston 15, Mass 


1 5 BONDO PLASTIC FIBERGLASS 

PASTE DIRECTION FOLDER — 8 
pages of easy-to-follow, how-to-do a better 
body repair job with this ‘‘miracle body filler 
that hardens like rock.’’ Easily, quickly and 
conveniently applied Bondo permanently re- 
stores surface ‘‘like new'’ for automotive, 
marine and industrial repairs of metals, wood, 
stone and concrete. Bondo Div., Jaycee Chem- 
ical Corp., 1104 Forest Road, Northford, 
Conn. 


| SUGGESTED SHOP PRICES ON 

MACHINE SHOP OPERATIONS—A 
24-page booklet giving suggested shop prices 
on everything from align bore blocks to valve 
jobs. Prices represent average price gathered 
from jobbers in U. 8. and Canada. Van 
Norman Automotive Equipment Co., 8640 
Main St., Springfield 7, Mass. 


16 COMPLETE REBUILT LINE — A 

122-page catalog covering a complete 
line of top quality rebuilt products for auto- 
motive and tractor units is now available to 
both present and prospective users of the 
Kimeo line. For all information write Kimco 
Auto Products, 1520 Texas St., Memphis, 
Tenn 


16 BONDO SERVICE BOOKLET—IL- 

LUSTRATED—Describes in complete 
detail application and uses of plastic-fibre- 
glass filler for the auto body repair—show- 
ing different types of repair work and ad- 
vantages and how to save time on body work. 
Bondo Div., Jaycee Chemical Corp., North- 
ford, Conn 


16 TIRE TOOL CATALOG—Sheets show 
you the complete Ken Tool line giv 
ing specifications for each. Includes expla- 
nation of how and where each tool should be 
used to most profitable advantage. Ken Tool 
Mfg. Co., 768 E. North St., Akron, Ohio 
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165 SPARK PLUG SERVICE & INSTAL- 
LATION MANUAL, FORM 7K—18- 
page booklet gives type, construction, size, 
heat range, and service procedure of spark 
plugs. Also deals with spark plug tools and 
special installations, analyzes service condi- 
tions, gives hints for selling spark plugs, ete. 
Champion Spark Plug Co., Toledo, Ohio. 


] CYLINDER HEAD STOCK REMOV- 

AL CHART—A handy pocket size 
showing year and model of car, standard 
compression and the amount of cylinder head 
stock removal necessary to attain the in 
creased ratio. Storm-Vulcan, Inc., 2225 Bur- 
bank St., Dallas 35, Texas. 


16 1958 HEADLAMP AND SERVICING 

GUIDE—Includes information on fol- 
lowing: 4 headlamp systems, aiming instruc- 
tions, installation instructions, servicing di 
rectional signals, lamp specifications on all 
domestic and foreign cars and trucks. Tung- 
Sol Electric, Inc., 95 8th Ave., Newark, N. J. 


16 es GRINDER MANUAL 
colorful 8-page manual contain- 
ing rend construction and operation 
details of the new Storm-Vulcan model 15-A 
Crankshaft Grinder It is well illustrated 
for easy understanding, and describes fully 
the special features and advantages of the 
new 15-A Crankshaft Grinder designed for 
fast production and precision. Storm-Vulcan, 
Inc., 2225 Burbank St., Dallas 35, Texas 


172 A-1919 FUEL PUMP SHOP MAN. 
UAL— Contains the operation, test 
ing, repair, installation and removal of fuel 
and vacuum pumps. D. Dwyer, AC Spark 
Plug Div Flint 2, Mich 


17 HYDRAULIC PARTS—Complete mas 

ter catalog of the complete line of 
Kis hydraulic parts. Lists and illustrates the 
complete line of repair kits, hoses, stop-light 
switches, brake-master and wheel assemblies 
Information complete up to 1957. Eis Auto- 
motive Corp., Middletown, Conn. 


17 S a SPARK PLUG SHOP MAN- 

Contains inspection, cleaning 
and saotelintion procedures as well as spark 
plug heat range system. D. Dwyer, AC Spark 
Plug Division, Flint 2, Mich, 


17 AXLE SHAFT GUIDE—Valuable free 

guide gives causes and preventions of 
axle shaft failures. The U. S. Axle Co., Ine., 
Pottstown, Pa 


17 A-2356 SERVICE TIPS BOOKLET 

On spark plug removal and installa 
tion. D. Dwyer, AC Spark Plug Div., Flint 
2, Mich 


180 THE LAMSON NO. 56-A AUTOMO- 
TIVE CATALOG—Completely revised, 
illustrated reference book of fasteners used 
daily by automotive maintenance men includ 
ing Plated Cap Screws and Nuts—Brass Nuts, 
Expansion Plugs, Assortments, Brake Lining 
Fasteners, Bumper Bolts. Tapping Screws, 
Flat and Lock Washers, Truck Wheel Studs, 
Stove Bolts, Cotter Pins and many other 
items List prices, dimensions and carton 
quantities are given. Lamson & Sessions Co 
1971 W. 85th St., Cleveland 2, Ohio 


18] WHEEL COVER CATALOG NO. 57— 

Covers complete line of wheel covers 
in sizes to fit 14”, 15” and 16” wheels 
Namsco, Ine 333 3ist Ave.. Bellwood, Ill 


185 SERVICE ENGINEERING BRO. 

CHURE—A new brochure comprised 
of Service Engineering articles covering 
oil onal problems, ring problems, oil 
control problems peculiar to the modern high 
compression high vacuum engines, piston and 
piston ring nomenclature and several arti- 
cles on scuffed rings and how to avoid scuff- 
ing and scoring Perfect Circle Corp., Ha- 
gerstown, Ind 


18 FILTER CATALOG—offers details on 

complete line of oil, air, fuel and cool 
ing system filters. Lee Filter Corp., 43 River 
Road, N. Arlington, N. J 


18 BRAKE PRODUCTS—Booklet gives 

you 20 pages full information on how 
Raybestos products lick heat and wear prob- 
lems Includes the steps in the Ravbestos 
7-point brake check Raybestos Div., Bridge- 


18 ELECTRICAL TUNE-UP TESTING 
EQUIPMENT CATALOG NO. 100 
DB—Gives full information on each testing 
equipment item in the entire Herbrand line 
Includes details on such items as Power 
Timing Lights, Compression Gauges, Neon 
Tube Timing Lights, Tachometers and others 
Herbrand Div Fremont, Ohio 


18 GENERAL PAINTING INSTRUC- 

TIONS—Form 5723 covers finishing 
of passenger cars or commercial vehicles in 
lacquer or enamel finish. Gives full details 
for any surface including preparation of 
same. Ditzler Color Division, 8000 W. Chi- 
eago Ave., Detroit 4, Mich. 


19 DOPE SHEET—tTells how to get best 

results from Arco 45, fast air-dry 
enamel. Proper application methods are dis- 
cussed to assure excellent product perform- 
ance. The Arco OCo., 7301 Bessemer Ave., 
Cleveland 27, Ohio. 


1 9 WIRE AND CABLE CATALOG—A 

condensed catalog of electric wire and 
cable, complete with specifications for al 
passenger cars. The Electric Auto-Lite Co., 
Toledo 1, Ohio. 


19 TWIN POST LIFT WHEEL ALIGN- 

MENT OUTFIT—lIllustrated 8-page 
catalog, shows how this equipment does not 
limit floor space, shows how anyone can do 
wheel alignment and points out fast reading 
advantages. Weaver Mfg. Co., Springfield, Ill 


19 1958 SALES ‘‘PORTFOLIO’’—Con 

tains catalog sheets on YANKEE’S 
new ‘‘Duet Series’’ Mirrors, Boat Trailer 
ead and Water Ski Mirror, All-Chrome 
Truck Mirrors, mirrors for foreign and sports 
cars, and other service items Kalamazoo 
punched for filing Yankee Metal Products 
Corp., Norwalk, Conn 


] AIR COMPRESSOR CATALOG - 

Twenty-page catalog gives deiailed 
instructions on how to select a compressor 
Also includes specifications and information 
on various types of compressors compone nts 
and accessories Ask for Catalog No. 734-2 
Weaver Mfg. Co., Springfield, Ill 


19 SPARK PLUGS—Condensed four-page 
specification folder for passenger cars 
including 1958 models. The Electric Auto 


Lite Co., Toledo 1, Ohio 


19 SERVICE JACK CATALOG PAGE 

Model WA-66, 1%4-ton and 14,-ton 
service jacks are fully described. Light weight 
of these models makes them ideal for road 
service trucks and away from shop service 
Includes complete specifications Weaver 
Mfg. Co., Springfield, I) 


20 COOLING SYSTEM CARE BULLE- 


TIN is designed for posting in the 
service station to guide station attendants in 
preparing cars for summer driving During 
the hot vacation months, cooling system care 
is vitally important to the car owner and can 
be a most profitable service for the station 
Warner-Patterson Co 600 S 


operator 
Chicago, Ill 


Michigan Ave., 


20 HOW TO INCREASE ENGINE LIFE 

—JIllustrated booklet tells how to 
reduce wear to moving parts and insure bet 
ter performance from automobiles or trucks 
by explaining the air filter—the vital piece of 
equipment through which an engine breathes 
Fram Corp., Rumford Post Office, Providence 
16, R 


2 THE SERVICE STORY ON SHOCK 

ABSORBERS—Handbook points out 
that one of every four cars on the road is in 
need of some kind of shock absorber service 
It illustrates proper servicing proc edures, in 
cluding importance of periodic inspection 
shock absorbers on air suspension cars. It is 
designed to simplify shock absorber installa 
tions. United Motors Service Div., 3044 W 
Grand Blvd., Detroit 2, Mich 


2| COLUMBUS SHOCK ABSORBERS— 
Complete catalog of Luxury-Ride and 
Velvet-Ride lines, including type needed for 
front and rear of each make, year and model 
car—plus numerical parts listing, installa 
tion bushings and washer’ information 
Heckethorn Mfg. & Supply Co Dyersburg, 
Tenn 


21 SHOCK ABSORBER CATALOG NO. 

320-T-A—-A 16-page listing by num- 
bers or by makes shock absorbers for every 
automotive need—passenger cars, and some 
trucks. Monroe Auto Equipment Co., Mon 
roe, Mich 


21 THE WHYS AND HOWS OF VOLT- 

AGE REGULATORS—Explains in 
simple language, every detail of Voltage Reg 
ulators—how they work, why they are im 
portant, how to adjust and service them. In 
16-page handy pocket size edition, with many 
working drawings to clarify and illustrate 
the text Standard Motor Products, Inc., 
87-18 Northern Blvd., Long Island City 1, 
N. Y 
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Valve Seat Grinders, Electric Drills, Hole 25 REVOLVING LIGHTS — Colorful 

¥ Saws, Electric Bench and Portable Grinders, brochure describes in detail the re- 
iaeoaee Wire Wheel Brushes. Flexible Shaft Ma- volving colored lights for use on wreckers, 
chines, Electric Sanders, Abrasive Discs, ambulances and other emergency vehicles 

Electric Polishers, Electric Impact Wrenches, Trippe Mfg. Co., 133 N. Jefferson St., Chi 


Electric Saws and Plat Sanders. Albertson & cago, Il. : 
Company, Inc., 3100 Lowell Avenue, Sioux 
City 2, Iowa. “WHAT YOU SHOULD KNOW 


. : 253 ABOUT SCOPES’’—brochure answers 
FREE! 23 TUNE UP BOOKLET—20 page book all your questions such as ‘‘How dependable 
let answers such qyectons | as ‘‘What are scopes!'’ Gives information you should 
should engine tune-up do! and Where to know beiore buying scopes. Allen B. DuMont 
start Also includes explanation fuel system, Labs.. Inc Automotive Equipment Div. 760 
carburetor and a check-list for a complete en Bioemfiela Ave. G lifton, N 
gine tune-up. Form 3759, Advertising Depart ° 
- - ment, Carter Carburetor Div., ACF Ind., 2840 MASTER B 
o¢ — Facts . a . : RAKE SERVICE GUIDE 
216 acy J pe Pg enn pom pore N. Spring Ave., St. Louis, Mo 25 —Contains fully illustrated, step-by- 
tion parts differ from others and why they NEW MUFFLER TOOL INFORMA- step instructions for adjusting and relining 
are needed. ‘"BEHIND THE SCENES'” de- aan ile. eel ae ec antien the twenty different types of hydraulic whee 
scribes how long life, peak pe rformance rwdhe without of chisels, saws or torches. Made of ‘ d : vec a> ean © nget World B igh Div 
built into heavy duty ignition parts. Written light weight construction, it fits from 1% mec ium trucks anc uses orld Bestos Div 
in non-technical language. STANDARD MO- to 2%" pipe. Muffler Products Corp 2808 P. O. Box 346, New Castle, Ind 
Long Island Oity 1, N.Y.” Crawford, Houston 4, Texas TOOL CATALOG ‘‘W’'—112 pag 
song Islanc ) 7. ; 2 pages 
HOW TO AVOID AXLE SHAFT 22 gives pictures, description and specifi 
23 FAILURE—wWall!l chart shows how to cations of the complete Snap-On-Tool line of 


merchandise. Snap-On Tools Corp., Kenosha 
Wis 


21 ROUGH IDLING—CAUSE AND COR- 
RECTION—4-page bulletin lists com- avoid axle shaft failures in passenger and 
mon causes of rough idling and points out commercial vehicles It pictorially presents 
—— eee oe > taken tag the common faults responsible for most axle 
pan me ta of how and why gum forms %s shaft breakdowns, dividing them into two 25 FRIGETTE AUTOMOTIVE AIR CON. 
Corpureue .~ what steps are ne essary bo categories, mechanical faults and human DITIONING MERCHANDISER and 
remove gum deposits. Gumout Division, 2690 faults. The U. 8. Axle Co.. In Pottstown other literature available upon request 
Lisbon Rd., Cleveland 4, Ohio Pa. Frigiquip Corp., P. O. Box 7205, Oklahoma 
Oity, Okla, 
a a ee 235 THE, TRUTH ABOUT TUBELESS 
oe bas New illustrated ——— descri es TIRE REPAIR—Booklet based on 25 RUBBER PRODUCTS — A con 
olen ged = tec pgp Mckee godben 200,000 actual on-the-road test miles. Ex- densed catalog designed for parts 
rethe 1 Spec c se } ers i c exac . > . - - y ¥ 
_- OrRgvEN BP —*- - plains in detail the things that happen to a reference work just released It contains 
applications of BASI¢ MAT HED SETS for tubeless tire when it is punctured and de handy simplified identification and illustra 
= popular makes Bar tractors and trucks scribes the only safe, sure method of repair tions of floor mats, pedal pads, motor mounts 
Dally Slee T Associates, 2816 Commerce St., $y reading this booklet and making the re and rubber bushings. Doan Mfg. Co., 1725 
allas 26, texas pairs as described in it, you can guarantee London Road, Cleveland 12, Ohio 
that your patch will last the life of the tire 
22 HYDRAULIC JACK REPAIR KITS H. B. Egan Mfg. Co., P. 0. Box 1406, Mus WHEEL ALIGNMENT — Catalogs 
are explained in detail in a new illus kogee, Okla 25 specification charts, price lists. J. H 
trated folder on JACK PACK hydraulic jack Seno ie uipment Pay 5430 Tweedy Bivd 
ag R -- For or oe copy” — — 23 INSTALLATION OF SHOCK AB- South Gate, Calif ‘ , 
Abe: Pihegge : ‘alif 2115 Marianna Ave., Los SORBERS—Detailed instructions for 
BgSws Ss, Van the removal and installation of direct action PROFIT WITH ACRYLIC FINISH- 
‘WH PRIC AL — shock absorbers. Stem and loop end types ING—Two pages describe the only 
222 AT RICE QUALITY”’—Rea for both leaf and coil spring installations complete Acrylic Intermixing System that is 


a og ® i Ty Fer QUaLiry — Monroe Auto Equipment Co., Monroe, Mich now available. The system includes basic 
" 2 8 : tinting colors, Mix-O-Matic color machine and 
parts Written in non technical leamnans 


Standard Motor Products, Inc., 37-18 North 
ern Blvd., Long Island 1, N. Y 


the story of the making of quality ignition 24 BRAKE SERVICE MANUAL—A 16 three agitator storage units. Zac-Lac Paint & 
page booklet giving complete instruc Lacquer Corp 350 Simpson St. N.W., At 

tions cn servicing and installation of brake lanta, Ga 

shoe assemblies in domestic and foreign pas 


senger car and truck brake assemblies. Imco 26 OIL FILTER SELLING AIDS—Wix 


22 DEGREASING EQUIPMENT AND Mfg. & Sales Co., 10 E. Lafayette Ave., Bal O-Matic the guide to extra profits in 


CLEANING COMPOUNDS—Full in- timore 2, Md 1 filt wees i . weveledl > wen 
formation included in our catalog sheets for a Mn hy widen ng conde ge eed men 
> . > : 2 P sage rs chandis yr concep eat £ 
rider Faye ggg a g. S. 24 HOW TO SELL MORE OIL, OIL trolled inventory, guaranteed sales, perpetual 
lis. wine, Sasi 1. si . FILTERS, LUBRICATIONS & TBA stock control. Dial-O-Matic cartridge selec 
; : ITEMS—12-page illustrated booklet gives tor, cartridge installation charge guide, deal 
profitable tips on increasing your sales and er franchise, plus choice of two eye-catching 
22 AIR CONDITIONING FOR FOREIGN making every customer a happy customer money making merchandisers floor cabinet 
CARS—! amphlets give all specifica Pullman Vacuum Cleaner Corp., 25 Buick St or wall rack. Ask for brochure giving com 
tions on air conditioning units for all MG Joston 15, Mass plete details. Wix Corp., Gastonia, N 
was Renault and Volkswagen Each unit 


cus signe F itte Artic-Ka 3922 . 
secowe Tug at ~ Ae eacaala 246 ARMATURE TOOLS—Catalog sheet 393 BRAKE LINING—A new | 18-page 
P : — as gives full details on hand operated condensed catalog listing brake lining 
- = armature undercutter and armature turning recommendations for all popular passenger 
22 THE CAMEL COOLIE VENTI- tools. Also includes feature of growlers and cars, commercial cars, etc. Vehicles are listed 
LATED SPRING CUSHION four- testers, distributor holding clamps, armature by year and model. Recommendations are 
color catalog page is now available This vise jaw pads and generator pulley puller made both for riveted and for bonded lining 
~~ Leagan 1 Be — r, br me = Newnan Machine Co.. P. O Hh. 737. Provi World Bestos Corp., P. O. Box 846, New 
a welcome adc ion 0 1e ame 1e > ce > s , ‘ 
Egan Mfg. Co... Muskogee, Okla den 1, R.1 Castl ind 


: TRI ARMATUR UNDER- 3 RTS 
7a Se 5888 See a 247 Corren. AND PoLE  sHozE 336 caTazoa ~~ or saeaee oe 
shows how hooking up the bearing oll SPREADER are described in this catalog contains complete listings of all Filko Igni- 
leak detector reveals internal engine condi sheet. Available from Newnan Machine Co tion Replacement Parts for practically every 
tions, uncovers main, rod or cam_ bearing P. O. Box 737, Providence 1, R. I make and model of car, truck, bus and trac 
wear, plugged oilways, starved bearings be tor. New simplified listings make the new 
fore tes g the engine. Also describes . : ‘ ——- ware 
on re Soe Se See sane ave 248 “BRINGS YOU A 100% PROFIT— Filko Catalog exceptionally easy to use. F & 
haul and pre-lubricates moving parts before Catalog sheet describes rubber brake B Mfg Co. 4248 W. Chicago Avenue, Chi 
turning over the engine. Illustrates two sizes adjusting hole covers and the attractive dis ago 51, Il 
with maintained oil pressure—one for cars play cards on which they are mounted, The —_ 
one for larger truck engines. Federal-Mogul plugs are easily sold with each grease job 36] NEW ‘‘QUICK REFERENCE GAS 
Service, 11031 Shoemaker, Detroit 13, Mich and fits all models of cars and trucks using KET CATALOG Complete, easy-to 
tendix brakes. Newnan Machine Co P. O listings of Fel-Pro Gaskets for practi 


2? FUEL PUMP TROUBLE SHOOTING sox 737, Providence 1, R. I cally all m¢ and models of cave, Grucks 
Clearly describes and __ illustrates tractors, buse et ew cataloging style 
correct procedure for testing fuel and vacuum 25 FUEL PRESSURE REGULATORS makes gask selection simple and oany 
pumps, and how to use properly a fuel pump Informative folder answers such Write fo free copy today. Felt Prod 
pressure gauge Four page pamphlet also in questions as ‘‘What is fuel pressure regula icts Mfg 08 Carroll Ave., Chicago 7 
cludes complete fuel pump pressure specifi tor Why do I need one Why isn't it Il 
cations and car application data. Kem Mfg original equipment'’, and ‘‘Is it guaranteed 
Co., 20-21 Wagaraw Rd., Fair Lawn, N. J Milesmaster, Inc 1550 E. 74th Place, Chie 36 AUTOMOTIVE SAFETY LIGHTING 
ago 19, Ill DEVICES 4 new automotive cata 
ENVELOPE STUFFER— Describes in log illustrating reflectors, directional signals 
22 detail the starting fluid, fire extin NEW EATON CAP CATALOG tail lights, stop lights, armored clearance 
guisher, spot remover and penetrating oil 25 Illustrating and describing Eaton lamps and safety reflector flares— all heavy 
now available from Spray Products Corp., radiator pressure caps, fuel tank caps, locking duty equipment, designed and built for com 
P. O. Box 584, Camden 1, N. J gas caps, oil filler caps and the new Eaton mercial truck and bus use. Grote Mfg. ¢ 
ap and cooling system tester. Also catalog Bellevue, Ky 
SIOUX TOOLS—New Catalog No. 58 sheet showing special cap combination offers 
23 Sixty pages. New items include Air and new Eaton cap merchandiser display 37 EMEROL MFG. CO - Complete 
Impact Wrenches, Air Screwdrivers, Valve rack which acts as an ‘‘automatic cap sales printed information on entire line 
Cleaners, All-Angle Drill Kit, Electric Screw man and saves time in checking inventory Marvel Mystery Oil, Marvel Inverse Top Cy! 
driver sets, and Pelican Nut Accumulators for and ordering fastest moving items. Eaton inder Oiler Hi-Rey Motor Tune-Up Oil 
use with impact wrenches. Also complete in Mfg. Co., Stamping Div., 17877 St. Clair Ave Shows uses, prices, description, dealer in 
formation on Valve Face Grinding Machines Cleveland 10, Ohio formation. P. O. Box 871, Port Chester, N. ¥ 
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900—Air Conditioners 


Contemporary case styling to give 
its “Model 50-UD” under-dash air 
conditioner (top photo) the appear- 
ance of being a part of the car, plus 4 
die-cast chromium-plated air direc- 
tion outlets, which, when properly 
set, reportedly provide equalized 
whole-car “four-corner” cooling, have 
been announced by Frigikar Corp., 
1602 Cochran, Dalas, Texas. 

By setting dial on front of the case, 
driving in congested city traffic can 
be as cool as highway driving, it was 
claimed, because of a 20% increase 
in compressor capacity at low car 
Ss Ss. 
Rear package tray unit, “Model 59- 





BPT” (bottom photo) has been re- 
designed to fit all makes and models 
of American cars having luggage 
compartments. Both front and rear 





re 2? AA for Jobber Salesmen 


Seat Cushions 


free Mitchell Dealer Display Rack 


Jobber salesmen can now offer their dealers a 
new, improved Mitchell Seat Cushion display rack 


in reasonable quan- 
tities, is this Mitchell 
Seat Cushion Sales 
Manual, to hel 
dealers move a vol- 
ume of cushions! 


FREE with the Money-Maker Display Package . . . a 
ten cushion offer that every dealer will want. 


free Poly Bag Packaging 
for every Mitchell cushion 


New this year . . . and exclusively MITCHELL . . . is 
the packaging of every Mitchell Seat Cushion in 
an attractive poly bag, at NO ADDITIONAL COST. 


PLACE YOUR SUMMER DATING ORDER WOW/ 


MITCHELL MANUFACTURING COMPANY 


World's Largest Maker of Auto Seat Cushions 
FORT SMITH, ARKANSAS 


Want more facts? Use Reader Service Card Page 135 





NEW PRODUCTS 


AND CATALOGS 


units may be installed easily and 
quickly in either new cars or on an 
owner’s present car, the manufactur- 
er said. Also available is the “59- 
Dual Frigiking,” combining under- 
dash and rear units in the same ve- 
hicle, using twin evaporators and a 
single compressor for limousines, am- 
bulances, etc. 

Want more info? Use coupon on 

page 135 and you will get it! 


901—Starter Switch 


Even accidental circuits from wrong 
connections reportedly will not dam- 
age a remote starter switch, the 
“Power Button,” introduced by Fox 
Valley Instrument Co., Straits High- 
way, Cheboygan, Mich. 

Heavy 5’ leads with insulated clips 
enable device to rotate or position 
engine easily from under hood or 
under car. Complete instructions are 
included in the package. 

Want more info? Use coupon on 

page 135 and you will get it! 


902—Alignment Line 


Listing its complete line of wheel- 
aligning and wheel-balancing acces- 
sories and supplies, a revised catalog 
published by John Bean Division of 
Food Machinery and Chemical Corp., 
Lansing 4, Mich., includes tools for 
late-model cars and introduces the 
rear-wheel chock, designed especially 
for aligner operators working in pits. 

The 12-page publication, “L-1615,” 
covers passenger-car and_ truck 
wheel-balancing weights, a variety of 
caster shims, camber too] sets, toe-in 
gauges, wheel spreaders and an as- 
sortment of correction and installation 
tools. 

Want more info? Use coupon on 

page 135 and you will get it! 
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If you’re tuning engines 
without tuning automatic 
transmissions...you're working 
for half-profits 


Every good mechanic knows that you can’t 
properly tune up an engine without tuning the 
automatic transmission, too. The mechanic 
who tunes up one without tuning up the other, 
endangers his good service reputation—cuts his 
potential profit in half. 


With Thompson Products’ complete line of 
automatic transmission parts, any mechanic 
who can service an engine can now perform 75% 
of all automatic transmission repair work. See 
your Thompson Products’ jobber today and 
start getting your share of high-profit automatic 
transmission income. 


SOLD THRU THE WORLD'S FINEST JOBBERS 


Thompson Products Replacement Division 


Thompson Ramo Wooldridge inc. 
Cleveland 3, Ohio 
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903—Power-Brake Unit 


A line of power-brake units to fit 
all popular models of late cars, and 
some as far back as 1952, with dash- 
or firewall-mounted master cylinders, 
has been introduced by Airtex Prod- 
ucts, Inc., Fairfield, Il. 

Because of its design, the brake 
system will operate normally even if 
“Powr-Brake” unit were to become 
inoperative, the manufacturer said. 
Installation reportedly requires less 
than one hour with ordinary hand 
tools and no line bleeding. Unit 
weighs 10 lbs. and fits between fire- 
wall and the master cylinder. 

Want more info? Use coupon on 

page 135 and you will get it! 


904—Clean-Out Kit 


For improved carburetor mainte- 
nance, a clean-out kit designed spe- 
cifically for on-the-engine Rochester 
GM carburetor maintenance in con- 
nection with engine tune-ups has 
been announced by Rochester Prod- 
ucts Division, General Motors Corp., 
Rochester 3, N. Y 

Containing a needle and seat as- 
sembly, pump plunger, float gauge, 
necessary clips, choke stat cover gas- 
ket, air horn gasket and complete in- 
struction, kit also features a 4-oz. can 
of newly-developed compound for 
cleaning exterior surfaces of the car- 
buretor. To be marketed under the 
name “Kleanout Kit,” it will be 





Sa Re TE eT Reba 


+ time for Spring & 
Cap Inspection 


iS 


pear 


With a Stant T-250 Precision Cooling System 
Tester you can prepare cars and trucks for summer 
operation to prevent overheating and water loss. 
With it or the Stant CT-245 Cap Tester you can 
show customers defective caps. Get the new low 
net price on Spring Kit 2500K, shown below. 


Write for catalog to 


STANT MANUFACTURING CO., INC. 
Connersville, Indiana 


. ++ naming your jobber. 


used on America's Finest Automobiles as 
Standard Equipment for a generation 


Want more facts? Use Reader Service Card Page 135 





avelittiie through GM’s United Mo- 
tors Service Division outlets. 
Want more info? Use coupon on 
page 135 and you will get it! 


905—Anti-Fog Compound 


When applied to the inside of 
windshields, on rear-view mirrors, or 
other glass, “Fog-Gard,” announced 
by Dalbert Gard & Associates, 2760 
W. 8th St., Los Angeles 5, Calif., re- 
portedly prevents clouding when 
windows are closed, cleans all types 
of glass or plastic and also prevents 
dust from adhering. 

The silicated, lanolin compound in 
stick form may be used on boat wind- 
shields for flattening spray, and on 
trailer windows, shop safety shields, 
etc. To apply, a series of crossmarks 
are made and surface is wiped clean 
with a dry cloth. Each stick is packed 
with directions on the label in a fric- 
tion cap plastic tube. 

Want more info? Use coupon on 

page 135 and you will get it! 


906—Flioor Mats 


Carpet-textured ‘“Automats,”  re- 
placement car mats in blue, green, 
gray and black, made of simulated 
deep-pile textured “live” rubber, 
have been announced by Ace Rubber 
Products, Inc, i100 Beech St., Akron, 
Oo 


Vacuum-molded method over exact 
duplicates of the front and rear forms 
of various makes and models of cars 
reportedly assures sure fitting with- 
out need of cutting or slitting. 

Want more info? Use coupon on 

page 135 and you will get it! 


907—Wall Chart 


A 16-page, flip-sheet wall chart 
of tune-up specifications and original 
equipment tune-up parts listings on 
batteries (voltage and ground); spark 
plug gap; distributor rotation; point 
gap and cam angle; ignition timing; 
timing mark location; firing order; 
idle speed (standard and automatic 
transmission); fuel pump pressure, 
and regulator operating voltage range, 
has been published by Automotive 
Electric Association, 16223 Meyers, 
Detroit, Mich. The back cover features 
a graphic table for engine firing 
orders, cylinder numbering arrange- 
ments and ignition timing mark 
locations. 

This is available 
distributors. 

Want more info? Use coupon on 

page 135 and you will get it! 

(More New Products on page 146) 


through AEA 
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“‘Penny ante”’ sales 
mean 

‘“‘penny ante”’ profits 
Push Your 


Big Profit Line— 
DELCO 
Batteries 


“Small item” selling is fine, but there’s a quicker way to fatten 
the till. Push Delco Dry Charge batteries and get in on the really 
big money. 
~~ Nearly 25,000,000 replacement batteries are sold every year. 
Get your share of this profitable market with Delco! 

Almost half the cars on the road come factory equipped with 
Delco batteries. It’s natural for owners to ask for Deico when it’s 
time to replace. 

Delco DC’s offer the freshest power money can buy. 

They’re backed by the strongest battery advertising in the 
business. Put Delco out front in your sales department. Then watch 
the profits roll in. Get all the facts from your United Motors distributor. 


Quality built by Delco-Remy distributed nationally through UMS =| General Motors STARTS with Delco Batteries 
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HOOD-RAISING 


Starting March 15th, the full radio 
alert motorists 
It’s part of the fabulous 


FRAM SILVER ANNIVERSARY 
*60,000.00 TREASURE HUNT! 


Day after day, radio messages 
will boom out over nation- 
wide network stations... telling 
drivers that their filters may 

be worth $1,000.00 in cash! 


Customers will be in to see 
you for a filter check! 


If you find a Treasure Hunt 
Cartridge, you will get cash up 
to $1,000.00 . . . and so 

will your customer... 

your wholesaler salesman! 





Want more facts? Use Reader Service Card Page 135 


Any car that drives into your station 
may be a FRAM Treasure Car! 


10,000 SECRETLY TAGGED 
FRAM Oil and Air Filter Cartridges 
were installed in old and new cars 
during regular servicing. 


(qm FILTERS PAY UP TO 
$1,000.00—if tagged like this! 
Numbers on tags do not denote prizes. 
Each tag has a predetermined value— 


based on a drawing supervised by 
bank officials. Values are: $1,000.00, 
$500.00, $100.00, $50.00, $10.00, 
$5.00, $1.00. 


WHEN YOU FIND A WIN- 
NER, do this: (1) Detach Treasure 
Hunt Tag (2) Mail to FRAM with 
your name—your customer’s name— 
and your wholesaler salesman’s name. 


FRAM WILL GIVE YOU the 
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RADIO BLAST! 


networks of CBS and Mutual 
to see you now! 





THIS SALES-STIMULATING ACTION, 


launched in FRAM’s Silver Anniversary Year, is only part of 
one of the most aggressive continuous Advertising and Selling 
Programs in the accessory field! 


NATIONAL MAGAZINES! Dominant FRAM advertise- 
ments point to the importance of changing both oil filters 
and air filters NOW. 


INTENSIVE OUTDOOR! Giant billboards, in high traffic 
areas coast to coast are constantly building filter sales for 
FRAM Dealers. 


SPECIAL PROMOTION! New and exciting sales-making 
promotions and materials are continuously furnished to 
FRAM Dealers. FRAM’s Silver Anniversary D-8 Promotion, 
for example, offers you luxurious Orlon and Lambs Wool 
Sweaters at no cost—to award as prizes in an Oil and Filter 
Change Drive among your own men! And FRAM furnishes 
FREE SALES RECORD CHART and full instructions for a 
simple, easy-to-run promotion. 








For details see your FRAM wholesaler’s salesman, or write 
to FRAM. 

















cash amount already assigned tothe CHECK EVERY CAR! The 
cartridge you find—up to $1,000.00! next one in your drive may be a 
The car owner will get the same __ big cash winner. Start now—the 
amount—so will your wholesaler “Hunt” ends June 30, 1959, and 
, , : 
salesman is subject to Federal, state and STOCK UP ON 


local laws and regulations. 
YOU CAN’T LOSE! Whether 
or not you find a winning tag, you’re 
bound to get all the extra sales built FRAM CORPORATION 


by this Treasure Hunt: added oil Providence 16, R. 1. 
changes, lube jobs and new oil and OIL AND AIR FILTERS 


air filter sales! 
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New 5-lb. can of 
Mac's Waterless 
Hand Cleaner slips 
right on dispenser. Here’s all you do: 


J. Turn can up- 
side down and 
remove plug. 


2. Turn right side 
up and slip on 
dispenser. 


3. Remove lid. Drop 
in follow-plate. 


4. Replace lid 
loosely. Dis- 
penser is ready 
to use. Always 
works. 
proof. 


Introductory offer: 
Twe 5-Ib. cans Mac’s Waterless Hand Cleaner 
and new slip-on dispenser $7.11 
Mac’s Waterless Hand Cleaner can be used 
with or without water. Contains Lanolin... 
won't dry skin. Your NAPA or company job- 
ber has it. Order now! 


SUPER GLOSS CG.. INC. 
Los Angeles 42, Calif, » Cincinnati 26, Ohio 


DON’T WAX IT, MAC’S IT! 


Want more facts? Use Reader Service Card Page 135 








New Products 
(Continued from page 142) 





908—Tailpipe Racks 


Constructed of AIM slotted angle 
steel, tailpipe racks in two designs— 
single entry for use against walls and 
double entry for open areas—both 
available in 5’ “starter” and 5’ “add- 
on” units, have been announced by 
Walker Mfg. Co. of Wisconsin, Ra- 
cine, Wis. 

Each single-entry section holds ap- 
proximately 75 pipes and the double- 


entry units hold approximately 150. 
Movable, threaded rod dividers pro- 
vide variable sections for each type. 
Offering stability without wall an- 
chors, racks can be assembled in 15 
minutes and may be disassembled 
and moved to any location. 

Want more info? Use coupon on 

page 135 and you will get it! 


909—Creeper 


An improved top-side mechanic’s 
creeper, “Model G-612,” which com- 
fortably projects mechanic over the 
fenders of back-opening hoods, or 
over the radiator of conventional 
front-opening hoods, putting hard-to- 
reach distributors, carburetors and 
firewall mounted controls within easy 
reach, has been announced by Grigg 
Specialty Tools, 8103 Marbrisa Ave., 
Huntington Park, Calif. 

New features include a convenient 
tool tray and a drop light switch. 
Safety features include non-tilt tri- 
pod construction, 3 mounting steps 
and hand rails. Said to be easily 
maneuverable by swivel method, 
“Model G-612” is raised in 6 stages 
from a closed position’ of 40° to a 
fully-extended height of 52”. 

Want more info? Use coupon on 

page 135 and you will get it! 


910—Electric Converter 


“Trav-Electric’” converter, said to 
supply 110 volts AC for operating 
various types of electrical appliances 
from car battery, has been introduced 
by Terado Co., 1068 Raymond Ave., 
St. Paul, Minn. 

Units plug into cigar lighter and 
are available in a variety of cases and 
capacities ranging from 15 to 200 
watts output. 

Want more info? Use coupon on 

page 135 and you will get it! 


911—Crack Finder 


For locating cracks in cylinder 
heads, motor blocks and cylinder 
liners, the “MF-100” portable mag- 
netic crack finder, introduced by 
Versnick Mfg. Co., Inc., Madisonville, 
Ky., also helps motor rebuilders to 
discover cracks in tools, machinery, 
castings, forgings, steering knuckles, 
spindles and crankshafts. 

Kit, which consists of a_ trans- 
former, magnetic yoke, metallic 
powder, powder dispenser, connect- 
ing wires and carrying case, operates 
from any 110-volt, AC outlet. The 
magnetic yoke is placed across the 
suspected area and metallic powder 
sprayed between the poles of the 
yoke. The view-finder light clearly 
defines the magnetized area, since ad- 
hering particles of the powder will 
show the crack. The unit reportedly 
locates even small cracks not normal- 
ly visible. 

Want more info? Use coupon on 

page 135 and you will get it! 


912—Battery Charger 


A “new look” in design, plus a cell 
balance test system which reportedly 
provides the best and simplest “on- 
the-spot” test yet developed, has been 
announced by Christie Electric Corp., 
3410 West 67th St., Los Angeles 43, 
Calif., for its “Model QT’—one of 
a line of fast battery charger-testers. 

Both “open circuit” and “load” 
tests are applied to the battery, while 
self-adjusting charging system auto- 
matically adjusts to the rate of charge 
the battery can safely absorb. Testing 
and charging are done at the instru- 
ment panel. The silicone rectifier is 
guaranteed for 5 years and all other 
components for 2 years. 

Want more info? Use coupon on 

page 135 and you will get it! 


913—Cylinder Tester 


Difficult-to-diagnose engine mal- 
functions are said to be easily and 
quickly localized with the “J 7412” 
cylinder balance tester announced by 
Kent-Moore Organization, Inc., 28635 
Mound Road, Warren, Mich. 

With the tool, numerous engine 
tests which would normally require 


a considerable amount of work can 
be performed in a comparatively 
short time, it was claimed. Tester 
leads are connected directly to dis- 
tributor and spark plugs, and in a 
matter of minutes, with the aid of a 
vacuum gauge and tachometer, test- 
ing procedures may be started by 
pushing buttons on the test unit. 
Want more info? Use coupon on 
page 135 and you will get it! 


SOUTHERN AUTOMOTIVE JOURNAL for March 19597 








small engine flywheel magneto 


IGNITION PARTS 


CONTACT SETS 
CONDENSERS 


for all popular model 
small engines - + ° 
This new Line of ECHLIN 
Ignition Parts can be 
stocked the Visumatic 
way. Ask your Jobber. 


Millions Use It . 
Experts Ghoans "W! 
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914—Flasher System 


Designed to provide warning in 
case of roadside emergencies, a 
flasher system which can be put into 
operation by a switch mounted on the 
instrument panel of cars and trucks 
has been introduced by Chevrolet 
Motor Division, General Motors 
Corp., General Motors Bldg., Detroit 
2, Mich. 

In operation, device flashes all 4 
front and rear directional signal 
lamps simultaneously. It serves as 
protection for motorists as well as a 
warning to oncoming traffic, the 
manufacturer said. 

Want more info? Use coupon on 

page 135 and you will get it! 


915—Air Conditioner 


Designed exclusively for 1957-58- 
59 Chrysler Corp. cars, “Cool Aire” 
air conditioners, announced by MoPar 
Division, Chrysler Motors Corp., 7000 
E. Eleven Mile Road, Center Line, 
Mich., reportedly feature easier in- 
stallation, needing no major altera- 
tions under the hood or in the front 
passenger compartment. 

Cooling coil fits under instrument 
panel and other components may be 
easily installed in space available un- 
der the hood, the manufacturer said. 
Air temperature is thermostatically 
controlled and three adjustable 
grilles can be rotated 360° to allow 
cool air to flow in any direction, or 





ota tool of the month 


an all use snap ring plier 
with replaceable points! 


INTERNAL 
SNAP-RING 
PLIER 
NO. AT-60 


EXTERNAL 
SNAP-RING 


NO. AT-61 


MECHANIC’S NET 


$B% 


INCLUDES 3 SETS 
REPLACEABLE POINTS 


EACH 
PLIER 


WRITE FOR NEW AUTOMATIC 


TRANSMISSION TOOL CATALOG T-S56 


Because of its replaceable and 
reversible tips, this is a life-time 
plier! It will save time and money 
for years to come. Just replace the 
tips—never buy a new plier. With 
both straight tips and angle tips 
these pliers are versatile, too, and 
permit easy access in close quar- 
ters. Full bright chrome plate, 
polished nose. This set is a must 
for work on automatic transmis- 
sions and power steering. Also 
has 1001 other uses. 


PLIER 








REPLACEABLE 
TIPS FOR 
ECONOMY— 
LONG 
LIFE 











THE BINGHAM HERBRAND CORPORATION, FREMONT, OHIO 
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several directions at once. When no 
cooling is desired, a clutch auto- 
matically disengages the system’s 
compressor. 
Want more info? Use coupon on 
page 135 and you will get it! 


916—Lights Accessory 


Automatically illuminating the 
word “lights” on its dial if the bright 
lights, dimmers or parking lights are 
on, an automotive accessory—the 
“Electronic Light-Minder,” said to be 
inexpensive and easy to install, has 
been introduced by the Unitron Corp., 
P. O. Box 235, Dade City, Fla. 

Want more info? Use coupon on 

page 135 and you will get it! 


917—Tapers, Masking Paper 


Offered initially in “Deal PTT,” 
apron tapers in two widths—15” and 
36”—and a lower-priced line of 
masking paper have been introduced 
by Minnesota Mining and Mfg. Co., 
900 Bush St., St. Paul 6, Minn. 

Tapers will accommodate a single 
roll or combination of masking paper 


rolls up to their limits, such as 6” 
and 9” rolls on the 15” machine, 12” 
and 24” rolls, or 6”, 9” and 18” rolls 
on the 36” machine. They feature 
easy conversion to double-edge tap- 
ing, it was claimed. The “Scotch” 
brand masking paper, formulated to 
meet the requirements of the auto- 
mobile refinish trade, is available in 
standard widths of 3”, 6”, 9”, 12”, 
18”, 24” and 36”. 

Want more info? Use coupon on 

page 135 and you will get it! 


918—Solvent 


Non-flammable and packaged in a 
pint-size can with squirt-spout, “Neo 
Met” has been introduced by Gunk 
Laboratories, Inc., 630 North Harlem 
Ave., River Forest, Ill., for easier 
and safer cleaning of electric motors, 
generators, armature commutators, 
dehydrating wet ignition parts, up- 
holstery spots and rubber cement. 

Want more info? Use coupon on 

page 135 and you will get it! 


SOUTHERN AUTOMOTIVE JOURNAL for March 1959 





COLD WEATHER 
UNCOVERS 
HOT PROSPECTS 
FOR 
caRB-AIRaTOR!: 


Rochester-GM CARB-AIRATOR 
Eliminates Stalling and Rough 
Idle Due to Winter Traffic Conditions! 





Carb-AlRator helps you warm up winter sales! Crawling traffic, 
ice-and-snow conditions build up underhood temperatures. But 
with Carb-Al Rator customers can stop rough idle, stalling and 
hard starting due to excessive heat. 








4 Carb-AlRator can be easily connected to the 
veowm tehe-of bb the covburcter Range d- This exclusive, new hot-idle compensator gives you a new profit 
rectly, or with a "T,” or installed in the intake i 3 ¢ : 
manifold. The temperature and air screws per- opportunity with any make of car or truck you tune up or service. 


mit quick, accurate adjustment. Carb-Al Rator automatically adds air to the engine and leans out 
over-rich mixtures caused by excessive operating temperatures 





under the hood. 


i Carb-AlRator has been proven successful on thousands of cars 
ef CARB-AIRATOR bain and trucks. It’s small, compact, easy to install and easy to 

adjust to exact operating conditions. Order Carb-AlRator from 
your nearby UMS Distributor today. Rochester Products Divi- 
: sion of General Motors, Rochester, New York. 


Stock Carb-AlRator, shown here in actual size. 
Order in quantity from your UMS Distributor. 
It's a hot sales item winter and summer. 











America's 

number one 
Original equipment 
carburetors 


ROCHESTER BURETORS 


2 
GENERAL MOTORS 
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919——Air, Electric Wrenches 


A %” air power wrench, weighing 
5% lbs., plus two electric power 
wrenches for automotive repair and 
maintenance, have been announced 
by Thor Power Tool Co., Aurora, III. 

The “WA12” air wrench has %” 
square drive. Over-all length is 65%” 
and spindle offset, 1 7/16”. Reverse 
control is at the back. Delivering 
1,000 blows a minute, tool features 
“power saver” impact mechanism 
with only 4 moving parts and built-in 
torque and speed regulator controls. 

Featuring a slide switch for revers- 
ing and a 7-lb. weight, the “WE12” 
electric wrench has a %” square 


= 


driver, %%” bolt capacity, 1 7/16” 


spindle offset and forward or reverse 
speed of 1,900 rpm. ~ 
A companion wrench, the “EW5A, 
incorporates a larger motor with 20% 
more power, heavy-section aluminum 
alloy housing and push-through re- 
versing switch for fingertip control. 
Want more info? Use coupon on 
page 135 and you will get it! 


920—Air Conditioners 


A complete line of air conditioners 
in 5 models—the “Imperial, ” “Royal,” 
“Custom,” “Climatrol” (trunk unit) 
and “Hot & Cold’—has been an- 
nounced by Climatic Air Sales, Inc., 
3030 Canton St., Dallas 26, Texas. 

Each unit has an electromagnetic 





CARS LOOKED LIKE THIS... 


— 
——— 


NJ 


ACME 
weoR 


When we first i. 
VALVE CORES & VALVE CAPS 


- B 


ACME has sold over 730 MILLION 
Cores and Caps, the equivalent of 
those used for Original Equipment. 


Our COMPLETE LINE of Tire Hardware 
is accepted by the trade the world over. 


nwowe 


vx QUALITY 
ye DEPENDABILITY 


vv PRECISION 
WORKMANSHIP 








ACME AIR APPLIANCE CO., INC. 


205 NEWMAN STREET ¢ HACKENSACK, N. J. 
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clutch for disengaging the compressor 
when it is needed and a thermostat. 
A combination of squirrel-cage twin 
blowers or twin fans is offered. The 
“Hot & Cold” is a combination heater 
and cooling unit. 

Want more info? Use coupon on 

page 135 and you will get it! 


921—Molding Clip Tool 


Measuring 544” over-all, “No. 440” 
molding clip installing tool, designed 
for late-model Chevrolets and Pon- 
tiacs, has been introduced by K-D 
Mfg. Co., 526 N. Plum St., Lancaster, 


Pa. Squeezing handles expands clip, 
holding it ir place. Jaws fit inside 
clip. 
Want more info? Use coupon on 
page 135 and you will get it! 


922—Tow Bar 


Passenger-car towing reportedly is 
a simple, one-man operation with the 
self-aligning, self-centering ‘““No-Mar” 
tow bar, said to eliminate completely 
chrome and paint damage, introduced 
by E. R. Buske Mfg. Co., Pocahontas, 
Iowa. 

Of tubular-steel construction, with 
rubber-coated, nylon-reinforced ad- 
justable slings, bar features a tele- 
scoping, rotating shaft that keeps the 
upper sling assembly in perfect align- 
ment with the vehicle being towed, 
the manufacturer said. Self-locking 
pin automatically locks tow bar in 
towing position. Three-way swivel 
head allows vehicle in tow to swivel 
while being towed over ruts and 
curbs, keeping even tension on both 
chains and slings. It also allows the 
lower bar of sling assembly to rotate, 
aligning hooks to the chains. When 
not in use, device can be carried in 
towing position, or folded against 
back of wrecker. 

Want more info? Use coupon on 

page 135 and you will get it! 


923—Carburetor Kit 


Kits containing all carburetor parts 
which road-tests revealed to be most 
susceptible to wear under normal 
operating conditions, plus a 4-oz. can 
of cleaner, have been introduced by 
United Motors Service, Division of 
General Motors, Detroit 2, Mich. 

Available for most  Rochester- 
carburetor-equipped cars, kits con- 
tain complete instructions to enable 
any general mechanic to perform the 
carburetor repair jobs. 

Want more info? Use coupon on 

page 135 and you will get it! 
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Looking tor Instont Oil Control 7 


Install... 
AMERICAN HAMMERED 


KROME-OIL 


with Stainless Steel 
Oil Rings 


Surveys show what you know—sludging 
and clogging are the main causes of oil 
ring failure. Krome-Oil ring sets with stain- 
less steel oil rings resist sludging and clog- 
ging. New material is the reason. 


Stainless steel—the new material in 
Krome-Oil sets—resists the corroding and 
pitting action of the gases in internal com- 
bustion engines (see below). The surface 
of the stainless steel expander stays clean 
and unpitted—carbon deposits and var- 
nish build-ups can’t get started. The oil 


vents don’t plug. 


Stainless steel oil rings are matched with 
pre-seated, chrome-plated compression 
rings. Both seat instantly. 


Try Krome-Oil on your next job, new or 
older model, regardless of cylinder condi- 
tion. Krome-Oil sets don’t fail. No come- 

backs. Try just one set 
and you'll see. 


Typical portion of American 
Hammered stainless steel oil ring 
expander after th ds of 
miles in service. Note how clean 
and unpitted its surface is. How 
open the oil vents. Stainless steel 
resists sludging and clogging— 
| licks the main causes of oil ring 
: failure. 


AMERICAN HAMMERED 


Automotive Replacement Division 


MUSKEGON, MICHIGAN 


A Division of Sealed Power Corporation 





SOUTHERN AUTOMOTIVE JOURNAL for March 1959 Want more facts? Use Reader Service Card Page 135 





924—Tubeless Repair Tools 


For the repair of holes in tubeless 
tires “from the outside in,” a set of 
hand tools announced by Gross Mfg. 
Co., 1711 S. California Ave., East 
Monorovia, Calif., reportedly elimi- 
nates a number of steps previously 
required in tubeless repair. 

Three plated tools—a probe, guide 
and plunger—supplied with kit, have 
unbreakable plastic handles. One 
size cap seal plug handles most nail 
hole repairs, whether truck or pas- 
senger tires, it was claimed. Plugs 
are of tough tire rubber and seal 
nail holes to prohibit escape of air 
and entry of moisture while the cap 
provides positive security. Utilizing 


road heat, a special lubricant com- 
pletes the system by vulcanizing a- 
round the plug. Easy access “squat 
can” speeds application, the manu- 
facturer said. 
Want more info? Use coupon on 
page 135 and you will get it! 


925—Bumper Jack 


Outstanding features of “Model 
WA-56” air-operated bumper lift 
jack, introduced by Weaver Mfg. Co., 
2166 South Ninth St., Springfield, IIL, 
include one-hand operation: air con- 
trol valve and safety lock release 
can be operated with one hand. 

Safety lock operates in 6 height 
locking positions. Saddle adjustment 





IMPERIAL JOBBER can 
make up FREON HOSE 


ASSEMBLIES... any 
size...any length! 


FOR... 


Automotive air conditioning 
Refrigerated trucks 
Pull-out units 

Overnight charging lines 
for dairy trucks 

Air conditioned buses 
Vibration absorption lines 


This is a heavy-duty hose designed 
for automotive air conditioning and 
other Freon applications — not to be 
confused with ordinary lightweight 
charging hose. Has minimum per- 
meation. 

Hose is supplied in coils . . . can 
be quickly made up to any length 
of line with desired end connections. 
Reusable couplings can be used over 
and over. 


Call your Imperial Jobber also for charg- 
ing end testing units, charging lines, and 
tube working tools. 


This is the stock your Jobber has 
to give you quick service. Con- 
tains 70 re-usable couplings in 
a steel cabinet, 50 ft. each of 3 
sizes of hose, 2 assembly man- 
drels, complete set of labels for 
couplings and hose. 


is from minimum of 19” inside to 
inside to maximum 56%” outside to 
outside. Forward reach of saddles is 
14%” from cylinder to front of 
saddles. The “WA-56” has a lifting 
stroke of 24”, making the saddle high 
point 32%” from a low of 8%”. 
Want more info? Use coupon on 
page 135 and you will get it! 


926—Rust Preventive 


A rust preventive in an aerosol 
can, announced by Buckeye Indus- 
tries, Inc., 870 East 140th St., Cleve- 
land 10, O., is said to be ideal for 
bumpers and chrome, providing a 
transparent film which adheres tight- 
ly to metal surfaces indefinitely be- 
cause of molecular magnetic attrac- 
tion to ferrous materials. 

“Buckrust” reportedly guards 
against winter and salt-water cor- 
rosion without adverse effect on 
painted (including acrylic) surfaces. 
Other advantages claimed are: it 
keeps spreading long after application 
on metal surfaces to give a uniform, 
self-healing film; it displaces water; 
repels dust and dirt, and its trans- 
parent film need not be removed for 
application of paint. 

Want more info? Use coupon on 

page 135 and you will get it! 


927—Ignition Parts 


A comprehensive line of ignition 
parts for small-engine flywheel mag- 
netos, announced by Echlin Mfg. Co., 
Branford, Conn., includes a new line 
of contact sets and condensers for 
flywheel magnetos used on all pop- 
ular power mowers, outboard motors, 
chain saws, etc. 

A 16-page, 2-color catalog (No. 
700”) lists a wide assortment of the 
ignition parts, cross-indexed by ap- 
plication to individual models of en- 
gines, as well as to the different 
types of magnetos. Also included is a 
listing of original equipment num- 
bers with the corresponding Echlin 
part number. 

Want more info? Use coupon on 

page 135 and you will get it! 


928—Engine Bearing Catalog 


Listings are given both alphabeti- 
cally and numerically in a “quick 
reference” engine bearing catalog, 
described as a time saver for jobbers 
and repair shops, published by De- 


THE IMPERIAL BRASS MFG. CO., Dept. SAJ-39 
6300 W. Howard St., Chicago 48, Ill. 
In Canada: 18 Hook Ave., Toronto, Ontario 


troit Aluminum & Brass Corp., 3975 

Christopher Ave., Detroit 11, Mich. 
Want more info? Use coupon on 
page 135 and you will get it! 
(More New Products on page 156) 
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In G-E SUBURBAN Headlamps . . . it’s the low beam 
filament on focus that provides the ‘spotlight’ effect! 





THERE'S TWICE AS MUCH LIGHT IN THE 
“SPOTLIGHT” AREA. There's more light 
farther ahead down the right side of the road, 
than with any previous two-headlamp system. 
Even if the oncoming car’s lights are aimed 
high, or if the other driver fails to ‘‘dim”, 
a pair of General Electric SUBURBAN 
Headlamps helps motorists see better beyond 
approaching cars when they're 75 to 200 feet 
apart. After passing, this extra light helps the 
driver recover his vision more quickly...and 
makes for safer night driving. 








IDENTICAL HEADLAMP NUMBERS DO 
NOT MEAN IDENTICAL PRODUCTS. The 
standardization of headlamp numbers 
applies on/y to nomenclature, mechanical 
interchangeability and service location on 
a car—and are not indicative of lighting 
results achieved, beam characteristics, nor 
internal construction features of the lamps. 
No other headlamp at this time uses an on- 
focus filament for the low beam, even 
though other headlamps may bear the same 
lamp identification numbers. 


G-E 6006 FOR 6-VOLT CARS 
G-E 6012 FOR 12-VOLT CARS 








AND HERE’S THE ADVERTISING AND PROMOTION SUPPORT THAT'LL 
HELP YOU SELL ’EM IN PAIRS 


Lt 17 LOOK] "G Suburban 


ILLUSTRATED 


rs 
Feogressive Farmer 


EADLAMPs 


MECHANIX dike 


SALES PRODUCING ADS — in big 
circulation magazines reach nearly 
all motorists. Tie-in, sell "em in 
ape and add to your profits 

y aiming each pair of G-E 
SUBURBAN Headlamps you sell. 


“SEE FOR YOURSELF” DEMON- 
STRATOR — Attractive, eye-catch- 
ing. Customers see ‘‘before’’ road 
scene, then lift up die-cut flap to 
see dramatic “‘spotlight’’ effect of 
G-E SUBURBAN Headlamps. 


BREAST-POCKET DEMONSTRATOR 
— Each man can wear one. Catches 
customers’ attention. Graphically 
demonstrates the many benefits of 
General Electric SUBURBAN 
Headlamps. 


WINDOW STREAMERS AND DE- 
CALS — 3-color streamer with 
DAY-GLO ink. Pressure-sensi- 
tive, 2-face decal in 3 colors. 
Fastened to windows or doors 
they flag customers’ attention. 


COMPLETE PACKAGES OF THESE SALES AIDS ARE AVAILABLE FROM YOUR G-E SUPPLIER TODAY! 
General Electric Co., Miniature Lamp Dept., Nela Park, Cleveland 12, Ohio 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 
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GET THIS GREAT NEW 
ere 


Spe te we 8 Me wy so. wh 


MONROE “NUT-CUTTER” CUTS EVERY 
SIZE NUT USED ON SHOCK ABSORBERS 
eeHAS DOZENS OF USES AROUND THE SHOP! 


This sensational new ‘“‘Nut-Cutter’’ is one of four 
fine tools you get free when you order a T-D-12 
assortment of 12 Monro-Matic Shock Absorbers. 


It’s just the thing for removing and installing 
shocks, and worth its weight in gold in work 
with tail pipes, mufflers, manifolds, body bolts. 
“‘Nut-Cutter”’ is the only tool of its kind that 
handles the full range of nut sizes up to 34” 
across flats. The working end is offset at a 
handy angle for minimum clearances. No other 
similar tool handles so easily in close quarters. 
On some of the most popular makes of cars, 
suspension members and other parts interfere 
with the use of ordinary tools, and shock 
absorber mountings can be reached only with 
the ‘‘Nut-Cutter’’. A really top quality tool— 
drop-forged from fine alloy steels... beauti- 
fully finished in bright cadmium plate. The 
Monroe “Nut-Cutter” belongs in every 
mechanic’s tool kit. 


EASY ACCESSIBILITY to normally hard-to- 
reach mountings is made possible by the 
special angle of ‘‘Nut-Cutter’s’’ working end. 


SQ) ~World’s largest maker of ride control products 





ec ee 
ombination wrench —! 4’ box 
and %%’ % 


‘ open end 
eB | 
©x end wrench — 4" and a 

6 
™ box ends. 
= 
m end extension —for easy 
installation of shocks 
Inside coi] Springs 


FOR THESE FREE TOOLS AND *SO ProFin 
FOR YOU...ORDER THIS T-D-12 ASSORTMENT 4 - 
OF 12 MOWRO-MATIC SHOCK ABSORBERS /ffigigg: 


=> 

Step 
2 

Six pairs of Monro-Matic shock absorbers to fit the o< 

most popular cars on the road. These are the famous, 

widely advertised shocks used on more makes of cars 

than any other—both as original equipment and 

replacements. Packed in a rugged shipper that 

doubles as a display carton. 


ORDER FROM YOUR 
JOBBER TODAY! 


Make this fabulous Monroe deal pay off 
for you right away...and put your free 
tools to work for extra profits! 


MONROE AUTO EQUIPMENT COMPANY. MONROE, MICHIGAN « In Canada « Monroe-Acme, Ltd., Toronto 








New Products 
(Continued from page 152) 





929—Polishing Compound 


Latest addition to the “No. 7” line 
of E. I. du Pont de Nemours & Co., 
Wilmington, Del., is “White Polishing 
Compound,” a paste cleaner designed 
for cleaning weathered and chalked 
car finishes. 

Described as considerably stronger 
than “Speedy Cleaner,” but not as 
strong as “Rubbing Compound,” prod- 
uct reportedly removes heavy traffic 
film and oxidized paint pigment and 


may be used on all colors and types 
of car paints. Said to be excellent 
for removing light scratches and 
stains, the moderately fine compound 
can be used to prepare a finish for 
a final coat of paste wax, or liquid 
glaze. 

Want more info? Use coupon on 

page 135 and you will get it! 


930—Car Trailer 


Weighing approximately 200 lbs. 
and capable of carrying up to a half- 
ton in weight at speeds over 100mph, 
the “Trail Caddy” has been announc- 
ed by Eubanks Industries, Inc., 2855 
East 11th Ave., Hialeah, Fla. 

Featuring a special axle developed 





luda Master Pict-()-Poem 


Switch to Mid ator 


Sludg-Master 
MAGIC ACID 


NEUTRALIZER 


for BIGGER PROFITS faster! 


ELIMINATES... 


ACID ACTION 


The Major Cause of Engine Wear 


IT’S NEW! 


ae 


Contains Nevtrene .. . 
the magic ingredient 
that quick as a wink... 
Nevtralizes harmful 
acids. . .keeps engines 
in the pink! 





Cuts friction .. . “plates out” 
on surface engine parts... 
Saves oil .. .Prevents rust. . . 
Insures quicker cold weather 
starts! 











WORKS TRUE! 


Dissolves carbon-sludge 
and gum faster than 
ever. . .Restores power 

+ -ups performance. . . 
without any labor! 








Make New Improved Sludg- 
Master your STAR product 
feature . . See how fast 
and easy it improves your 
profit picture! 


erie - NO MUSS + JUST POUR - NO MORE! 


Chamioel (nporition 


ite WP fihccadlhce tlleata 56 CREIGHTON ST., CAMBRIDGE 40, MASS. 
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by Pryor Mfg. Corp. of Texas to 
overcome problems of stability due to 
extreme differences in weight of un- 
loaded and loaded conditions, trailer 
has a one-piece fiberglass body with 
an all-weather “Polycryl” coating 
molded as an integral part. The 
“Trail Caddy” is offered in standard 
white, but custom-colored trailers to 
match buyer’s car are available. 
Want more info? Use coupon on 
page 135 and you will get it! 


931—Nut-Cutting Tool 


Universal in use and application is 
a nut-cutting tool, designed specifi- 
cally for shock absorber work, but 
which will also work efficiently on 
a wide range of nut sizes up to %” 
across flats, announced by Monroe 
Auto Equipment Co., Monroe, Mich. 

Simple in design, the “Nut-Cutter” 
reportedly can reach shock absorber 
mountings on many of today’s cars 
where suspension members and vari- 


ous sheet metal parts interfere with 
an ordinary tool. All moving parts 
are fully replaceable. The tool is 
currently being offered as part of a 
shock absorber tool board which in- 
cludes three other versatile tools: a 
combination wrench that incorporates 
both the 4%” and 9/16” openings re- 
quired for shock absorber work; a 
double offset box wrench with two 
separate openings—11/16” and %4”, 
and a stem-end extension that re- 
portedly simplifies the installation of 
shock absorbers inside coi] springs. 
Want more info? Use coupon on 
page 135 and you will get it! 


932—Motor Mounts 


Addition of “Armor-Flex” replace- 
ment motor mounts for 1959 cars to 
its line available for all popular U. S. 
cars, from 1939 to present, has been 
announced by Doan Mfg., a division 
of Anchor Industries, Inc., 1725 Lon- 
don Road, Cleveland 12, O 

All holes and studs are accurately 
aligned, it was claimed, and mounts 
guarantee garagemen accurate re- 
placement. They are packaged in two- 
color cartons with illustration, orig- 
inal part number and replacement 
data all on the outside. 

Want more info? Use coupon on 

page 135 and you will get it! 


933—Vent Accessory 


A stainless steel extension for vent 
windows to increase air flow into the 
car has beer announced by Chevrolet 
Motor Division, General Motors 
Corp., General Motors Bldg., Detroit 
2, Mich., and is available through its 
dealers in 11%” and 13” lengths. 
Made to fit onto rear edges of vent 
glass on all 1959 models of General 
Motors cars, they reportedly add to 
air intake capacity of the vents. 

Want more info? Use coupon on 

page 135 and you will get it! 
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934—Tow Sling 


Full protection is given all late- 
model foreign and domestic cars by 
the “TS-3000” cushion tow sling 
introduced by Cam Tool Co., Inc., 
1038 Larkin St., San Francisco 9, 
Calif. 

Pads are adjusted along 4 hose- 
covered wire ropes. Telescopic tow 





bars allow for fast, easy hook-up, 
while mounting bracket includes 
universal swivel joint for greater 
towing stability. Sling may be drawn 
up tightly against rear of truck or 
carried in extended position when 
not in use and is adaptable to single- 
or double-boom trucks. 

Want more info? Use coupon on 

page 135 and you will get it! 


935—Ratchet Repair Kit 


Complete repair parts for its %”-, 
%”- and %”-drive reversible ratchets, 
available in kits, have been announc- 
ed by Proto Tool Co., 2209 Santa Fe 
Ave., Los Angeles, Calif. 

Four kits for the same size ratchets 
are mounted in polyethylene bags on 
an 11%” x 3” card, which can be 
displayed on peg board, wall panel 
or rotating merchandiser hooks. Each 
kit contains a wheel-plug, 2 dogs, 
a lever, a cam, 2 springs, a cover 
plate with 2 screws and a small 
diagram for repairing ratchet. 

Want more info? Use coupon on 

page 135 and you will get it! 


936—Floor Mats 


“Van Guard” mats in sets of door- 
to-door for front and rear floor 
protection—also “twins” for front 
floor and utility mats—featuring a 
metallic gold medallion, which re- 
portedly gives a striking effect, have 

m announced by Ace Rubber 
ree Inc., 100 Beech St., Akron, 


‘Want more info? Use coupon on 
page 135 and you will get it! 


937—1959 Car-Lift Chart 


Easy-to-read instructions for lift- 
ing 1959 cars are shown on a wall 
¢c developed by Walker Mfg. Co. 
of Wisconsin, 1201 Michigan Blvd., 
Racine, Wis., which was said to mini- 
mize the time involved in determin- 
ing proper lifting positions. Chart also 
provides a fast reference for all one- 
end lift operators, it was claimed, 
while large front and rear photos 
of 1959 cars and simple diagrams en- 
able the operator to determine lifting 
positions at a glance. 

Want more info? Use coupon on 

page 135 and you will get it! 
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938—Parts Washer 


“Whirly-Bird” parts washer, de- 
signed to fit a 5-gallon can of “606” 
carburetor cleaner or “Agitine” sol- 
vent, has been introduced by Gray- 
mills Corp., 3705 N. Lincoln Ave., 
Chicago 13, Ill. 

Said to be convenient and eco- 
nomical for cleaning small parts in 
all types of cleaning operations, 
washer fits on a standard 5-gallon 
can, is electrically operated and there 
reportedly is no aeration of solvent. 
Parts to be cleaned are placed in the 
basket and immersed in solvent. The 
motor-driven propeller below the 
screened basket whirls the solvent 
around, over and through all parts, 


the manufacturer said. “Model WB- 
525” comes complete with basket, 
motor, cord, plug and switch. 
Want more info? Use coupon on 
page 135 and you will get it! 


939—Tire Repair Materials 


“Chembond” patches and cement . 
for the repair of tubeless and con- 
ventional tires, said to make a perma- "| 
nent repair ready for immediate use, 
have been announced by Ace Rubber * 
Co., P. O. Box 6147, Dallas 22, Texas. 

Patches are available in 4 sizes: : 
small and medium round, and smal} > 
and medium oblong shapes. 

Want more info? Use coupon.on 

page 135 and you will get it! 








Now, Stock just ONE Fuel Pressure Regulator 


PACCO 
Full Range, Adjustable 


Factory adjusted for 
83% of all cars. 


Simple screw adjustment 


adapts it for foreign cars, trucks, tractors, 


marine and industrial engines. 


Available fitting extends coverage 


to all cars except 
Pontiac and Oldsmobile. 


SPECIAL DISPLAY UNIT 

Yours free with order of 

one dozen. Display hangs or stands. 
Ask for stock number PD-12. 


PRECISION 


AUTOMOTIVE 
COMPONENTS CO. 
Manchester, Mo. 
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SAVED TWO DOLLARS ON HIS LAST LINING JOB? 


linings and by carrying only quality 


If he did, the only person who can 
spend the two dollars now is his 
widow. And we can thus chalk up 
another needless fatality to the ever- 
lasting discredit of ‘“‘bargain’”’ brake 
lining for the after-market. 

Trouble is the inferior merchan- 
dise looks good—in fact, so much like 
the quality stuff that it takes an 
experienced brake lining engineer to 
tell the difference. But, on the road, 
the inferior lining quickly shows up 
for the dangerous performer it really 
is. A few stops and it’s shot. Too late, 
the motorist learns that he made an 
exceedingly bad “bargain”. If he’s 
lucky, he escapes with his life. 


158 Want more facts? Use Reader Service Card Page 135 


The back-alley boys tell a pretty 
convincing price story. Since their 
lining costs practically nothing to 
make, its selling price can be low. 
Seemingly, it’s the answer for the 
motorist who insists on a “‘bargain”’ 
brake lining job. But it can be the 


most expensive ‘“‘bargain’”’ of his life! 


We think it’s high time that all of 


us in the brake service after-market 
did our part to slow down the manu- 
facturers of inferior quality lining. 
We can put the damper on them. 
First, by being aware of the con- 
sequences that can befall the motor- 
ist who depends on their linings. And, 
second, by refusing to stock such 


brake linings—such as those made by 
Bendix and the other reputable 
manufacturers. 

Here’s something worth keeping 
in mind when it comes to judging 
brake lining quality in the after- 
market. Automobile and truck man- 
ufacturers go to great lengths to 
protect their customers by installing 
only brake lining made by responsi- 
ble people. And, because Bendix 
has so satisfied vehicle manufac- 
turers, our linings are on more new 
vehicles than any other brand. That 
same quality “yardstick” applies in 
the after-market, too. 
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It takes more than 
a bucket 
and a kitchen stove 
to manufacture 
quality brake lining 


FULLY CONTROLLED PRODUCTION of the various resins required 
for high-temperature-resistant friction materials is obtained 
through these resin reaction kettles. Bendix is one of the few 
lining manufacturers making its own resins —an important factor 
in maintaining quality contro! ef raw materials. 


HUGE HYDRAULIC PRESSES are further examples of the modern equipment at Bendix-Eclipse. Used 
for transforming dry mix briquettes into molded linings. 





BRAKE “FADE” is a sure sign of lining weakness. To guard against it, one Bendix- 
Eclipse test puts the lining through a series of “panic” stops at high speeds. Excessive 
fade renders that lining unsuitable for market. 


A MODERN BRAKE LINING PLANT utilizes modern equipment —like this 
conveyorized brake lining cure oven at Bendix-Eclipse —to help assure 
the kind of product that means long lining life and top performance. 


BENDIX-ECLIPSE 


Marshall-Eclipse Division [Metal 


Troy, New York 
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Transistorized Ignition 
adj gqfihantinied from page 93) 


te 

Sab tht they. carry a greatly re- 

mt load and, through 

_jethe a tion of the transistor, set off 

erpelp reaction that makes it 

“Pogsik é to -deliver greatly in- 

“e"Ck@ased voltage to the spark plug. 

Lat “Immediate advantages claimed 

E for transistorized ignition include: 
“1—Unlimited contact life. 

v 2.—Elimination of “blue points” 

' and associated poor cold-weather 


_ Starting. 


3.—System performance that 
does not deteriorate with age. 

4.—Voltage output for firing 
the spark plug that is constant 
throughout engine speed range. 
This provides performance equal 
to battery ignition at low speeds 
and a magneto system at high 
speeds. 

By making substantially higher 
voltages available at the spark 
plug in a practical manner, this 
system lifts the design ceiling im- 
posed on engine designers and fuel 
makers by the conventional igni- 





NEW WEAVER AIR-OPERATED 


BUMPER JACK 


@ ONE HAND OPERATION — Air Control Valve and Safety 


Lock Release “operated with one hand 


@ SAFETY LOCK — Operates in 6 height locking positions 


“ @ HIGH LIFT — 24” lifting stroke 


@ SADDLE ADJUSTMENT — from minimum of 19” inside-to inside 


_ to maximum of 56%” outside-to-outside. 


*@ FORWARD REACH OF SADDLES — 1412” from cylinder to 


front of saddies 
@ SADDLE LOW — 8%” 
& SQDOLE HIGH — 32%" 
@ CAPACITY — 3000 Ibs. 


Jack locks in 
any one of 6 
positions (Note 
rear wheels 
for easy 
positioning of 
jack.) 


Model WA-56 


Lifts entire end of any car for faster tire changing, brake service, and 
the many other services for which one end of vehicle must be raised. 
4 wheel load carrying feature allows jack to move fore and aft during 


raising and lowering of vehicle... 


prevents tipping and undue strain 


on jack and bumper. By tilting jack backward to bring rear wheels 
in contact with floor, it is easily turned from one side or the other for 
easy maneuvering and positioning under vehicle lifting points. For 
complete details on this new WA-56 Air Jack, see your jobber or 


write us direct. 


Weaver Manufacturing Co., Springfield, Illinois, U.S.A. 


SERVICE SHOP EQUIPMENT 


or 





line 


. Twin Post Lifts . . Triple Post Lifts 


. Single Post Roll- -on, Free- Wheel and Frame be Lifts . . 
V 


Unit Lifts .. 
. . Brake Testers . 
Wheel Dollies . 
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. Head 
. Wheel Balancing Equipment . 
. Car Washers . . 


Wheel Alignment Equipment . ight Testers 
. Jacks .. 


and Air Compres sors. 





tion system. Inherent in the de- 
sign is the capacity to produce 
even higher secondary voltage 
when needed. 

This development should prove 
a natural asset as engine design- 
ers reach for higher and higher 
compressions, according to George 
E. Spaulding, Auto-Lite’s director 
of research. 

This product is expected to be 
available on the replacement and 
original-equipment market within 
several months. A big industrial 
engine manufacturer has been 
using the item in fleet tests, and 
car manufacturers are to be per- 
mitted to run tests soon. 

This device incorporates the 
transistor, its heat sink, the 
transformer and associated cir- 
cuitry in a single package with 
two primary terminals and a 
secondary high tension tower as 
in an ignition coil. 

Can Install in Any System 


It can be installed in any bat- 
tery ignition system by removing 
the coil and condenser from the 
existing system and mounting the 
new transistor switched trans- 
former. For full-life benefits of 
the new system, Auto-Lite Power 
Points should be installed in the 
distributor at the time the igni- 
tion system is “transistorized,” 
company officials said. 

Immediate applications of the 
new product include assurance of 
dependable starting, superior re- 
liability, minimum repair or 
“down” time and peak efficiency 
at all speeds for military, police 
and other emergency vehicles, it 
was said. 

Advantages in other areas were 
listed including: 

Commercial fleets — ‘Mainte- 
nance-free transistorized ignition 
eliminates costly “down” time, la- 
bor and repair parts, expense.” 

Outboard engines—‘‘Compared 
with magneto systems, Auto- 
Lite’s transistorized system pro- 
vides vastly superior starting and 
trolling speed performance and in 
battery-equipped outboard in- 
stallations the absence of mainte- 
nance, increased reliability and 
wider range of optimum perform- 
ance makes the _transistorized 
system highly desirable.” 

Industrial engines—‘Industrial 
engines are often required to 
function unattended for long 
periods as in oil fields, air-condi- 
tioning systems, pumping stations 
and similar installations. The 
added reliability and freedom 
from maintenance achieved by 
the transistorized ignition system 
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makes it ideal for these engines.” 

Marine inboard installations— 
“The broadened top-performance 
range, superior reliability and 
freedom of maintenance with the 
transistorized ignition system 
mean cash savings to operators 
of commercial boats.” 

The system will be available to 
the public first as special equip- 
ment for private car owners who 
seek top performance from their 
car engine. The more expensive 
cars are likely to offer this op- 
tionally at first, Spaulding said. 

For passenger cars this system 
initially should compare in cost 
with other optional equipment 
such as power steering, it was 
said. “Where it has immediate 
application as original equipment 
the cost, relative to savings re- 
alized, will be competitive or su- 
perior to conventional systems.” 

The transistor switched trans- 
former will be a sealed unit that 
can be exchanged in the field. 


Produces Nearly Constant Output 


The transistorized ignition sys- 
tem produces a nearly constant 
output of ignition power across 
the full speed range of an engine. 
The conventional battery ignition 
system equals the transistor sys- 
tem’s output at low speeds, but at 
high speeds its output falls off 
and can be as much as 50% less 
than its low-speed output. 

This means that a driver who 
swings out to pass another car on 
the highway can have as much as 
50% more ignition power avail- 
able to his engine if he is using 
the transistorized ignition system. 

In the conventional ignition 
system at high speeds the con- 
tacts open and close too fast to 
permit the full build-up of input 
current, engineers said. As a re- 
sult, the system’s output is re- 
duced as engine speed increases. 

In the new system there is an 
almost instantaneous build-up of 
input current when the transistor 
is triggered by the closing of the 
distributor contacts. The mainte- 
nance of constant input energy 
throughout the speed range re- 
sults in a constant high level of 
voltage output. 

Also aiding the constant output 
performance of the transistorized 
system is the elimination of arc- 
ing across the contacts and the im- 
proved construction of the con- 
tact sets. 

Because the contacts only carry 
a small control current in the 
transistorized system, arcing is 
eliminated and along with it the 
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loss of output voltage and timing 
shift that is caused by arcing at 
contacts in conventional system. 

Electrical erosion, a relatively 
harmless occurrence when a wall 
switch is turned on or off, is a 
major problem when multiplied 
by the number of times that the 
distributor contacts are required 
to make and break in a conven- 
tional ignition system. 

In only a mile of average driv- 
ing the contacts make and break 
12,000 times and at high speeds 
they make and break as many as 


24,000 times a min. 
they do-open and clos, 
of the contact surface . 
Reason for this is that tu 
trical current tends to “ci 
through the last point of con. 
as the contacts separate. Curren 
densities exceed 1,000,000 am- 
peres per square inch. The result- 
ant heat that is created melts the 
tungsten contact surfaces. The 
melting point of tungsten is high- 
er than any other known metal— 
about 6,100°F. 

When the tungsten melts in the 
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REPAIR SHOPS 

SERVICING 


e ALL CARS 

e TRUCKS 

e TRACTORS 
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ENGINES 
MARINE 


( 


FOREIGN CARS 
SMALL ENGINES 


Cabinets FREE to all DEALERS 
with the purchase of Guaranteed’s 
Popular Profit- Making Ignition Parts 


GUARANTEED 
PARTS Co., INC. 
SENECA FALLS, N.Y. 





FULL DETAILS in New Merchandiser 
Manual FREE upon request 


* with built-in LOCKS & KEYS 





OVER 5O YEARS OF PROGRESS 
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 beBt “ they. carry a greatly re- 


' 


ent load and, through 
of the transistor, set off 
sain 5 deétion that makes it 
wie’ to -deliver greatly in- 
ised voltage to the spark plug. 


téImmediate advantages claimed 


+ 


for teansistorized ignition include: 
‘1—-Unlimited contact life. 

v 2.-Elimination of “blue points” 

and associated poor cold-weather 


starting. 


! 
. 


3.—System performance that 
does not deteriorate with age. 

4—Voltage output for firing 
the spark plug that is constant 
throughout engine speed range. 
This provides performance equal 
to battery ignition at low speeds 
and a magneto system at high 
speeds. 

By making substantially higher 
voltages available at the spark 
plug in a practical manner, this 
system lifts the design ceiling im- 
posed on engine designers and fuel 
makers by the conventional igni- 





NEW WEAVER AIR-OPERATED 


BUMPER JACK 


“..)d@ ONE HAND OPERATION — Air Control Valve and Safety 


Lock Release operated with one hand 


@ SAFETY LOCK — Operates in 6 height locking positions 


“ @ HIGH LIFT — 24” lifting stroke 


: @ SADDLE ADJUSTMENT — from minimum of 19” inside-to inside 


_ to maximum of 56%” outside-to-outside. 


*@ FORWARD REACH OF SADDLES — 1412” from cylinder to 


front of saddles 
@ SADDLE LOW — 8%” 
% DLE HIGH — 32%” 
& PACITY — 3000 Ibs. 


Jack locks in 
any one of 6 
positions (Note 
rear wheels 
for easy 
positioning of 
jack.) 


Model WA-56 


Lifts entire end of any car for faster tire changing, brake service, and 
the many other services for which one end of vehicle must be raised. 
4 wheel load carrying feature allows jack to move fore and aft during 


raising and lowering of vehicle... 


prevents tipping and undue strain 


on jack and bumper. By tilting jack backward to bring rear wheels 
in contact with floor, it is easily turned from one side or the other for 
easy maneuvering and positioning under vehicle lifting points. For 
complete details on this new WA-56 Air Jack, see your jobber or 


write us direct. 


Weaver Manufacturing Co., Springfield, Illinois, U.S.A. 


SERVICE SHOP EQUIPMENT 


a 





. Twin Post Lifts . . Triple Post Lifts 


. Single Post 2 on, Free- ‘Wheel and Frame Type Lifts . . 
i 


Unit Lifts . 


Brake Testers . 
Wheel Dollies . 
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tion system. Inherent in the de- 
sign is the capacity to produce 
even higher secondary voltage 
when needed. 

This development should prove 
a natural asset as engine design- 
ers reach for higher and higher 
compressions, according to George 
E. Spaulding, Auto-Lite’s director 
of research. 

This product is expected to be 
available on the replacement and 
original-equipment market within 
several months. A big industrial 
engine manufacturer has been 
using the item in fleet tests, and 
car manufacturers are to be per- 
mitted to run tests soon. 

This device incorporates the 
transistor, its heat sink, the 
transformer and associated cir- 
cuitry in a single package with 
two primary terminals and a 
secondary high tension tower as 
in an ignition coil. 

Can Install in Any System 


It can be installed in any bat- 
tery ignition system by removing 
the coil and condenser from the 
existing system and mounting the 
new transistor switched trans- 
former. For full-life benefits of 
the new system, Auto-Lite Power 
Points should be installed in the 
distributor at the time the igni- 
tion system is “transistorized,” 
company officials said. 

Immediate applications of the 
new product include assurance of 
dependable starting, superior re- 
liability, minimum repair or 
“down” time and peak efficiency 
at all speeds for military, police 
and other emergency vehicles, it 
was said. 

Advantages in other areas were 
listed including: 

Commercial fleets — ‘Mainte- 
nance-free transistorized ignition 
eliminates costly “down” time, la- 
bor and repair parts, expense.” 

Outboard engines—“Compared 
with magneto systems, Auto- 
Lite’s transistorized system pro- 
vides vastly superior starting and 
trolling speed performance and in 
battery-equipped outboard in- 
stallations the absence of mainte- 
nance, increased reliability and 
wider range of optimum perform- 
ance makes the _transistorized 
system highly desirable.” 

Industrial engines—‘“Industrial 
engines are often required to 
function unattended for long 
periods as in oil fields, air-condi- 
tioning systems, pumping stations 
and similar installations. The 
added reliability and freedom 
from maintenance achieved by 
the transistorized ignition system 
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makes it ideal for these engines.” 

Marine inboard installations— 
“The broadened top-performance 
range, superior reliability and 
freedom of maintenance with the 
transistorized ignition system 
mean cash savings to operators 
of commercial boats.” 

The system will be available to 
the public first as special equip- 
ment for private car owners who 
seek top performance from their 
car engine. The more expensive 
cars are likely to offer this op- 
tionally at first, Spaulding said. 

For passenger cars this system 
initially should compare in cost 
with other optional equipment 
such as power steering, it was 
said. “Where it has immediate 
application as original equipment 
the cost, relative to savings re- 
alized, will be competitive or su- 
perior to conventional systems.” 

The transistor switched trans- 
former will be a sealed unit that 
can be exchanged in the field. 


Produces Nearly Constant Output 


The transistorized ignition sys- 
tem produces a nearly constant 
output of ignition power across 
the full speed range of an engine. 
The conventional battery ignition 
system equals the transistor sys- 
tem’s output at low speeds, but at 
high speeds its output falls off 
and can be as much as 50% less 
than its low-speed output. 

This means that a driver who 
swings out to pass another car on 
the highway can have as much as 
50% more ignition power avail- 
able to his engine if he is using 
the transistorized ignition system. 

In the conventional ignition 
system at high speeds the con- 
tacts open and close too fast to 
permit the full build-up of input 
current, engineers said. As a re- 
sult, the system’s output is re- 
duced as engine speed increases. 

In the new system there is an 
almost instantaneous build-up of 
input current when the transistor 
is triggered by the closing of the 
distributor contacts. The mainte- 
nance of constant input energy 
throughout the speed range re- 
sults in a constant high level of 
voltage output. 

Also aiding the constant output 
performance of the transistorized 
system is the elimination of arc- 
ing across the contacts and the im- 
proved construction of the con- 
tact sets. 

Because the contacts only carry 
a small control current in the 
transistorized system, arcing is 
eliminated and along with it the 
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loss of output voltage and timing 
shift that is caused by arcing at 
contacts in conventional system. 

Electrical erosion, a relatively 
harmless occurrence when a wall 
switch is turned on or off, is a 
major problem when multiplied 
by the number of times that the 
distributor contacts are required 
to make and break in a conven- 
tional ignition system. 

In only a mile of average driv- 
ing the contacts make and break 
12,000 times and at high speeds 
they make and break as many as 


24,000 times a minute. Each ctimestts 
they do-open and close, a. little bites: 
of the contact surface is eroded. 
Reason for this is that the elec- 
trical current tends to “crowd” 
through the last point of contact 
as the contacts separate. Current 
densities exceed 1,000,000 am- 
peres per scuare inch. The result- 
ant heat that is created melts the 
tungsten contact surfaces. The 
melting point of tungsten is high- 
er than any other known metal— 
about 6,100°F. 

When the tungsten melts in the 
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brief time the contacts are sepa- 
rating, there is a bridge of metal 
pulled out between the two sur- 
faces. This melting and bridging 
combined with incidental arcing 
causes metal to transfer to one 
contact surface, with a resulting 
loss of metal by the other. Re- 
peated often enough, the loss of 
metal destroys the one contact 
and the ignition system will fail 
until the contacts are replaced. 
The contacts in Auto-Lite’s new 
transistorized ignition system 
still make and break as often as 


in a conventional ignition system, 
but they are not subjected to the 
electrical erosion of their counter- 
parts in the conventional system. 
In the new system they switch 
only a very small control current 
and, consequently, experience 
neither the current density nor 
temperatures occurring in the 
conventional system. 
Announcement of the new prod- 
uct came at a press conference at- 
tended by editors of automotive 
trade and_ scientific journals 
throughout the entire country. 





You ll Sell 


CARLOADS 


of COOL CUSTOM ERs 


159 tri 


AUTO AIR CO 


New? Not really. 


| ae 


—. 


ee 


get TIONER 


The Frigette case is striking in appearance... 


is only 6% inches high . . 


. has appealing con- 


venience features. And inside there’s nothing 
really new—at least not “suddenly” new. 


We’ve simply improved the inside component 
parts to such an extent each year that we now 
believe our unit is a model for the industry. 
Within the top five in sales, the completely auto- 
matic Frigette has been time- tested in the field 
by thousands of motorists. If you’d like to sell a 
sure thing instead of an experimental model— 
and if you’d like to sell a refrigerated auto air 
conditioner that’s engineered to a standard, not 
a price—let us hear from you. 


On request, complete information will be mailed 
to prospective distributors and dealers. 


Write Dept. H 


FRIGIQUIP CORPORATION P.O. Box 7205, Oklahoma City, Okla. 
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12 Southerners Serve 
GM Dealer Council 


WELVE Southerners were among 
38 dealers from this country 
and 12 from Canada to attend a 
three-day session of the General 
Motors president’s dealer advis- 
ory council in Detroit last month. 
Attending were Charles H. 
Bradshaw of Central Chevrolet, 
Atlanta, Ga.; John Hine of Hine 
Pontiac, Dallas, Texas; Frank D. 
Kent of Frank Kent Motor Co., 
Fort Worth, Texas; Leslie Legum 
of The Park Circle Motor Co., 
Baltimore, Md.; William C. West- 
fall of Westfall GMC Truck, Inc., 
Kansas City, Mo.; W. M. Battaile 
of B & M Chevrolet Sales Co., 
Winchester, Va.; Floyd B. Garrett 
of Garrett Chevrolet, Inc., Enid, 
Okla.; Ross Grady of Grady Buick 
Co., Mobile, Ala.; Don L. Holden 
of Gulf Chevrolet Co., Corpus 
Christi, Texas; Claude W. Holmes 
of Holmes Pontiac Co., Inc., 
Shreveport, La.; Ross R. Reeder 
of Reeder Chevrolet Co., Inc., 
Knoxville, Tenn., and Charles W. 
Schooley of Schooley Cadillac, 
Inc., West Palm Beach, Fla. 


Binks Spring Sessions 
To Feature Equipment 


PRING sessions of Binks Mfg. 

Co.’s spray painting school will 
provide detailed instruction on 
electrostatic spray systems, auto- 
matic finishing techniques and 
several new equipment develop- 
ments in the spray painting field, 
according to President Burke B. 
Roche. 

New equipment will include an 
electro-mechanical memory timer, 
an eight-arm rotary sprayer and 
new developments in vertical and 
horizontal reciprocating spray ma- 
chines and spindle machines. 

By the time a student has finish- 
ed the course, Roche said, he is 
able to purchase, operate and 
maintain complete spray painting 
systems. The tuition-free school 
has scheduled sessions for March 
2-6, April 6-10, May 4-8 and June 
1-5. 


Tarheels Elect Cavanaugh 


Roy Cavanaugh of Cavanaugh 
Chevrolet Co., Wallace, N. C., has 
been elected president of the 
Duplin County Automobile Deal- 
ers Association. Vice-president is 
E. E. Kelly, Service Motor Co., 
Kenansville, and D. D. Blanchard, 
Blanchard Pontiac Co., Wallace, is 
the secretary-treasurer. 
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Make extra spring checkup profits 


THE MOPAR WAY 


with related electrical tune-up parts 


we 
ale MOPAR DISTRIBUTOR CAP 


Combines lowest degree of water ab- 
sorption with highest resistance to 


arcing. 


ie a. 

MOPAR POWER TIP SPARK PLUGS MOPAR IGNITION COIL 

Hot at low speed, cool at high speed, : Supplies 2% times the required voltage 

give improved fuel economy. — . to jump the spark plug gap at normal 
loads and speeds. 


NEW MOPAR POWER POINTS > 
Pre-assembled and pre-aligned for 
50% faster installation—saves valu- 
able time for other jobs. 


ie 

MOPAR DISTRIBUTOR CONDENSER 
Chrysler-engineered for balanced per- 
formance with MoPar breaker points. 


MOPAR NON-ARCING ROTOR 
Monel metal inserts assure maximum 
electrical contact. Special bonding 
eliminates “break-away.” 


When you make spring checkups — 100 per cent MoPar checkups —for Plymouth, 
PARTS Dodge, De Soto, Chrysler and Imperial cars and Dodge trucks, you’ll: 





AND 1 Boost profits because MoPar products are Chrysler-engineered to fit 
perfectly, require less installation time. 
2 Eliminate duplicating inventory, rid your shelves of slow-moving items. 
3 Give top service with parts that are precision engineered to work together 
and with original equipment. 
4 Be sure of adequate stocks through MoPar’s fast distribution system 
and complete local availability. 

Make it a more profitable spring with MoPar! Call your MoPar Wholesaler or 


your Plymouth, Dodge, De Soto, Chrysler or Imperial Dealer. 


SELL THE LINE THAT KEEPS YOUR CUSTOMERS SOLD ON YOU—MOPAR 


ACCESSORIES 


r Motors id lel aehilels! 


Michigan 
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Federal-Mogul to Add 
43% More Space 


Ew construction at the Federal- 

Mogul Service Distribution 
Center, Coldwater, Mich., report- 
edly will add 43% more space, 
making room in part for a giant 
electronic computer which will 
take over order processing and in- 
ventory control next October. 

Plans call for a 104’ by 70’ ad- 
dition to the office area at the 
front of the building and a 140’ 
extension of the warehouse area 


across the full 280’ width at the 
rear. Six truck wells will be 
added, as will a new parking lot 
and service drives, plus a large 
fire main extension. 


Dodge Cites Exception 
On Tappet Interchange 


oo Division has issued this 
service bulletin: 

All of the various hydraulic 
tappets used in Dodge passenger 
cars are interchangeable to date 
with one exception. The 1959 “A” 





Joe’s SHOP — 


by GRAHAM HUNTER 





“—* Roap 
VICE 


“SURE THERE'S SOMETHIN’ 


WRONG... I CAN'T FIND THE 
MoTOR !!" 


motor jobs turn out sweeter 
when you install... 


Naniey 


airchrome valves 
and springs 


Manley Valve Corporation, 1 5th St. & Fairmount Ave., 
Philadelphia 30, Pa. Supplier to leading original 
equipment manufacturers. District Sales Representa- 
tives: Hirsig-Brantley Co., Jacksonville; J. S. Connell 


Co., Dallas. 
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Clyde P. Brewster, vice president 
and general manager of K-D Mfg. 
Co., Lancaster, Pa., has announced 
his retirement effective April 1. 
Active in the automotive after- 
market since 1906, Brewster was 
for 24 years director and treasurer 
of Motor and Equipment Manufac- 
turers Association. 


engine (326 cu. in. Coronet en- 
gine) uses a tappet with the oil 
feed groove located higher on the 
tappet body; the “A” engine 
block has the oil feed passages 
correspondingly higher. 

If the 1959 “A” (326 cu. in.) 
engine tappet is used in any other 
Dodge engine (any year) or any 
other tappet is used in the ’59 
“A” engine, the result will usually 
be a noisy tappet due to the in- 
sufficient oil supply. Because of 
this the two types of tappets 
should not be interchanged. 


Marylanders Set May 29 
For Bermuda Cruise 


CRUISE to Bermuda and Nas- 

sau aboard the luxury ship 
Queen of Bermuda will take the 
place of the usual summer meeting 
of the Automobile Trade Asso- 
ciation of Maryland, with sailing 
from New York set for May 29. 

Chartered buses will carry mem- 
bers and luggage to the dockside 
and return them to Baltimore. 
Parking arrangements for automo- 
biles have been made with a fire- 
proof garage for a $5 rate during 
the cruise, and the buses will leave 
and return to the garage location. 

Association president is Fred H. 
Onnen. Other officers are Joseph 
Penn, vice-president, and John G. 
Kiefer, secretary-treasurer. J. Cav- 
endish “Cab” Darrell is the man- 
ager. 

South Carolina dealers sail from 
Charleston next month for Nassau. 
North Carolina dealers took a 
cruise also several years ago. 
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‘“«] won the Southern S500... 


...in a Pedrick-equipped Chevy—averaging 102.59 MPH for 
a new NASCAR record’’—says Glenn (Fireball) Roberts of 
Daytona Beach, Florida. This Chevrolet had the same top 
quality Pedrick Formflex rings that you get from any Pedrick 
Piston Ring jobber. Pedrick is always your best bet for 
superior performance and dependability in your most demand- 
ing jobs. Choose Pedrick—and give championship performance 
to all your customers. See your jobber. WILKENING MANUFAC- 
TURING Co., Philadelphia 42, Pa. In Canada: Wilkening 
Manufacturing Co. (Canada), Ltd., Toronto 2. 


DEPEND ON 


CPs 


FOR THE RIGHT RING 





Three Reasons Why Shop Will Boom 
Detailed by Jobber Group President 


N OMAHA, Neb., wholesaler 

forecasted last month a ten 
per cent gain for the automotive 
jobbing industry in 1959. 

Speaking to the 35th annual 
convention of National Standard 
Parts Association, Victor L. Toft, 
vice-president of Sidles Co., Oma- 
ha, based his optimistic outlook 
on these factors: 

1.—An estimated $16 billion 
boost in consumer spending this 
year. 

2.—A rise in reconditioning in 
the three-nine year age bracket 
of cars. 

3.—America’s travel boom: the 
country’s biggest car travel year 
in history. 

Toft, president of the new 
Automotive Service Industry As- 


For photo of President Toft and 
other ASIA officers, turn back to 
page 85. 


sociation, recalled gains for the 
past two years from lagging new- 
car sales. 

He traced the decline in the 
sale of new cars as spurring an 
increase in the market for re- 
placement parts and supplies. 

Toft said Americans purchased 
some 4,250,000 new cars last year 
—about half of what the automo- 
bile industry is geared to produce. 
In 1955, nearly 7,200,000 new cars 
were sold for an all-time record. 

“This unhappy 1958 perform- 
ance by the car manufacturer, 
while not good for the over-all 
economy, was good for the auto- 
motive wholesaler and accounted 
for a sales gain in 1958 of some- 
thing like six per cent over 1957, 
and about 12% over 1956,” Toft 
said. 

He also predicted new-car sales 
this year will hit somewhere in 
the vicinity of 5,250,000 vehicles, 
adding that the automotive job- 
bing industry was likely to gain 
whether such sales materialize or 
not. 

“If they don’t materialize, the 
market for replacement parts and 
supplies increases in direct pro- 
portion to any drop below that 
expected,” he said. 

According to Toft, if such new- 
car estimates are realized, they 
will be offset by reconditioning of 
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old cars, the rise in gross national 
product and a car travel spurt in 
this country. 

He said cars in the three-nine- 
year bracket represented 63% of 
the total registration of more than 
68 million cars at the end of last 
year. He described many of these 
cars now entering the area of 


profitable repair status in 1959. 

Alluding to a Department of 
Commerce survey, Toft said a ten 
per cent increase was probable in 
consumer spending on goods and 
services this year. The gross na- 
tional product is expected to hit 
a ceiling of $475 billion, a boost of 
$35 billion from 1958. 

“Mr. and Mrs. America,” Toft 
said, “will ring up the greatest 
travel year in history by all odds. 
Gas consumption, tire sales and 
the like will be in a boom cate- 
gory.” 








SPRING DEAL 


Cash in 

on these 
NEW 
EXCITING 
SPRING 
DEALS FROM 


MF GREGOR 


DRIZZLER 
This famous golfing jacket 
is made with water-repel- 
lent finish from wash-and- 
wear ‘“‘drizzler’’ cloth. 
New deep-cut armholes 
for easy action—cloth 
breather holes—double 
protection shoulders— 
push-up sleeves—hip- 
hugging elastic—tab col- 
lar and corded pockets. 
In a new iridescent tan. 


Sizes, 38-40-42-44. 


Valuable premiums 
with your orders! 


Your $49 order for famous 
WHIZ Automotive Chemicals 


brings you FREE... 
The famous McGREGOR DRIZZLER 


(retailing everywhere at $10.95) 


You buy $49 of any of the full line of quality 
Whiz products. Order must include 24 cans of 
any of the following $1.25 list items: Motor 
Rythm, Airflo Polish, Lusterize Cleaner, All-5 
Radiator Remedy or Loosen-All. With each $49 
order you get a famous McGregor Drizzler FREE. 





AUTOMOTIVE 
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WALTHAM 
WATCH 


Lifetime guar- 

anteed. Hand- 

some 17-jewel 

watches with 

Incablock shock pro- 

tection and Permaforce 
unbreakable mainspring. 

Choice of waterproof man's 
watch in stainless steel case and ex- 
pansion bracelet or lady's watch in 
10-kt. rolled white gold case with 
expansion bracelet. 


Your $69 order for famous 
WHIZ Automotive Chemicals 


brings you FREE... 
A WALTHAM WATCH...lifetime guaranteed 


(retailing at $59.50) 


You buy $69 of any of the full line of perform- 
ance-proved chemicals. Order must include at 
least one case of Whiz Automatic Transmission 
Stop Leak and Conditioner. You will find one 
case of this “hot”’ product is far from enough. 
You are sure to need more. Order from your 
Whiz jobber today. 


NOTE—These offers are good for a limited time only. Order 
without delay to be sure of getting the valuable premiums! 





CHEMICALS 


@ 
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ENGINE & TRANSMISSION PRODUCTS 
Motor Rythm JP-1 Zorbit 
Automatic Transmission Stop Leak 


COOLING SYSTEM SPECIALTIES 
All-5 Kleen Flush 
Klear Flo Flush Instant Sealer 
Quik-Seal Rustop 

Metal Seal 


POLISHES, WAXES & CLEANERS 
Liquid Satin Venus 
Hi-Shine Airflo 
Lusterize Cleaner Chrome Polish 
Speedy Metal Speedry Car 

Polish Wash 
Fabric Cleaner Tar & Road Oil 
Glass Cleaner Remover 


TIRE MAINTENANCE PRODUCTS 
White Mist Tube Repair Kits 
Tyre Wyte Neverleak 
Black Quik-Dress Tyre-Ease 


HYDRAULIC FLUIDS 
XD-1 Extreme Duty Brake Fluid 
No. 4 Heavy Duty Brake Fluid 
No. 3 Moderate Duty Brake Fluid 
Standard Brake Fluid 


GASKET MAKERS 
Red Top Gasket Cement 
Gasket Maker No. 1 
Gasket Maker No. 2 
No. 4 Super 
Aeromotive Gasket Maker 


SHOP & HOME PRODUCTS 
Ho-Zof Super Dip-Zof 
Kleer Seal Met-L-it 

Cement Hush-Shak 
Loosen-All Dab 
General Use Oil Attak 

Fire Extinguisher Fluid 

Valve Grinding Compound 
Flick-Flash Barb-0-Lite 

Lighter Fluid Zer-O-ice 





R. M. HOLLINGSHEAD CORPORATION 
Camden, N. J. 
Sunnyvale, Calif. 





Shown looking over a newly- 
improved air cleaner tester for 
automotive parts dealers at the 
first session of the 1959 distribu- 
tor council of AC Spark Plug 
Division of General Motors, held 
in Flint, Mich., last month, are 
(l. to r.): James F. Black, Knox- 
ville, Tenn.; Frank Norfleet, Mem- 
phis, Tenn.; James W. Grimm, east- 
ern sales manager for AC; J. A. An- 
derson, GM vice-president and AC 
general manager; Marshal G. 
Luce, Miami, Fla. and E. H. 
Francois, AC general sales man- 
ager. Other Southern members 
who attended the meeting were 
Edward L. Hamilton, Oklahoma 
City, Okla; R. T. Creel, Sr., 
Washington, D. C., and William 
Tole, El Paso, Texas. 


Six Southerners Attend 
Factory Meeting 


S™ Southerners who attended a 
J recent two-day meeting of 
American Motors Corp. dealer ad- 
visory board in Detroit were: 
Walter Eyles, Nash-Arlington 
Corp., Arlington, Va.; Carl Di- 
Salvo, Compton Motors, Maple- 
wood, Mo.; J. H. King, King Nash 
Motors, Nashville, Tenn.; C. D. 
Shepard, Shepard - Richardson, 
Ltd., Oklahoma City, Okla.; P. K. 
Williams, P. K. Williams Motors, 
Austin, Texas, and Don Schulstad, 
Schulstad Rambler Co., Tampa. 


Promotion of William E. “Bill” 
Jakes (below) to regional man- 
ager for Perfect Circle’s South- 
eastern region has been an- 
nounced by J. W. Kern, manager 
of replacement sales. A native of 
Georgia and a veteran of several 
years in the automotive parts 
jobbing business, Jakes joined 
PC in 1953. Prior to his promotion, 
Jakes was district manager for PC. 
As regional manager, he will 
headquarter in Atlanta. Promoted 
to district manager, with head- 
quarters at Charlotte, is Robert E. 
Stewart, formerly a special rep- 
resentative for the Hagerstown, 
Ind., piston ring firm. Jakes suc- 
ceeded Robert W. Baker, who re- 
signed to accept an executive 
position with John Rogers Co., 
Atlanta engine-rebuilding firm. 
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“IDEAL — America’s oldest clamp manu- | 


for all hose connections. Proved yester- — 
year on motordom’s first cars—every 
‘on the Indianapolis Speedway - 


"the cars of today and tomorrow. meat oe 
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Officers of Automotive Booster 
Club, Sooner No. 37, Oklahoma 
City, Okla., in the usual order 
are: Bob Boulton, Unit Parts Co.., 
secretary: S. W. Goodman, Whit- 
aker Cable Corp., second vice- 
president: M. H. “Dead-Eye 
Dick” Stinson, manufacturers’ 
representative, president: R. A. 
Stamm, National Lead Co., first 
vice-president, and Llew Keller, 
Llew Keller Co., treasurer. 


Jobber News 
(Continued from page 85) 


board “is studded with more past 
presidents of NSPA and MEWA 
than you can count,” as well as 
with other members whose names 
are prominent in the aftermarket. 

A board meeting of ASIA was 
called immediately after this first 
general session. Toft said that de- 
tails of the newly-born would “be 
given you as they come along, 
detail by detail.” 

The association actually will 
begin functioning April 1 with the 
final dissolution of the two asso- 
ciations it is replacing. Staffs will 
be merged into one, with B. W. 
“Whit” Ruark, general manager of 
MEWA, and J. L. “Jack” Wiggins, 
executive vice-president of NSPA, 
as cO-managers. 

Duties of the two managers were 
to be determined in detail sub- 
sequently. Toft praised both men’s 
abilities and declared: 

“T’m sure you will agree with me 
that it would have been unwise to 
deprive us of their talents in this 
stage of our growing up.” 

Both cooperated “superbly” in 
working out details of ASIA, 
he added. Heavy applause second- 
ed his commendation of the two 
managers. 

Some problems will arise in 
ASIA’s future, the Nebraskan said, 
but he foresaw none “that mature 
man cannot work out.” 

Warehouse distributors and re- 
builders will have a place in ASIA 
membership, the president said, 
and he further implemented the 
previous announcement of inten- 
tions of working out a relationship 
with state and regional associations 
by saying that he hoped for an ar- 
rangement “advantageous to both” 
could be worked out. 

The meeting opened to organ 
playing of “Hail, Hail, the Gang’s 
All Here” as Reynolds and Thomp- 
son were shaking hands. Heavy 
applause sprinkled this act as well 
as on several other occasions, in~ 


SOUTHERN AUTOMOTIVE JOURNAL for March 1959 





cluding the time when tribute was 
paid the committee of eight from 
NSPA and MEWA which worked 
out organizational details for 
ASIA. 

Annual conventions of NSPA 
and MEWA were held separately 
for a day and a half preceding the 
joint session. The International 
Automotive Service Industries 
Show followed for four days. 


How MEWA and NSPA 
Went About Dying 


LTHOUGH NSPA cast a unani- 

mous vote—by voice—for the 
merger with MEWA, sentiment 
within MEWA for cohabitation 
with NSPA was slightly less than 
unanimous, even if overwhelming, 
in favor of the union. 

Of the 736 MEWA members who 
voted, 728 favored the merger and 
eight opposed it, according to the 
official tabulation. 

Perhaps a similar negative mi- 
nority would have been discovered 
within the ranks of NSPA had 
there been a decision by ballot, but, 
for NSPA, this was not necessary. 

The corporate structure of 
MEWA, however, called for a 
formal election. This was carried 
out with all the dignity and solem- 
nity of a national presidential 
election, with draped and private 
election booths, the equivalent of 
“precinct” officials and even a 
board of judges. 

MEWA met in the grand ball- 
room of the Conrad Hilton. This 
room was halved by screens. When 
the time came to vote, members 
in convention assembled found, 
somewhat to their surprise, that 
the other half of the room contain- 
ed all the “props” for an election, 
formal. 

Members presented themselves 
at the proper “precinct,” desig- 
nated by alphabetical letters, sign- 
ed a card, received a ballot and 
voted. The election was swiftly 
done, requiring not much more 
than 30 minutes. 

Just before members were called 
upon to vote, the meeting was 
opened to questions about the 
merger by President A. J. Thomp- 
son, Piston Service, Inc., Seattle, 
Wash., and member of the MEWA 
reorganization committee. Pre- 
viously the convention had heard 
a report from Thompson, Jay T. 
Davis and James W. Cassedy, gen- 
eral counsel. Davis, reorganization 
committee chairman, is a former 
MEWA president and owner of The 
Motor Parts Co., Corpus Christi, 
Texas. 
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Proto steel boxes organize 
and protect your sockets and 
attachments, speed selection, 
help prevent loss. 











You get 
GUARANTEED 
QUALITY 


from your 


Proto jobbers 


All Proto Tools are guaranteed to 
do their jobs. Proto Socket Sets, 
with all handles and attachments, 
are available in %4”, %%”, 

and 1” square drive, with openings 
from 3/16” to 32”. Larger sizes 


to order. 


2207 Santa Fe Ave.. Los Angeles 54, Calif. 
Jamestown, New York 


Canadian Plant: London, Ontario 
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There were half a dozen 
questions about the merger and 
they were answered by either 
Davis or Cassedy. Most of the 
questions seemed to reflect mem- 
ber apprehension that NSPA would 
“take over.” These questioners 
were apparently satisfied with the 
explanation that jobbers would 
have 18, compared with nine for 
factories, on the ASIA board, or a 
two-to-one representation. 

One inquired what would be- 
come of the MEWA money left in 
the treasury after $100,000 was 


posted, with an equal amount from 
NSPA, to create a starting operat- 
ing fund for ASIA. 

It is reliably reported that after 
MEWA pays out that $100,000, 
there will be around $100,000 of 
MEWA funds left in the treasury. 
The amount was not mentioned in 
the explanation of what will be- 
come of remaining funds, That ex- 
planation was: 

It will remain in a _ separate 
MEWA treasury, guarded by trus- 
tees who, as occasion arises, will 
loan required amounts to the 





These small engine 
ignition parts mean 


BIG BUSINESS! 
TUNGSTEN 


PACKS THEM IN HANDY 
TUNE-UP KITS 


ON CLEVERLY DESIGNED 
MERCHANDISING RACKS 


for 
OUTBOARDS 
SCOOTERS 


GARDEN TRACTORS 


POWER MOWERS 
CHAIN SAWS 
INBOARDS 


TUNE-UP KITE 


‘contacns CONTALT POINTS ond CONDENGER 


TUNGSTEN CONTACT MFG. CO., North Bergen, N. J. 
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J.L. “Jack” Wiggins (right), execu- 
tive vice-president of National 
Standard Parts Association, was 
honored last month during the an- 
nual NSPA convention by ithe 
National Association of Wholesal- 
ers for his 25 years of service in 
behalf of the wholesaling industry. 
Hal Miller of Womwel]l Automo- 
tive Parts Co., Lexington, Ky., is 
shown presenting the plaque to 
Wiggins, who has been with NSPA 
25 years, the last 12 as its execu- 
tive officer. 


wholesale section of the ASIA for 
research that will benefit whole- 
salers. 

These trustees, some of whom 
are interim officers of MEWA until 
the merger is complete about April 
1, are: Retiring President Thomp- 
son; Jay T. Davis; J. A. Bryant, 
MEWA president and chairman of 
the executive committee, Motor 
and Electric Supply Co., Bowling 
Green, Ky.; Rollin McBurney, ad- 
vanced from treasurer to secretary, 
Boggs and McBurney Auto Parts, 
West Los Angeles; J. P. Farber, 
advanced from secretary to vice- 
president, Chapin-Owen Co., Inc., 
Rochester, N. Y.; and John F. 
Midyette, newly-elected treasurer, 
Standard Parts Corp., Richmond, 
Va. 

Several past presidents seconded 
the motion of Oscar Anderson of 
Bay City, Mich., a founder of 
NSPA in 1924, to dissolve NSPA. 

Hal Miller of Womwell Automo- 
tive Parts Co., Lexington, Ky., 
asserted, in seconding, that “it’s 
getting together the things we have 
wanted to get together for a long 
time.” 

ASIA starts its career with a 
membership of approximately 
4,000 wholesalers and 375 manu- 
facturers of parts and equipment. 


Roy Davis is now sales manager 
of Cummings Motor Parts, Inc., 
Kerrville, Texas, President W. B. 
Cummings announced. 
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Robert G. “Bob” Patterson, vice- 
president, general sales manager 
and a director of The Lamson & 
Sessions Co. of Cleveland, O., un- 
til his retirement several months 
ago, died at his winter home at 
Pompano Beach, Fla., last month 
at 67. Since 1932 he had been 
executive vice-president of the 
Automotive Engine Rebuilders As- 
sociation, of which he was twice 
president. He was a director of the 
Automobile Old Timers and a 
member of the marketing research 
committee of the National Stand- 
ard Parts Association. 


Johnson City Firm Moves 
To Larger Quarters 


UTOMOTIVE Electric Co. of 

Johnson City, Tenn., has 
moved to new and larger quarters 
at 263-267 West Main Street to 
obtain more space, especially for 
customer parking, President Clar- 
ence C. Erskine announced. 

The modern, Butler-type, low- 
profile steel construction provides 
approximately double the floor 
space of former facilities, Erskine 
said, and will permit further ex- 
pansion of jobber redistribution 
business, which, he added, “has 
been growing by leaps and 
bounds.” 

Parking space is available for 
16 cars alongside the store, while 
a drive-through on exterior will 
accommodate eight cars at a time, 
without the hazard of “backing 
out” into traffic, Erskine said. 


Hastings Elevates Thompson 


H. B. “Bud” Thompson, for the 
past 16 years a member of the 
factory and field engineering staff 
of Hastings Mfg. Co., Hastings, 
Mich., has been named chief engi- 
neer of the piston ring division. 
H. P. Phillips, vice-president and 
formerly chief engineer, will con- 
tinue as director of research and 
development. 
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m JOE'S FILLER STATION 


NOTES AND ANECDOTES TO FILL YOU IN ON FILLERS 


GEE.... THANKS! 


I suppose a man who’s an old hand at 
writing a column (like Winchell or Sullivan) 
gets used to having people pat ‘em on the 
back and say: “Great colyum, pal!” But I 
never thought it would happen to me; thanks 
to you, it did! If I weren't so busy sticking 
to my own last (which is, of course, making 
the best autobody filler on the market!) I'd 
thank all of you personally for so many calls 
and letters kidding me about becoming a 
“colyumist”. But as Sam Goldwyn is sup- 
posed to have said, in two words . . . “im- 
possible.” So please accept this “im-personal” 
but deeply sincere Thank You for your com- 
ments. And don’t stop now! 


FLATTERY GETS ME NOWHERE! 


They say that imitation is the sincerest 
form of flattery, so I suppose I should be 
highly flattered by the great number of 
would-be competitors who keep jumping in 
and out of the filler field. But frankly, too 
much flattery becomes annoying; it gets so 
that every move we make is copied almost 
instantly; every time we come up with an 
innovation, improvement or inspiration, next 
day there’s a whole chorus hollering: “Me, 
too!” 

Trouble is, all they usually can do is imitate 
the label . . . it takes time, experience, ability 
and MONEY to do the research, experiment- 
ing and testing necessary to develope a good 
product and keep bettering it! That’s why 
you don’t find me shedding any crocodile 
tears when I hear that some imitator has 
“bit the dust” . I know that another one 
will pop up somewhere else. But here at 
UNICAN we'll just keep on making “PLAS- 
TIK” better and better . . . that’s the best 


protection we have! 


PENNY ANTE! 


Speaking of com- 
petition (as I just 
was), even the glib- 
best salesman knows 
he can’t get away 
with claiming to 
make a better, more 
reliable or easier-to- 
use filler than “PLASTIK”. So instead of 
selling on an equal-quality basis, a lot of the 
boys fight with price . . . offering a cheaper 
product at lower cost. And right there is the 
spot where you could be in danger of being 
penny wise and pound foolish. 

Let’s say you're doing the average repair 
job .. . it will cost your customer about $75. 
The cost of all the materials will probably 
tot up to about $7.50... out of which the 
cost of the UNICAN “PLASTIK” you use 
will be roughly $1.75. And you've done a 
good job, with all your know-how, and 
materials you know you can rely on. 


Now, let’s say you “save money” on some 
nondescript filler without the proven pow- 
ers of “PLASTIK” . . . without the laboratory- 
tested quality and workability of UNICAN 
products. You know how much money you 
will actually save on the “average $75 job” 
mentioned above? Just about 35c .. . that’s 
the difference in cost between the amount of 


“PLASTIK” same 


amount of the cheaper filler. 


you would use and the 


It seems to me a repair man who'd jeopardize 
a $75 job for the chance to pocket an extra 
3$c is using as much judgement as the pinochle 
player who'd risk a sure-fire 350 Spade hand 
by gambling to “buy” for 400. And while it’s 
one thing to gamble on a card, it’s quite an- 
other thing to gamble with your customers 
(and your reputation.) If you think it’s smart 
“material” to pocket a few 
extra cents . . . okay; go for the extra pennies. 
But as they say when you hang your hat... 
you do so at your own risk! 


GIVE THE BABY A NAME! 


Jobbers _ tell 
me that a lot of 
orders for UNI- 
CAN “PLAS- 
TIK” fail to 
specify whether 
the customer 
wants it with 
J4, J7 or Jl0. 
Our fillers carry 
such different 
designations to 
indicate exact 
formulas to as- 
sure the requir- 
ed properties for 
the job at hand! 
That’s why you should “give the baby a name” 

. specify the exact “PLASTIK” you want. 
Just to be safe, you should keep all three on 


to gamble on your 


AUTOBODY 
FILLER 


a 


hand! 


In case you haven’t heard . . . our latest 


development .. . 


| PRESLAT 40 


is the only really FUL- 
LY FLEXIBLE FILLER 

. easier to work, to 
finish; will 
k or shrink 
away from the repair. 
right 
hardener for the right 
working time 
STANDARD ills: for average work... 
BOOSTER for faster setting 

“PLASTIK with J10” 
laboratory 
the job” performance checks... 
ed by the efficiency, experience and ethics of 
the UNICAN RESEARCH LABORATORIES. 
Only UNICAN maintains this scientific ap- 
proach to and control of the autobody business. 


shape, to 
not pop, crac 


You choose the 


developed through 
tests and “on 
expertly guid- 


exhaustive research, 


And business is good, thank you . . . and 
you ... and especially YOU! 


COV nlf 


PRESIDENT 


uniCan 


PLASTICS CO., INC. 


Main Plant and Executive Offices 


SHREWSBURY, MASS. 


WEST COAST PLANT * UNICAN PACIFIC CORPORATION, 1346 WEST 15TH STREET, LONG BEACH, CALIF 
CANADIAN PLANT ¢ UNICAN PLASTICS, LIMITED, 241 DUBE AVENUE, MONTREAL EAST, PROV. OF QUE 
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‘59 Looms as Banner Year 


Bos year is booming to a much 
higher sales plateau for nine 
out of ten Southern and South- 
western wholesalers. 

Answers to a survey mailed 
last month to 350 revealed that 
January sales were often 20 to 


increased overhead combined 
with shrinking profit margins 
makes it difficult to realize a 
satisfactory net profit.” 

Others mentioned this situation: 

Small Texas city—‘Sales up 
20%. If no labor problem, can 
maintain this. Price structures are 


very rapidly falling apart. Too 
many manufacturers have seen 
fit to extend distributor or ware- 
house prices to accounts who are 
using the price advantage to tear 
down the market.” 

Tennessee city—‘“Increase of 
15%. Our biggest problem is to 
show a profit. Overhead is too 
great, margin of profit too small. 
We are working on both and hope 
to come up with the right an- 
swer.” 

Absence of flood conditions 
which plagued some areas a year 


30% higher than the same month 
last year—and that was in spite 
of the fact that last year was an 
exceptionally fine year for a ma- 
jority of jobbers. 

Ninety-one per cent said their 
January sales were up over 
January 1958’s. Five per cent said 
their volume was down and four 





ANOTHER HOT NEW /TEM FROM MOOG... 


K-283 Ball-Bearing 


A Reader Su 
Offers all the advantages 
of the best-selling 

MOOG Bal/- Bearing 

Idler Arm Kits... 


pre-assembled for fast, 


1958-1959 
CHEVROLET 


per cent listed the same amount. 

How bright this year appears to 
a lot of jobbers can best be pre- 
sented with these comments 
which frequently sprinkled the 
answers: 

City in Virginia—“Increase of 
ten per cent. Looking forward to 
banner year.” 

Birmingham, Ala.—‘‘We had a 
23% increase. 1958 was 26% bet- 
ter than 1957 sales. 1959 should 
be a very good year for the job- 
ber and manufacturer!” 

Small Georgia city—‘‘Sales in 
January up 18%. Looks much 
better to us for this year’s pros- 
pects.” 

South Georgia city—January 
volume up 15%. Our machine 
shop was closed January 1958. 
Business is just all-’round better 
also.” 

Charlotte, N. C.—“Sales up four 
per cent. People are generally 
more optimistic than in some 
time.” 

Missouri city—We are thrilled 
to report that our sales are 30% 
above last year’s January sales, 
and we feel that we will have our 
greatest year for sales in ’59.” 

Kansas city—“We have had the 
largest January that we have had 
in six years.” 

San Antonio, Texas—“Sales are 
about three per cent better com- 
pared with January 1958. Out- 
look in this area is for continued 
strong business trend. However, 





easy installation! 


K-283 converts 
rubber bearings 
to ball bearings. 
Idler arm is full 
floating between 
thrust ball 
bearings. Permits 

idler arm play to 
be adjusted out 
with the twist 

of a nut. 

This means: 


LONGER TIRE LIFE! More rigid wheel alignment reduces uneven tire 
wear. Pays for itself. 


NEW DRIVING EXPERIENCE! Car steers free and easy at all speeds. 
“The Poor Man’s Power Steering.” 


GREATER STEERING SAFETY! Eliminates excessive play. 
Assures positive steering control, instant 


front-end response. 
MOOG MEANS MOOG 


MORE UNDER-CAR BUSINESS 


Moog Industries, Inc., St. Lovis 14, Mo. 
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ago and unusually high equipment 
sales accounted for sales volume 
increases in some instances. 

As usual, price-cutters got a 
“cussing.” 

One Georgian whose sales were 
down four per cent said: 

“The recent influx of a chain of 
small wholesale/retail stores in 
our trading area has caused our 
dealers to stock less merchandise 
on their shelves.” 

“Large chain sales and some 
increased counter trading” ac- 
counted for much of the 25% rise 


at a large operation in western 
Virginia. 

A Texan whose sales were up 
more than 50% complained of 
“too many ‘deals,’ free goods and 
bonus merchandise.” 


Industry Leaders Appear 
On NSPA Program 


NDUSTRY leaders were among the 
speakers at the annual conven- 
tion of National Standard Parts 
Association Feb. 16-17 at the Sher- 
man Hotel in Chicago. 





ler Arm Assembly 


CHECK THE MOOG K-283 AGAINST ORIGINAL EQUIPMENT 





ORIGINAL EQUIPMENT 


MOOG K-283 





Rubber bearings 


Ball bearings. No slack or bind. 





Non-adjustable 


Adjustable. Eliminates idler 
arm play. 








Non-lubricated 








cop fighting that wheel 


Bi 





Grease fittings for proper 
lubrication. 


ANIMATED 
DISPLAY helps 
you attract extra 
customers for 
MOOG Ball- 
Bearing Idler Arm 
Kits...now 
available for 
nearly all cars. 
profit-maker. 
Solves the No. 1 
front-end problem. 


See your Moog 
Man or Jobber! 
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Shown accepting a plaque pre- 
sented the North Carolina Auto- 
motive Wholesalers Association 
by National Standard Parts As- 
sociation for outstanding coopera- 
tion and service in the promotion 
of automotive vocational educa- 
tion at the state level during 1958 
is S. B. Norton (left) of Burling- 
ton, president of the state group. 
Making the presentation on be- 
half of NSPA is L. T. White, Jr.. 
Motor Bearings & Parts Co., of 
Raleigh, Inc., wholesaler member 
and director and immediate past 
president of NCAWA. 


They included Victor L. Toft of 
Omaha, Neb., junior vice-presi- 
dent, who was elevated to the 
presidency of ASIA—the group 
composed of members of the dis- 
solving NSPA and MEWA; John 
M. Wells of Ingersoll-Rand Co., 
chairman of the joint operating 
committee in charge of the IASI 
Show, which followed the NSPA 
and MEWA conventions; Edward 
Gammie of Victor Mfg. & Gasket 
Co., Chicago, immediate past presi- 
dent of NSPA; William Hedges of 
Portsmouth, Ohio, who moderated 
a panel discussion on “Profits in 
Merchandising Clinics” with these 
participants: Francis Lee of 
Marshfield, Wis., Sylvan J. Mack 
of St. Paul, Minn., and Carl W. 
Sachs of Grey-Rock Division, 
Manheim, Pa. 

Other speakers included Ray J. 
Campbell of Denver, Colo., presi- 
dent of the Independent Garage 
Owners of America; Harold T. 
Halfpenny, NSPA legal counsel; 
J. M. “Jack” Heffelfinger of Booz- 
er-Test Management Service, In- 
dianapolis, Ind.; Wm. J. Barron, 
Sr., of Cedar Rapids, Iowa, and 
Norman P. Cohen of Erie, Pa. 


Roemer Retires at Marshall 


A. J. Roemer, service sales man- 
ager of Marshall-Eclipse Division 
of Bendix Aviation Corp., retired 
Feb. 28 after 43 years in the auto- 
motive industry. 
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ove PROFIT! 


Art IC- “Kan 


DEALERS 
Autamobile fir Cordlinng 


Improved 
Product 


Beauty plus 
performance 


© New \Ow PRICES 
and lower cost to installing dealers, 
also retroactive price plan. 

e@ EASY TO INSTALL KITS 
Kits complete — parts fit detail instruc- 
tions with line drawings showing step 
by step procedure for each installation. 

@ UNIQUE SALES PROGRAM 
National advertising in trade journals 
‘and auto magazines. Direct mail adver- 
tising to customers in your area with 
your business name and location. 


e LOCAL SALES BUILDERS 
Free p 
Advertising mats and ideas. 

Lighted signs and outdoor identification 
metal signs at nominal cost. 


@ COMPLETE LINE OF UNITS 

No need switching brands to give your 
customers their desires. Only ARTIC-KAR 
offers units for all American cars (early 
and late models), 43 European cars 
including Volkswagen bus and sedan, 
Renault, Volvo, Mercedes Benz, Vaux- 
hall, Opel and many others, all proven 
and tested in Texas burning heat. 


e CHOICE OF UNITS 
3 underdash models 
1. Iceberg double fan model 
2. Iceberg double blower model 
3. Penguin fan model 
Deluxe trunk unit. 
Combination Supreme, trunk and 
underdash combination. 
Special built in units for some foreign 
and sports cars. 
@ THOUSANDS OF SATISFIED 
Customers since 1949, 
@ IMMEDIATE SHIPMENT 
upon arrival of your order. 





YOUR CUSTOMERS WILL DEMAND 
More Cooling for their Money 
Only ARTIC-KAR has the Answer 


FOR MORE INFORMATION CONTACT 


CAPITOL REFRIGERATION, INC. 
3922 KALLOCH DRIVE, DALLAS 16, TEXAS 
PHONE FR. 1-3471 


—— 
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William W. Cherry, III, who has 
been with McEwen Cherry Co.., 
manufacturers’ representatives of 
Nashville, Tenn., for a number of 
years, working in the Alabama- 
Mississippi area, was transferred 
several months ago to the central 
and north Florida and south 
Georgia territory. He is headquar- 
tering in Winter Park (Orlando), 
Fla. 


Standard Motor Products 
Elects Fife Chairman 


L1aAs Fife, founder and former- 

ly president of Standard Mo- 
tor Products, Inc., automotive re- 
placement parts manufacturer of 
Long Island City, N. Y., has been 
named to the newly-created po- 
sition of chairman of the board. 

Bernard Fife, former general 
manager and treasurer, has been 
elected president, while Nathaniel 
L. Sills, formerly secretary, has 
been named vice-president, a post 
left vacant by the recent death of 
H. O. Rosenstein. Bernard Fife has 
been with the company since 1936; 
Sills, since 1943. 


Grey-Rock Appoints Two 


Appointments of John E. Bailey 
as Pittsburgh district manager 
with supervision over a territory 
including northern Kentucky, and 
of Thomas W. Brooks as territory 
representative in central Ken- 
tucky, have been announced by 
John MacMurray, sales manager 
of Grey-Rock Division, Raybestos- 
Manhattan, Inc., Manheim, Pa. 


Crutcher Commissioned Colonel 


Phil S. Crutcher, manufacturers’ 
representative in Kentucky since 
1943, has been commissioned a 
Kentucky colonel by Governor 
Albert B. Chandler. He is a found- 
er and past president of Automo- 
tive Booster Club 34. 





KEEP FLOORS 
SAFE AND CLEAN 
WITH EASE 
AND ECONOMY 


Florco is the most effective, prac- 
tical and economical adsorbent 
for the maintenance of dry, safe, 
non-slip floors, decks and all 
porous surfaces. 


Florco combines high adsorption 
capacity with physical strength; 
it is one of the few materials of 
its type to meet Armed Forces 
specifications and be approved 
by the Underwriters’ Labora- 
tories, Inc. 


Florco’s unique adsorptive prop- 
erties prevent “bleeding” of ad- 
sorbed liquids and materials to 
cleaned surfaces. 


Florco contains less “micro-dust” 
than any other similar material. 


Florco is safe to use on all types 
of surfaces, creates no health 
hazard, is non-flammable, pro- 
vides a rough non-skid surface 
upon which it is safe to walk 
and work. 


Florco usage does not require 
special costly applicators or re- 
moval equipment. 


Spread thin layer over area to be treated— 
Let it set a few moments— ——— 


Send today 


for free demonstration sam- 
ple and descriptive pamphlet 
on Florco. Just enclose this 
ad with your signed business 
letterhead. 


FLORIDIN COMPANY iB 


ADSORBE? 


Dept. U, P.O. Box 989 Tolichowee, Florida 
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S. I. Vaughan (third from left), 
president of Southwest Wheel, Inc.. 
Dallas, Texas, with branches in 
Houston, Lubbock, San Antonio 
and in Oklahoma City, Okla., re- 
ceives World Bestos distinguished 
service award from J. W. Greenen, 
World Bestos replacement man- 
ager. Looking on are (I. to r.): J. P. 
Mycue, World Bestos district man- 
ager: H. A. Yeats and E. A. Copley. 
Southwest Wheel secretary-treas- 
urer and vice-president, respec- 
tively, and L. H. Spann and H. L. 
Rogers, Southwest Wheel district 
managers in Oklahoma City and 
Lubbock, respectively. 


Thompson Ramo Elects 
Four Vice-Presidents 


OUR operating executives of 

Thompson Ramo Wooldridge, 
Inc.’s Thompson Products divi- 
sions in Cleveland, O., who have 
been elevated to vice-presiden- 
cies, are: 

Pierce T. Angell, a native of 
Richmond, Va., who is engineer- 
ing manager of the Tapco group; 
Robert E. Cummings, manager of 
the valve division; William M. 
Jones, manager of the commercial 
electronics group, and Carl L. 
Kahlert, manager of the replace- 
ment division. 


Tung-Sol Promotes Peter 


E. Leslie Peter has been named 
merchandising manager of auto- 
motive markets of Tung-Sol Elec- 
tric, Inc., according to Harold F. 
Cook, manager of marketing serv- 
ices. Peter, who was advertising 
and sales promotion manager for 
automotive products since joining 
the company in 1957, will be re- 
sponsible for electric and electronic 
components for both initial equip- 
ment and replacement markets. 


Kerrville, Texas, Firm Moves 


Cummings Motor Parts, Inc., 
Kerrville, Texas, has moved to 
610 Main St. The new quarters 
provide more floor space and 
more parking space for customers, 
according to President W. B. 
Cummings. 


Texans to Meet Oct. 21-23 


The annual convention and 
booth conference of the Automo- 
tive Wholesalers of Texas will be 
held Oct. 21-23 at the Adolphus 
Hotel in Dallas, Executive Secre- 
tary G. C. Morris announced. 
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SAFETY APPROVED 
-ACTION @& 
TESTED! 


NO OTHER 
HAND CLEANER 


matches the fast effective 

cleaning action- - - safety, 

protection and economy of 
CREME-TYPE GO-JO! 


OK 





Removes grease, grime -all 


stubborn soil in 1/ THE 
Use With or Wilhout Water 2 TIME 


CUTS COSTS 50% with 
One Shot Dispenser- 


t . 
4 . 


automatic - no fuss 
no muss-no waste 








Guards against DERMATITIS and skin irritation — 
A Hexachlorophene and Lanolin fortified for gentle, 
: soothing skin protection. 


GOJER INC. Box 991 AKRON, OHIO 
©)>- 


America’s Largest Manufacturer 
of Creme-Type 


HAND CLEANER 
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Make your 


replacement 
choice 


RMC... 


pioneer in the origination, engineer- 
ing and development of the auto- 
motive valve ... knows what's 
required of valves. 

That's why same two-piece ex- 
haust valves, Stellite-faced and 
heat-banded valves and the new 
Aluminized valves can be relied 
upon for the best possible perform- 
ance under the toughest operating 
conditions. 

Next time, specify rac... the 
valves backed by more than a half 
century of know-how. 


Make the job complete with 
RMC Valve Train Parts 

VALVE SPRINGS VALVE SEATS 

VALVE LOCKS ROTATOR VALVE KITS 

VALVE GUIDES VALVE SPRING INSERTS 
Warehoused in all principal cities. 
Sold by leading Replacement Parts 
Wholesalers everywhere. 


_, FOR INFORMATION 





WRITE TO 


sVTAL! 


BATTLE CREEK, MICH. 
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Appointment of A. B. McKee as 
district manager in Washington, 


company in 1947 in the Philadel- 

phia warehouse and in 1951 en- 

tered the field sales as a jack 
specialist. 


Dick Stroud of Charlotte Dies 


Dickson C. “Dick” Stroud, Jr., 
44, died suddenly last month in 
Richlands, Va., while on a busi- 
ness trip. A native of Rome, Ga., 
he was a partner in Stroud & 
Walden, manufacturers’ repre- 
sentatives, Charlotte, N. C. The 
firm, organized four years ago, 
will continue operations un- 
changed, according to Carl E. 
Walden, the aftermarket veteran 
who is the other partner. 


NCAWA to Meet April 19-21 


The annual convention of the 
North Carolina Automotive Whole- 


salers Association will be held. 


April 19-21 at the Robert E. Lee 
Hotel in Winston-Salem, Execu- 
tive Secretary Jesse F. Jones, Jr., 
announced. S. B. Norton of Burl- 
ington is president. 


Sealed Power Appoints Gerald 


H. L. “Bert” Gerald has suc- 
ceeded the late Everette J. Inger- 
soll as Sealed Power Corp.’s dis- 
trict manager of the Kansas City 
(Mo.) territory. Since 1952 Gerald 
has been in charge of sales for the 
company in west Texas, the Pan- 
handle area and New Mexico. 


Mississippian Changes Name 


The name of Price Auto Supply 
in Columbus, Miss., was changed 
March 1 to Crowder Auto Parts 
Co., according to Owner Herman 
Crowder. 








od | 4 - 


Tungsten Vent-0-lated for 


better performance — 
longer life. 





Pre-assembled. A cinch 
to install. 


12 sets do the job of 20 — 
reduces your inventory. 





KEM Manufacturing Co., Inc. 
Fair Lawn, New Jersey 


‘| Another industry 


service from KEM 
Send for FREE 
CAR NAME 
to MODEL NUMBER 
INTERCHANGE SHEET 


(_} Repair station 


Please Return Coupon for 
Model Number Sheet SA-3 
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More than 850 members and guests 
attended this “Silver Jubilee” 
breakfast meeting of Automotive 
Affiliated Representatives in Chi- 
cago last month. J. McEwen 
Cherry of Nashville, Tenn., presi- 
dent, pointed out that AAR has 
grown to include 400 member 
firms who travel about 1,600 sales- 
men in this country and Canada, 
embracing 24 regional groups ac- 
counting for around half a billion 
dollars in sales in 1958 for some 
1,700 manufacturers. The principal 
speaker was W. F. “Bill’” Coulter, 
sales manager of Rubbermaid, Inc., 
Wooster, Ohio, who was introduced 
by W. Frank Russell of Dallas. 
The emcee was Ed, L. Lee, execu- 
tive secretary of AAR. 


= 
White Machine Names Paladie 


Steve J. Paladie has been ap- 
pointed district manager and re- 
gional service engineer in Louis- 
iana, Mississippi and western Ten- 
nessee for White Machine Works, 
Eau Claire, Wis., division of Gould 
Batteries, St. Paul, Minn. Paladie 
was formerly field service engineer 
for Dodge and Plymouth divisions 
of Chrysler Corp. 


Floridian Opens in Savannah 


Southeast Wheel and Rim Co., 
Inc., Jacksonville, Fla., has opened 
a branch operation of the same 
name at 4408 Augusta Road, Sa- 
vannah, Ga., according to Presi- 
dent W. A. Birt, Sr. Branch man- 
ager is R. L. “Bob” Birt. 


C. Howard Hout (left), executive 
vice-president and general man- 
ager of Keenan Auto Parts Co.., 
Albany. Ga., is shown accepting 
a painting of the “Old Bridge 
House,” which houses the com- 
pany’s main office and warehouse, 
from Guy A. Finlayson, office- 
credit manager. The presentation 
honored Hout for 25 years of serv- 
ice with the organization. He was 
also given an engraved watch by 
Chairman of the Board P. A. 
Keenan. 














we... = 


STOPS Oil BURNING 





AOE RB NEDIG 


MOTOR-MEDIC 


Motor-Medic is the new 
miracle polymer . . . not 
to be confused with tune- 
up solvents, break-in oils, 
extreme pressure lubri- 
cants and detergents. 


Increases power, saves gas 
by eliminating “blow-by.” 
Increases compression, 
through better ring seal, 
giving lasting oil film 
strength, reducing 
friction and wear. 


~ “er 


$495 


List 
PRICE 











A PRODUCT OF RADIATOR SPECIALTY COMPANY, CHARLOTTE, N. C. 
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New Tools 
’y KEN TOOL | 


PULLER Mf, Attaches to 
of 4 any standard 

wheel-puller 
‘ to pull any flange- 
P-60 4 type rear axle on 
| late model cars and 
f trucks. Delivers a pow 
erful blow to jar loose 
the tightest axle shaft 


A MUST FOR 
EVERY GARAGE! 


P-60A 


> 


COMBINATION 
SET 


y 
- 
g™ P-60 Adaptor at- 
g tached to Ken-Tool 
T-500 Universal Pull- 
er. Pulls flange-type 


axles quicker—easier! 


NEW UNIVERSAL 
DRAIN WRENCH 


| NEW 7-way 

wrench, for all 

f late model cars. 
i # 
ey 
J 


| The only drain-plug 
/ == 4. 
: wrench with two 5/16 
hex for newest Chrysler cars. 
a, 


/ Quick delivery from your local jobber 
fa 


TOOLS 


Sold as kit 
or separ- 
ately. 


8-26 2-in-1 post 8-207 B-24 
cleaner and cable spreader and cleaner. 
8-207 Chrome nickel Plier. B-24 New 
super-Grip Terminal Puller. B-25 Complete 
3 tools in carrying case. 


KEN-TOOL MFG. CO. 
AKRON 5, OHIO 
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Officers of Automotive Booster Clubs International, chosen in the 
annual election in Chicago last month before the IASI Show opened, 
are shown here in the usual order: seated, William L. Knoyer, presi- 
dent, Denver B-3; Miss Gretchen Rider, executive secretary, Chicago; 
Edward C. Abdelnour, retiring president, New York B-13; standing, 
Victor Condron, Jr., treasurer, Seattle B-21; Joe Del Greco, first vice- 
president, Cincinnati B-26; M. I. “Mose” Hudson, second vice-president. 
Jacksonville B-36, and T. H. “Tommy” Everett, secretary, Dallas B-4. 
All the elective officers were advanced one step except Everett, who 
is newly-elected. 


Dayton Rubber Appoints 
Wilson for Southwest 


= of Robert Wilson, 
a native of Albertville, Ala., 
as Southwest regional manager for 
Dayton Rubber Co., has been an- 
nounced by Robert G. Roney, 
general sales manager, automotive 
wholesalers division. 
Headquartered in Dallas, Wilson 
has been assigned to add personnel 
in the field and revamp the compa- 
ny sales organization in the South- 
western territory, which includes 
Texas, Oklahoma, Louisiana and 
New Mexico. Joining Dayton in 
January 1957, Wilson reportedly 
increased sales 70% his first year. 


Burlingame Dies 
In Little Rock 


a Gray “Burly” Burlin- 
ey game, 84, an officer of the 
Crow-Burlingame Co., died last 
month at his home in Little Rock, 
Ark. 

He was senior vice-president and 
treasurer of the Crow-Burlingame 
Co. at Little Rock, secretary and 
treasurer of the company’s Texar- 
kana and Louisiana operations, and 
treasurer of the Big 4 Auto Parts 
Co. in Little Rock. 


Lincoln Hires Sprich 


Appointment of Roland J. Sprich 
as territory manager in Florida for 
Lincoln Engineering Co., St. Louis, 
has been announced by General 
Sales Manager John Renner. 


Sprich, who will headquarter at 
1911 Northwest 185th Terrace, 
Miami, will work directly under 
Warren Kline, representative in 
the Southeast. 











ANNOUNCING! 


... @ new 
automotive service 


factory rebuilt 
BRAKE CYLINDERS 


Two more profit builders for 
you in the growing Pick line 
of quality brake parts. Pick 
wheel cylinders and "'steel- 
sleeved" master cylinders are 
completely and carefully re- 
built to assure "like new" per- 
formance. Order from your Pick 
jobber when you order Pick 
Bonded Exchange Shoes. 


PICK MANUFACTURING CO. 


Automotive Division 
West Bend, Wisconsin 
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Kentucky Group Opens 
Membership Campaign 


A’ ACTIVE membership cam- 
paign has been launched by 
the Kentucky Automotive Whole- 
salers Association under the direc- 
tion of its newly-employed first 
executive secretary, George W. 
Wilson, III. 

With 60 members already sign- 
ed up since its birth six months 
ago at Lexington, KAWA “has a 
potential of over 250 jobbers,” the 
manager said. 

A comprehensive program of 
group insurance has been attract- 
ing attention. Programs now be- 
ing considered include statewide 
credit reporting, buy, sell and ex- 
change bulletin service to enable 


Executive Secretary Wilson 


members to move obsolete or slow- 
moving merchandise, delinquent 
collection service and detailed bul- 
letins affecting the aftermarket in- 
dustry in the state. 

Wilson, 27, is married and the 
father of a young son. He is a na- 
tive of Mayfield, Ky., and Martin, 
Tenn., but has resided in Lexing- 
ton since September 1957. 

Wilson was graduated from 
Southwestern College at Memphis 
in 1953, having majored in eco- 
nomics and business administra- 
tion. While at Southwestern he 
Was active in various extra-cur- 
ricular activities, served as presi- 
dent of his senior class and was 
elected to Who’s Who in American 
Colleges and Universities. Later he 
was assistant public relations man- 
ager at International Harvester 
Memphis Works. He left there in 
November 1953 to spend three and 
a half years in the U. S. Navy, 
where he served as an intelligence 
analyst in the Office of Naval In- 
telligence. 

Following his release from ac- 
tive duty as a Lieut. (j.g.), he was 
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a special agent in the offices of a 
general insurance state agent in 
Lexington. 

Joe B. Wright of Mayfield is 
president of KAWA. 


Imperial Brass Names Three 


The Imperial Brass Mfg. Co., 
Chicago, has elected Gordon J. 
Duerr, vice-president—marketing; 
George E. Franck, vice-president 
—engineering and research, and 
Fred W. Winter, vice-president— 
manufacturing. The three offices 


are newly-created, President W. 
C. Musham announced. 


Weatherhead Names Steele 


Appointment of Andrew FF. 
Steele as a field representative in 
Texas, Oklahoma and Louisiana 
for the automotive distributor di- 
vision of The Weatherhead Co. has 
been announced by Edmund T. 
Duffy, division sales manager. 
Prior to joining Weatherhead, 
Steele was a sales representative 
with The Electric Auto-Lite Co. 








(1.) Bender Extra Heavy Duty Combi- 
nation Rack handles all trucks, buses, 
and even passenger and foreign cars 
(2.) Bender Universal Tool Board has 
everything necessary to check and align 
trucks, buses, and all passenger cars. 


THIS CAN EASILY BE MADE BY 
ADDING BENDER TRUCK AND BUS 
ALIGNMENT TO YOUR SERVICES 


HERE'S HOW 
eThere is 2 to 3 times more profit in 
truck and bus wheel alignment. 
eFleet truck and bus alignment is being 
overlooked . . . there are not enough 
shops equipped to handle this growing 
business. 
eBender can supply you with the neces- 
sary equipment that makes truck and 
bus alignment easier, faster and more 
profitable. 
SEE YOUR BENDER JOBBER TO- 
DAY ... Find out more about the poten- 
tials of this business, let him show you 
the necessary equipment and tell you 
about Bender’s on-the-job training 
program. 


“REPRESENTATIVES' INQUIRIES INVITED" 
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“EXPANDER 


. .. that will not stick! 
Fits any Conventional Cup 


Outside Spring of 
Light Tension for 
Easy Exponder Action 


“ Wenvier Center| 
a 
_ te Position 
This NEW 
DOUBLE ACTION EXPANDER 
gives the desired combination of 
pressure for light expander action 
. «and heavier pressure to insure 


cup rerun. LIST PRICE 


Available in 5 sizes with or 35¢ 
without cups about March 1 PER CYLINDER 


er ey tee enna en B . Oo ~ 





Reaming Sets 








A WEEK 
SERVICING 
RADIATORS! 


“Our INLAND Radiator Department brings us an aver- 
age of $300 A WEEK! (Over $15,000 a year!) Wish 
we'd installed it years ago!”— Douthit-Carroll-San Chez 
Company, Memphis, Tenn. 

$8,000 to $15,000 A YEAR ADDITIONAL VOLUME 
IS COMMON! “$400 in my first 10 days!” (Over $12,000 
a year!) — Bonifield Brothers, Metropolis, Ill. “Almost 
$900 in 30 days!’”»—M. J. Wilson Auto Company, 
Shelbyville, Ill. 

RADIATOR SERVICING BRINGS MORE PROFIT 
PER SQ. FOOT! 83% of all radiators over a year old 
are partly plugged. Inland equipment PROVES extent 
of plugging to customer. Inland offers complete pack- 
age: Equipment, training, “Pays-for-Itself” purchase plan. 


INLAND MFG. COMPANY, 1 ousst29 fibers 
FREE i iiuino rc co, bept-sAd1100 Jecksen Sts Omete 7, keto i 

. €O., Dept.SA- ackson St., Omaha 2, Nebr. 
48-pg. book [| Please send new ius hook, “Blueprint for AS nage ; 


Bien __ ee —_ t 
| (PLEASE PRINT) i 
ADDRESS___ - i 
——__—2ONE___StATE_____. JJ 

niitieiaa TITLE i 

If dealer, make of cor sold ' 


Are you now operating a radiator shop [] Yes [J No ) 
= oe ee oe ee ee ee ee ee ee ee ee es ee es 
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“lhe New 
K. O. Lee 


Valve 
Guide 


Designed to service late model engines which have valve guides 
cast as part of the cylinder head. In this new type head, it is the 
valve which has to be replaced. This is accomplished by reaming out 
the valve guide for oversize stem valves. Most of the engine and 
valve manufacturers now offer at least three sizes of oversize valves. 


The Lee Reamer Guide provides a true alignment with original 
guide bore using Lee Self-expanding pilots. The reamer is held 
rigid with reaming bushing during reaming operation. Simple to 
operate and extremely accurate. 

Special sets available to service Ford, Mercury, Lincoln, Chevrolet, 
Plymouth, Dodge, DeSoto, Chrysler. 

R55 Reseater Power Drive adapts to these valve guide reaming sets. 
Clip ad to your letterhead and send for Literature. 





K. O. Lee Company, Aberdeen, S. D. 














THE ORIGINAL 


NU-MA-CO 
RUBBER BRAKE 

ADJUSTING P 
HOLE COVERS 


These are BIG PROFIT items, a CINCH to sell 
with brake check-ups and grease jobs! 

© Seals adjusting hole of all BENDIX BRAKES! 

@ Expansion grooved! Full-length lip seals out all water, 
dirt, grease! 

© Easily snapped on ANY backing plate — REGARDLESS 
OF THICKNESS — in seconds! 

@ Display Cards and Bulk Orders Available 


PATENTED Send for catalogue show- 

ing other items that may 
DONT BE FOOLED also be of interest to you. 
by substitutes! 


SEND COMMUNICATIONS TO 


NEWNAN MACHINE CO. 


P.O. Box 737 Providence I, R. I. 
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Attending the informal SAMA 
conference at Chicago Feb. 17 
were (l, to r.): front row, Frank 
G. McKenzie of Bluefield, W. Va.. 
president: Ned Holland of Green- 
ville, S. C., vice-president; Harry 
Gee, Jr., of Atlanta, secretary: 
Harold Hart of Columbia, Miss., 
treasurer, and John E, Colley of 
Atlanta, manager; second row, J. 
Matthew “Hot Shot” Nelson of 
Kingsport, Tenn., S. B. Norton of 
Burlington, N. C. (presidents, re- 
spectively, of the Tennessee and 
North Carolina wholesaler asso- 
ciations), John W. Rooney of Mont- 
gomery, Ala., Marshal G. Luce of 
Miami, Fla., Charles H. “Chuck” 
Davis of Orlando, Fla., Jesse F. 
Jones, Jr., of Raleigh and Henry 
S. Clark of Atlanta; back row, C. 
H. Thompson of Lexington, Ky.. 
Max Rittenbaum of Atlanta, John 
Yellman of Lexington, Ky., Keith 
Broyles of Nashville, Tenn., Dowd 
Biggers of Charlotte, N. C., M. D. 
“Buck” Taylor of Andalusia, Ala.. 
John W. Duke of Nashville and 
Edgar H. Rogers, Jr.. of Jackson- 
ville, Fla. 





(whether 3 or 4 Ring Piston) in each 
cylinder to fight dirt, plus . . . 


'@ Grade “A” iron in sleeves, plus 
@ Tin-plated aluminum alloy pistons 
... weight and size graded 
SAMA Convention to Zero 
On Jobbers' Problems 
eerp ne Atlanta meeting in Sep- 
tember will be designed to 
give the wholesalers something 
they can take back to help them 


ge Just a few of many reasons why BASIC 
Dealers take great pride in selling 


perpetuate their business.” 

That’s what Frank G. McKenzie 
of Bluefield, W. Va., president, said 
of the Southeastern Automotive 
Marketing Association and _ its 
plans for the first convention to be 
held Sept. 27-29 at the Biltmore 
Hotel. 


For maximum customer sat- 


SLEEVE ASSEMBLY 
SETS ————_ 
rr N 
a 


isfaction. For greatest profit 
to you in overhauling trac- 
tors and trucks. 


Unique BASIC presents a revo- 


lutionary engineering concept. 
Pre-planning and precision 
techniques practiced by master 
builders of the finest automo- 
tive engine parts are applied in 
manufacturing BASIC pins, pis- 
tons, rings and sleeves. Each 
is perfectly balanced, accurately fitted, designed to 
resist distortion and run smoother at operating tem- 
peratures. Tractor owners enjoy longer engine life, 
greater economy and increased power up to 26%. 


WRITE! PHONE! FOR FREE LITERATURE, PROFIT OPPORTUNITIES. 


SOUTHWEST AUTOMOTIVE WAREHOUSE 
1611 Avenue G. Lubbock, Texas 
SOUTHERN BEARING & PARTS CO. 
500 N. College St. Charlotte 1, N. C. 
TOOL & PARTS WAREHOUSE, INC. 

c/o Border Warehouse Donna, Texas 
TOOL & PARTS WAREHOUSE, INC. 
2816 Commerce St. Dallas 26, Texas 
TOOL & PARTS WAREHOUSE, INC. 

111 N. Gable St. Houston, Texas 


WwW. E. “Bill” Fuller has joined 
Keenan Auto Parts Co., Albany. 
Ga., as a specialty salesman. A 
former South Dakota cowboy, 
Fuller joined the Armed Forces 
during War II and in 1941 was 
transferred to Turner Air Force 
Base in Albany, where he was 
honorably discharged in 1945. 
Since that time he has been affili- 
ated with parts and jobbing op- 
erations. 


Competitive Ford 
Tractor Assemblies 
Also Available 








J. B. COOK AUTO MACHINE CO. 
1503 McGavok St. Nashille, Tenn. 
H-M PARTS COMPANY 
2617-23 Warwick Kansas City, Mo. 
JOBBERS SERVICE, INC. 

523 Simpson St., N.W. Atlanta 13, Ga. 


JOBBERS WAREHOUSE 
216 W. 29th St. Okla. City, Okla. 


MANUFACTURER'S WAREHOUSING CORP. 
1016 Monroe St. Fort Worth, Texas 


BASIC SLEEVE ASSOCIATES 
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y | oe 
that’s my drive 


It’s a 


Service men all across the country 
agree ... there’s no other screw driver 
or nut driver with the built-in comfort of the 
VACO “comfordome” handle. Makes service work easy! 
Enjoy the luxury grip of a VACO... the driver that gives 
plenty of power, yet is always kind to hands. Next time 
choose a VACO and feel the difference! 

Manufactured and Unconditionally Guaranteed by 


VACO PRODUCTS CO., 317 E. Ontario St., Chicago 11, Ill. 


In Canada: VACO-LYNN PRODUCTS CO., LTD., Montreal 1, Que. 


QUICK STARTS FOR COLD ENGINES* 
ALL YEAR... 


DOWN TO 65° BELOW ZERO 


Starting a cold engine without SPRAY STARTING 
FLUID is costly. Constant wear of the starting system 
. wasted man hours . . . equipment down-time . 
repeated engine strain, can be prevented with a pres- 
surized can of SPRAY STARTING FLUID. It's so easy 
to use! Apply SPRAY STARTING FLUID into the air 
cleaner or intake air stream while cranking the engine. 
Continue spraying until the engine runs smoothly. Use 
SPRAY STARTING FLUID regularly for quick, easy and 
economical starting of diesel and gasoline engines. 

Start every work day with SPRAY! 
*Until the engine reaches normal operating temperature it is a 
cold engine. 


SPRAY PRODUCTS CORPORATION 


P. 0. Box 844 - Camden 1, New Jersey 











NOw..: 


Repair-it-yourself 
and SAVE MONEY! 





Compare the low price of a 
JacK-Pack jack repair kit 
to the cost of your last jack 
service job! Easy-to-install 
JAaCK-PACKS save you money 
..time...long equipment 
tie-ups. Order JacK-Packs 
from your jobber today. For 
longer life, re-fill your jack 
with non-foaming JacK-Pack 
hydraulic jack oil. 


jacks) wack 


Write today for new illustrated 
JacK-Pack folder 


JACK-PACK MFG. CO. 


2115 NO. MARIANNA AVE 
LOS ANGELES 32. CALIF 
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sets ... job matched to your 
Head, Manifold, Exhaust 


© * 
USE THE FINEST! 
Specify Vellumoid for the 
specific requirements. Vellu- 
ca Flange Gaskets and Overhaul e 


° —e ¢ a= 
finest in gaskets and gasket 
moid now offers Cylinder 
Sets to assure trouble-free 


superior performance. 


Ask your jobber about Cop- 
permoid. . . He knows quality. 


THE VELLUMOID COMPANY 


Worcester, Massachusetts 
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Automotive NEWS BRIEFS 


(Continued from page 15) 





Used-Car Profits Furnish Keystone 


For Operations of Missouri Dealer 


By MELVIN HILLIARD 


President, Melvin Hilliard Chevrolet Co. 
Kansas City. Mo. 


Excerpts from an address before 

the recent annual convention of 

the National Automobile Dealers 
Association at Chicago. 


M* FATHER was a new-car deal- 
er for 35 years. ... He told me 
he was going to keep me in the 
used - car department until I 
learned to sell used cars and run 
a used-car department. 

Do you know that he kept me in 
the used-car department until I 
was 36 years old? 

So today I do not worry about 
the new-car department. I still 
take great pride in being able to 
sell used cars properly, which, in 
my way of thinking, is the back- 
sone of a successful new-car op- 
eration. Having had about 24 
years’ experience in selling used 
cars, I only hope I can point out a 
few things to you about our opera- 
tion that will be profitable to you. 

I have always worked on the 
theory that the dealer who can re- 
tail his used cars will always have 
a profitable business. I could never 
see selling a used car wholesale to 
a used-car dealer so he could make 
from $100 to $200 profit. In our 
operation we retail from 100 to 
130 used cars a month. The only 
wholesaling we do is to sell the 
junkers to a salvage yard. 

Our used-car department op- 
erates on a different basis than any 
other in Kansas City. We have 
three used-car employes — two 
salesmen and a used-car manager. 
The commissions are split three 
ways. Thus, each man is as in- 
terested in the deal as the man 
who actually sells the used car. 
The used-car manager also re- 
ceived a percentage of the gross 
profit of the used-car department 
—which keeps him very profit- 
minded. 

We find our system not only 
creates better customer relations 
but it builds a tremendous amount 
of business. We also find that the 
high income available to our sales- 
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men allows us to obtain and keep 
the best qualified salesmen to be 
found. This keeps the men very 
happy in their jobs and encourages 
them to strive to do better all the 
time. 

In our operation we bid on 
trade-ins coming in on new-car 
deals. All trade-ins are bid on by 
the used-car manager. In this way, 
the new-car sales manager knows 
what profit he has to make on the 
new car and the used-car manager 
knows how much profit he has to 
make per car. We have found by 
operating this way it takes the 
guesswork out of the used-car de- 
partment. 


At the time of appraisal, a re- 
conditioning sheet is made on the 
used car and immediately it is sent 
with the used car to the recondi- 
tioning department. If the recon- 
ditioning has been figured too high 
or too low, we immediately know 
about it. If this happens too often, 
we get together with the used-car 
manager and help him work out 
his problems. We find by elimi- 
nating mistakes we eliminate loss. 

I think the most important part 
of our used-car operation is the 
reconditioning department, which 
is a separate operation from the 
rest of the organization. This de- 
partment consists of a used-car re- 
conditioning manager, one me- 
chanic, one body man, a painter, 
two polish men and a lot man. We 
process every car step by step. 

The first thing we do is to wash 
the motor and body to see if the 
car has body paint damage. From 
this step we go to the body shop 
for necessary repairs, from there 
to the paint shop and then to the 





products. 
steadily in number. 


Brake Shoes 
Water Pumps 





... first with a functionally designed package... 
and a product-application printed label! 


A package design with real eye appeal is a big sales builder . . . 
even for automotive parts. It’s better still with convenient “flip-top” 
construction. And, we're proud of the way we've saved time 
(and dollars!) for our customers with efficient identification of our 
This is just one reason why Imco users are growing 


@ Universal Joints 


The Imco Mfg. & Sales Corp. 
Baltimore 2, Md. 
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mechanical department. 
i i lish 
New ACE CHEMBOND Cold The last thing we do is po 
Chemical Patches combine all the car. We are very particular 
the desired features for the about the cleaning of the car: we 
paint the radiator, battery holder, 


HERE’S THE BEST REPAIR ultimate in fine repels work. the trunk mats and the motor if it 


| : Available in two round and two needs it. We wash and clean the 
for tubeless tires and tubes... | oval sizes. When applied with upholstery and put a number one 


ACE Chembond Cement, they polish job on the car. 

make lifelong repairs, ready for Offhand, this sounds like a very 
immediate use. expensive operation, but the men 
WRITE FOR ILLUSTRATED DETAILS that work in used-car recondition- 
ing are on hourly wages. Our aver- 
age cost per unit for reconditioning 
in 1958 was approximately $35 per 
car for the 1,350 used cars sold at 
retail. Also consider the fact that 
all reconditioning is charged out at 
$5 (less ten per cent) per flat rate 
hour, which in turn lets us show a 
profit on internal work. 

We have always found to do a 
proper merchandising job we have 
to have a balanced advertising 
program. I think too many dealers 
make a mistake by not spending 
their advertising money wisely. We 
use radio and newspapers. On our 
radio programs we do nothing but 
: sell used cars. We keep a daily in- 
the complete line of ; ventory sheet on our used cars and 
tire and tube repair materials when a used car has been in stock 


(ACE RUBBER COMPANY | °° 429s, we run these cars as radio 
, P.0. BOX 6147. /_—OdDALLAS: 22, TEXAS specials. We find by doing it this 
way we sometimes sell from 15 to 
20 used cars from the specials on 
the radio. 

In newspapers we use nothing 
but line ads. We place from 25 to 
30 ads in the paper every day, 
scattered through the classified 
section. We have found that a per- 
son who wants a used car will look 
at every ad in the paper. The 
psychology of this is the reader 
thinks we have more used cars 
than anyone else. When he comes 
to our lot, the battle is half won... 

The only guarantee we use is 
the Chevrolet O.K. used-car war- 
ranty. The used-car business to us 
is not a step-child, but a very im- 
portant part of our business. It 
amounts to about $72,000 gross 
profit per year, plus insurance and 
financial reserve. So you see this 
is indeed a profitable business... . 

I think the prices of used cars 
will be more stable in 1959 than 
they have been since 1954. So I 
think a golden opportunity is here 
for the dealers to realize a good 
profit picture in 1959. 














In 


Miami eae 

In Miami businessmen always make the 

McAllister their headquarters’ hotel . . . 
mets) special room rates . . . special attention .. . 
the best location, surrounded by Miami... 
because the Mac is the biggest and best- 
known hotel . . . streamlined, modern, 
efficient and reasonable . . . Completely 
air-conditioned, with free TV in every 
room. Our “‘regulars’’— businessmen who 
come frequently—get a GOLD CARD 
which guarantees low rates all year ’round. 
Wonderful for groups and conventions, too. 


business 


a eee 


Oklahomans Convene Oct. 25-26 


lete)n.) © BISCAYNE BOULEVARD AT FLAGLER ST., MIAMI, FLORIDA 
ant Op, 


The annual convention of the 
Oklahoma Automobile Dealers As- 
sociation will be held Oct. 25-26 
at Tulsa, Manager Roy Tant an- 
nounced last month. The conven- 
tion hotel will be announced later. 


$ 


‘Se Write or phone for reservations 
: FRanklin 4-6151 


4 
‘Wenger we 
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Missourian Gives Buyers 
Two Demonstrations 


OTORISTS who buy their first 

Dodge from Midwood Motors, 
St. Ann, Mo., get not one but two 
demonstrations. 

Clyde and Don Ferguson, op- 
erators of the dealership, ex- 
plained: 

“When a customer buys a Dodge 
for the first time, we make sure he 
gets a second demonstration at de- 
livery. We also try to give the wife 
a demonstration, whether she’s 
driven the new car or not.” 

The Fergusons feel the second 
demonstration makes the new 
owner more familiar with his pur- 
chase “and makes him a better 
salesman for us.” 


Chesapeake M-E-L Club 
Names Newton President 


7 W. Newton, parts 
manager of Grady Motors 
Corp., Bethesda, Md., has been 
named president of the Chesapeake 
Parts and Service Managers Club, 
an organization of Mercury-Edsel- 
Lincoln dealership parts and serv- 
ice managers in Washington, D. C., 
and Maryland. 

Vice-president is Robert L. Day, 
service manager, Hinder Motors, 
Inc., Aberdeen, Md., and Robert D. 
Patton, service manager, Moore- 
Gear Motors, Inc., Washington, 
D. C., is the secretary-treasurer. 


Dodge Truck Sales 
Increase Sharply 


_ truck sales were 57.5% 
greater in January than for 
the same month in 1958, according 
to Dodge Division. 

Sales for the December-Janu- 
ary (1958-59) period were 30.4% 
greater than for the similar 
period a year ago, and January 
1959 sales were 30.1% higher 
than those for December 1958. 

Unit sales for December 1958 
were 3,483, and for January 1959, 
4,530, compared with 3,268 for 
December 1957 and 2,876 for 
January 1958. 


Tarheels to Gather April 26-27 


The annual convention of the 
North Carolina Automobile Dealers 
Association will be held at the 
Carolina Hotel, Pinehurst, April 
26-27, Mrs. Bessie B. Ballentine, 
executive secretary, announced last 
month. Joe A. Watkins (Dodge- 
Plymouth) of Oxford is the presi- 
dent. 
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Ford Elects Kellistadt 


Election of Charles H. Keli- 
stadt, president of Sears, Roebuck 
and Co., to the board of directors 
of Ford Motor Co. has been an- 
nounced by Chairman Ernest R. 
Breech. Formerly head of Sears’ 
Southern operations with head- 
quarters in Atlanta, Ga., Kellstadt 
is also a director of the First Na- 
tional Bank of Atlanta, the First 
National Bank of Miami and vice- 
chairman of the board of directors 
of Southern Research Institute. 


Chrysler Appoints Demrick 


Carl J. Demrick has been named 
president of Chrysler Corp.’s Am- 
plex Division, manufacturer of 
Oilite bearings and powdered 
metal products, succeeding G. W. 
Trichel, who is now military ad- 
viser to the group vice-president— 
defense and special products. Dem- 
rick joined Chrysler in 1934 as an 
hourly-rated production worker. 
In his most recent assignment he 
was vice-president in charge of 
manufacturing for Plymouth. 








4 UNITS 
pus case 145% 


COMPRESSION 


TESTERS 





BATTERY CELL 
TESTER 


VACUUM-FUEL 
PUMP TESTER 








TIMING LIGHTS 


i Lah} 


POWER 
i ic |) 





STARTER CURRENT 
INDICATOR 
Generator Current 


we 


4-UNIT MOTOR 
WITH STAND 


TESTER 
$252.95 





”~ MOTOR 
ANALYZING SET 


Ml 


| FREE! FREE! FREE! FREE! 


HARVEY E. HANSON CO. 
171 W. COMMERCIAL STREET 
)) PAW PAW, MICHIGAN 


Send me free literature covering basic 
auto testing equipment. 


EEE 





Address 





City 
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STOCK 4ND SELL 


Gi rand Jie [Premium Y ality 
QUIET-TONE 


HI-EFFICIENCY Fiberglass 
MUFFLERS cc” 
? 


Replacements! 





LIST PRICE COMPARISON | 
Factory Duplicate Q one 
Replacement 





MODELS 


Muffiers 














Buick 
Gadillac 
Chevrolet 
Chrysler-De Soto 
Dodge 
Ford 
Mercury 
Oldsmobile 
Plymouth 
Pontiac 
Rambler 





23.50 to 28.57 
14.30 to 20.15 
12.05 to 13.70 
16.30 to 19.25 
11.75 to 17.25 
12.10 

14.22 to 17.07 
13.55 to 18.40 
11.75 to 16.75 
9.75 to 14.95 
12.25 to 14.65 





1 oe 15.00 
8.20to 9.50 
8.20 
8.65 to 10.25 
8.65 to 10.25 
8.20to 9.20 
8.20 to 10.00 
8.65to 9.20 
8.20to 9.20 
8.20to 9.20 
8.20to 9.20 


24 to 53% LOWER 4 








Call your distributor or write 


GUMOUT DIVISION 
PENNSYLVANIA REFINING COMPANY 
2688 Lisbon Road, Cleveland 4, Ohio 
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A MODEL 


| * NEW -Wh's 


“purr” sound 
—pleasing low tone! 


+ NEW —Straight-thru construction 
—— 


delivers full power! 


* NE —"Turbo-Jet” Diffuser eliminates 


back pressure! 


* NEW —Thermo-Dynamic Heat Control 


inhibits rusting-out! 


ALSO a complete line of Chrome Side 


Pipes and Lakes Pipes . . . plus full line 








To Fit 
Every 
Car 


of Dual and Header Systems for all V-8’s 
and 6-cyl. Chevrolets. 


Order from your GRAND Jobber today! 


AUTOMOTIVE PRODUCTS 


2055 North Ruby Street @ Melrose Park. Ill 
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Chrysler Agreement Adds 
South African Facility 


N AGREEMENT between Chrys- 

ler International, S. A., and At- 
kinson Motors, Ltd., of South Af- 
rica has established Chrysler South 
Africa (Pty), Ltd., with equal 
parts of the new company owned 
by Chrysler International and At- 
kinson-Oates, a major distributor 
of Chrysler vehicles in South 
Africa. 

The firm will operate an assemb- 
ly plant and a parts depot in Cape- 
town, where Chrysler and Simca 
vehicles will be assembled and 
parts for both lines handled. The 
modern, 215,000-square-foot plant 
has a daily production capacity of 
60 cars and 12 trucks and employs 
650 persons. 


Tri-City Group Names Wynne 


The Norfolk - Portsmouth - Vir- 
ginia Beach (Va.) Automobile 
Dealers Association has elected 
Oliver Wynne, Jr., of Wynne- 
Wright Motor Corp. president. J. 
R. Alphin of Alphin Motors, Inc., 
is vice-president and F. H. Hutt- 
man, Virginia Beach, is secretary- 
treasurer. 


$1,000-a-Month Salesmen 
Offered Ten Tips 


UTOMOBILE salesmen who want 
to earn $1,000 a month should 

heed these “Ten Commandments 
of Selling,” according to Gus Riz- 
zo, general manager of Ray Rix- 
man, Inc., Dodge dealership at St. 
Louis, Mo.: 

Plan your day’s work. Be neat, 
courteous, sell yourself. 

Phone 30 new prospects daily. 

Distribute trading invitations 
and mail postcards. 

Call owners every day. 

Make cold spears. 

Fifteen license numbers daily. 

Know your producers; give dem- 
onstrations. 

Follow up on every lead. 

Keep demonstrator in top shape. 

Make eight personal contacts 
daily. 


Oklahomans Pick Nicholson 


V. S. Nicholson of Fred Jones, 
Inc., is the new president of the 
Oklahoma City Motor Car Dealers 
Association. Vice-president is Ray 
West of Downtown Chevrolet and 
Ed King of King Motor Co. is sec- 
retary-treasurer. 


Thunderbird Outselis 
Predecessor by 22% 


‘UMULATIVE sales and customer 
back-orders of the four-pas- 
senger Thunderbird—introduced a 
year ago—amount to more than 
65,000, exceeding the total pro- 
duction of the two-passenger 
version by 22%, Ford Division 
has announced. 

Demand has steadily outpaced 
production, according to J. O. 
Wright, general manager of Ford 
Division. The 25,000th 1959 model 
was built in mid-February. Pro- 
duction of the two-passenger 
Thunderbird over three model 
years totaled 53,166. 


Jeep Sales Continue Climb 


Domestic retail sales of Jeep 
vehicles during January were 
37% above that month a year ago, 
according to C. W. Moss, vice- 
president and general sales man- 
ager of Willys Sales Corp. Retail 
deliveries for 1958 were 11% 
above 1957, he said, despite an 
industry-wide sales decline of 
about 25%, while December re- 
tail volume was the greatest of 
any month for the company. 








SEAL LEAKS! STOP RUST! 


DOUBLE 
ACTION 
RADIATOR 
CEMENT 











This famous product works twice as hard... 
sealing leaks AND preventing rust. Fast! An 
enemy to leaks and rust, BUT won’t hurt 
copper, bronze, brass, aluminum, rubber. 
SEE MORE PERMATEX 
PRODUCTS FEATURED ON PAGE ONE 





we FREEZE-PROOF 

we WATER-PROOF 

%& FADE-PROOF 

w% TROUBLE-PROOF 

% EASY TO INSTALL 
OR REMOVE 

%& MADE LIKE A 
FINE WATCH 

%& BUILT FOR YEARS 
OF SERVICE 





— : 
sensation’ oy! 360 


REVOLVING LIGHT 


360° 


For wreckers, ambulances, emergency vehicles of all types 
here is the most eye-catching and effective light you can 
buy. The price is VERY LOW! 

Write or Wire for Beautiful Catalog or Call Your Jobber 


TRIPPE MFG. COMPANY 


133 WN. Jefferson St. 





HI-BALL 





Dept. F-1 
Chicago 6, IMinois- 








WHEEL COVERS 


See Your Jobber— Write for Catalog | ws¥ 


Complete 
Line from the 
NAMSCO World 
of Experience and 
Modern, Automatic 


Manufacturing Methods 
o NAMSCOr cle 
monufactures 
HUB CAPS 
for POPULAR 
CARS and for 
: 2 INDUSTRIAL 
ttwooo - USE 
tinors 
<ege Suburb) 


Over 100 models in sizes for 13”, 14”, 15” and 
16” wheels...triple chrome plated...interchangeable 
with original equipment ...exclusive attachment springs. 


t 
‘ 
he 


« 
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Plymouth-Dodge Plants 
Get New Managers 


EW plant managers of the 

Plymouth and Dodge assem- 
bly plants in Detroit, respectively, 
are William C. Cawthon and 
Joseph B. Neal. 

A native of Roxton, Texas, Caw- 
thon succeeds C. J. Demrick, re- 
cently named president of Chrysler 
Corp.’s Amplex Division. He joined 
the corporation in 1947 in the engi- 
neering division and most recently 
was plant manager at Dodge. Neal, 


who was born in Lebanon, Tenn., 
joined Chrysler in April last year 
and was named production man- 
ager at Dodge in June. 


Clark and Jacob Named 
Dayton Directors 


ENERAL Mark W. Clark, World 

War II commander of the Al- 
lied front in Italy,-and Robert B. 
Jacob, president of Cadillac Plas- 
tic and Chemical Co., have been 
elected directors of Dayton Rubber 
Co. 








Jim Finlay thinks wiring jobs are a cinch 
since he got this Silver Beauty service kit! 


Organization, man! That's what it 


takes and that’s what you get from 


Silver Beauty. All the wire you need 
in a handsome kit and a generous 


supply of solid copper solderless ter- 


minals in their own case that slides 


in the bottom and can be carried 


separately. And the new crimping 


tool is sensational. Powerful, but 


hasn't cracked or split a terminal 


yet. Assemblies pass every pull test. 


Triple-A Specialty Co., Chicago 


Want more facts? Use Reader Service Card Page 135 





Clark also commanded the Al- 
lied conquest of Italy in World 
War II, was commander-in-chief 
of the United Nations Command in 
the Korean War and U. S. High 
Commissioner in Austria, Since his 
retirement from the Army in 1953, 
he has been president of The 
Citadel, South Carolina’s military 
college at Charleston. 

Jacob founded Cadillac Plastic 
& Chemical Co. in 1946 with a 
brother, Richard J., who is now 
executive vice-president. The com- 
pany was purchased by Dayton 
Rubber in 1957 and is now op- 
erated as an autonomous sub- 
sidiary. 


Exhaust System Sales 
Expected to Zoom 


Wm the service market is a- 
ware of the rapidly rising 
volume in exhaust-system replace- 
ment sales, a manufacturer has 
just predicted a further rise in 
store for this year. 

Paul Putman, president of The 
AP Parts Corp., asserted at the 
firm’s recent press conference at 
Toledo: 

“We see an increase of ten per 
cent in dollar volume of the auto- 
motive parts wholesaler on all 
goods and services for 1959 and 
probably a doubling of volume in 
the next ten years. 

“On muffler and pipe volume 
alone, we see an increase of 15% 
in wholesaler-dealer volume for 
1959 and we will do everything we 
can to help the wholesaler bring 
it about.” 

Two out of three cars more 
than a year old have their mufflers 
replaced in a year, the 30-year-old 
Fort Smith, Ark., native asserted. 


Texas Dealers Meet May 17-19 


The annual convention of the 
Texas Automotive Dealers Associ- 
ation will be held May 17-19 at the 
Hotel Texas in Fort Worth, it has 
been announced by Manager Tom 
J. Crooks. Sam H. White of Hous- 
ton is TADA’s president and the 
vice-presidents are C. B. Smith of 
Austin, F. D. Mitchell of Waco and 
C. C. Gunn of San Antonio. 


Mississippians Meet Nov. 15-17 


The annual convention of the 
Mississippi Automobile Dealers 
Association will be held November 
15-17 at the Buena Vista Hote! at 
Biloxi, Manager Carl Wallace an- 
nounced. Jack E. Lee (Chevrolet- 
Oldsmobile) of Forest is president. 
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Central Texans Organize 
And Elect Johnson 


EW-CAR dealers of a central 

Texas area embracing six cities 
have formed the Hill Country 
Automobile Dealers Association 
and elected Charles Johnson of 
Peterson’s Garage, Kerrville, pres- 
ident. 

Other officers are Carl Hein, 
Hein Chevrolet - Pontiac, Frede- 
ricksburg, vice-president, and Tom 
Houston, T. G. Houston Motor Co., 
Llano, secretary-treasurer. 


Studebaker Production 
Passes Last Year's 


RODUCTION of 1959-model Stu- 

debaker Larks and Hawks has 
surpassed total 1958-model produc- 
tion of 52,416 cars, according to 
Executive Vice-President A. J. 
Porta. 

January production of 15,526 
cars was the highest for January 
since 1952, Porta said. Since intro- 
duction of the Lark in September, 
four schedule increases have been 
necessary to meet demand, bring- 


ing production to 84 per hour, he 
said. 


Pontiac Sales Climb 27.63% 


Pontiac new-car sales for Janu- 
ary were the largest for that month 
since 1956, representing a 27.63% 
increase over the same period last 
year, according to S. E. Knudsen, 
general manager of Pontiac Motor 
Division. During January, Knud- 
sen said, dealers sold 30,145 Ponti- 
acs, compared with 23,619 during 
January 1958. 








CLEAN, SEAL, PREVENT RUST! 


Ves COOLING SYSTEM 
| Ra | CLEANER & 
CONDITIONER 


GUARANTEED 


Genuine 
LAKE 
CELLULAR-TUBULAR 

RADIATOR CORES 








Two-part formula works 4 ways. Top part dis- 
solves grease, removes rust. Bottom neutral- 
izes, inhibits rust; seals. Package contains 
complete service for radiator conditioning. 
SEE MORE PERMATEX 
PRODUCTS FEATURED ON PAGE ONE 





Our New Core Catalog includes latest models 


LAKE AUTO RADIATOR 











DEPENDABLE BATTERIES 
for more than 30 years 


Automotive, Marine, Motorcycle. 
Aircraft. 
We OvurTsex.... Because 
We Our SERVE 
We also Repair and Rebuild ALi 
Makes . . . Automotive, Industrial 
and Railroad 
YOCAM BATTERIES, Inc. 
Tampa, Fia. 
Service Branches in Tampa, Miami, Jacksonville 
and Pensacola, Fla., and Columbus, Ga. 


InMA APPROVED 


BATTERIES 











CLEAN AUTOMOTIVE »- “eeF 


& INDUSTRIAL PARTS |! BEAR WHEEL WEIGHTS 
carry the most weight with your customers! 


1. Continuous Flow Hose ‘oe : 
2. Air Agitated Soaking Tank cision weight and fit ... and 
it adds up to Big Extra 


3. “Super Power" Jet Air Gun ‘ 
A must in every service shop! Profits! Start saving for 
ing...eye-catching displays... ifts now— send coupon for 


Koocrfeo ISUPER| complete assortment ...pre- full facts. sate 
2 ee ee ee ee ee ee ee Se ee ee ee ee ee ey 
CLEANMASTER BEAR MFG. CO., Dept. S-1, Rock Isiand, Ill. | 
MODEL 50 


Send full details on Bear Weights and Bonanza Coupon 
Write for Literature: 


, 
Gift Plan. ! 
PRACTICAL MFG. CO. 


— 


Team Bear’s valuable “Free 
Gift” Bonanza Coupons with 
extensive national advertis- 





! NAME 

i FIRM 

1 appress LETRA EE 
1 city ONE... STATE 


———— eee 


Model 30 (less 
Jet Air Gun) 
also available 
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A 


AO Spark Plug Div 

Ace Rubber Co. — 
Ace Rubber Products, Inc 
Acme Air Appliance Corp 
Albertson Co. 
Alemite Division 


2 


. . 44, 
American Hammered Division . 


Ammco Tools, Inc 

Anthes Force Oiler Co 
Arco Company 

Artic-Kar 

Associates Investment Co. 
Atlantic Steel Co 
Automatic Brake Componente, 


BOA Ball Bearings 

Baird Dynamic Corp. 
Bar's Products Co. .... 
Basic Sleeve Associates 

tear Mfg. Company 
Bee-Line Company 

Bell Co., Ine. 

Bender Equipment Co., . 
Bingham-Herbrand Corp. 
Binks Mfg. Oo 

Bishman Mfg. Co. 
Blackhawk Hend Tools 
Blitz Electric Co 

Bower Roller Bearings ... 
Brake Parts Specialty Co. .. 
Breeze Corporation, fe ° 
Briggs Shock Absorber Div. 


Cc 


Camel Patches 
Carter Carburetor Corp 
Casite Division 
Champ-Items, 
Champion Pneumatic Mchy 
Champion Spark Plug Co 
Chevrolet Motor Div. 
Chicago Rawhide 

Mig. Oo. ... 
Circo Equipment Co 
Clevite Service, 
Climatic Air, Inc. 
Coats Company 
Cole-Hersee Company 
Commercial Credit Co 


D 


D L Products, Ine 

DeKoven Mf Co 

Delco-Remy Bivision 

DeSoto Division 

Detroit Aluminum & Brass 
Corp 


Ditzler Color Division 

Doan Manufacturing Co 

Dow Chemical Co 

Du Pont de 
Ine., E 
Finishes Div — 
No. 7 Line . Terrre, | 
Refinishes eee ous ; 


E 


Eaton Mfg. Co 
Echlin Mfg. Oo 
Egan Mfg. Oo., 


190 


Nemours and. Co., 
I 


ee a 


**e#* © * + © OOS 


Kis Automotive Corp. 
Electric Auto-Lite Co. 


Batteries 


Emerol Mfg. Co., 


F 


F & B Mfg. Co. 
Federal-Mogul Service 
BCA Ball Bearings 
Bower Roller Bearings 
Federal Mogul Engine 
Bearings 
National Seal 
Felt Products Mfg. 
Fitzgerald Mfg. Co 
Floridin Oo., The 
Fox Products Oo 
Fram Corporation 
Frigiquip Corp. 


G 


Gabriel Compan 

Gates Rubber 

General Electric 
Lamp Div. 

Go-Jer Co. 

Grand Automotive 
Products, Ine. 

ye A Rock = 

Griffin Lamp Go. 

Grizzly Brake Div. 

Grote Mfg. Co. . 

Guaranteed Parts Co., Inc. 

Gumout Division 
Pennsylvania Refining Co. . 

Gunk Laboratories, Inc. .... 


H 


Hanson Co., Harvey E. 185 
Hastings Mfg. Co. 
(Filter Division) 
(Piston Rings) 
Haviland Oo., Arnold 
Heckethorn Mfg. & eye 


. 


. Third Cove r 


Oo. 
Hirsig- Brantley Co. 
Hollingshead Corp., 

R. M. 85 


Holly Carburetor Co. 
Holmes Co., Ernest 
Hotel McAllister 
Hygrade Prod. Div. 


Ideal Corporation 

Imco Mfg. & Sales Co. 
Imperial Brass Mfg. Co 
Inland Mfg. Co. 


J 


Jack- Pack Mfg. Co. 


Second Cover 
Johns- Manville Corp -118, 119 


K 


K-D Lamp Company 
K D Mfg. Co. 

Kem Manufacturing Co., 
Ken Tool Mfg. Co. 
Kimco Auto Prods. 
Kool Kooshion Mfg. 


L 


L & S Bearing Company ... 
Lake Auto Radiator Mfg. Go. a 
omens & Sessions Co. 

pa Co., 0. 

Lee Filter Corp. 

Lisle Corp. 


M 


Mac's Super Gloss Co., 

Manley Valve Corp. 

See Division 
58 


Milesmaster, . 

Minnesota Mining & Mfg. Co.. 

Mitchell Mfg. Co mate 

Monkey Grip Sales Co. .. 

Monroe Auto Equipment 154, 

Moog Industries, Inc. .. 172 

Mopar Div. — Chrysler 

Motors Corp. 

Muffler Products Corp 

Muskegon Piston Ring Co 
132, 


Mustang Engines 


N 


Namsco Ince. 
National Automotive Parts 
Association 2 


National Business 
Publications, Inc 

National Seal Division 

New Britain Hand Tools 

New Britain Machine Co.. 

Newnan Machine Co. - 

Niehoff & Co., CO. E. ..122, 


oO 


Oldsmobile Division 
Otto-Items, Ine 


P 


P & D Mfg. Co. ° 
Perfect Circle Corp. .Front Cover 
Permatex Co., Inc. ...1, 187, 
Pick Mfg. Co. 
Practical Mfg. Co. 
Precision Automotive 

Components Co. 
Prest-O-Lite Batteries 
Proto Tools 
Pullman Vacuum Cleaner 

Corp. 17, 
Purolator Products, Inc. 


R 


Radiator Specialty ieee 
Rajah Company 

Ramsey Corp. 

Raybestos Division 

Rich Mfg. Corp. ... 

Rochester Products Division 
Rogers Oo., John .... 0 
Rust Master Chemical ‘Corp. 


S 


Sealed Power Corp. 
Shurhit Products, Inc. 
Snap-On Tools Corp. ....52, 
Southern Automotive Journal . 
Southern Friction 

Materials Co. 
Spray Products Oorp. 
Standard ~~ hab ucts 
Stant wre. © 
Storm- Vulcan 
Studebaker- Packard Corp 
Sunnen Products Co. 


T 


Texas Company 
Thompson Prod., a 
(Service Sales Div.) ; 
Timken Roller Bearing Co 
Toledo Steel Prods. Co. 
Triple-A Specialty Co 
Trippe Mfg. Co. ... 
Tung-Sol Electric, Inc. ..... 
Tungsten Contact Mfg. Co.. 


U 


Unican Plastics, Inc 
United Motor Service 
U. 8S. Axle Co., Inc 


Vv 


Vaco Products Co. 

Van Norman Automotive 
Equip. Co. 

Vellumoid Co. ae 

Victor Mfg. & Gasket Go 


Ww 


Wagner Electric Corp. ..110, 
Walker Marketing Corp. 58, 
Warner-Patterson Co. ....20, 
Weaver-Mfg. Co .. Seiad 
Wells Mfg. Corp. .... 
Wilkening Mfg. Co. 

Wix Corp. 

World Bestos Corp. 


Y 


Yankee Metal Products 
Yocam Batteries, Inc. 


Z 


Zac- peas Paint & L wevned 
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MANUFACTURERS’ 
AGENTS 





ALABAMA 


Alan Sales Co. — Birmingham 
Acme Air Appliance ae, + Ine. 
Felt Products Mfg. Co. 

Herman J. Downey — Birmingham 
gavece Chemical Corp 

ween & Contact Mie. Co., Ine. 
Cullman 


bay tt. Div. 

Heckethorn Mfg. & Supply Co. 

Kool Kooshion Mfg. Co. 
ARKANSAS 


Doyle Moore — Little Rock 
Triple-A Specialty Oo. 


DISTRICT OF COLUMBIA 


C. 8. Carpenter Co. — Washington 
Gumout Div. 


FLORIDA 


R. L. aa 4 Associates — Gainesville 


Pick Mfg. 
Hirsig- Sreitay — Jacksonville 
‘ram Corperation 
Gabriel Compan 
R. M. Hollingshead Corp. 
Imco Mfg. & Sales Co. 
Manley Valve Corp. 
Vellumoid Co. 

Bob Pilkington — Jacksonville 
Heckethorn Mfg. & Supply Co. 
Kool Kooshion Mfg. Co. 

H. M. Rogers — Jacksonville 
Climatic Air, Inc. 

Van Norman Automotive Equip. Co 

Frank W. Coupe — Lake Worth 
Gumout Division 

Maxim Hershey — Miami 
Doan Mfg. Co. 

Arthur K. Stern — Miami Beach 
Mitchell Mfg. Co 

J. L. Meadows — Ocala 
Pullman Vacuum Cleaner Corp. 

Sidney Butz — Tampa 
Ace Rubber Poe ~~ My Ine. 
Triple-A Specialty Co. 

Vaco Products Co. 

Max Yaras — Tampa 

Ace Rubber Co. 


GEORGIA 


aaron & Bell — Atlanta 
Monroe Auto Equipment Co. 
Namsco, Inc. 
Stant Mfg. Co., Inc. 
Warner-Patterson Co. 

Henry 8S. Clark Co. — Atlanta 
Bingham-Herbrand Oorp. 
Shurhit Products Co. 

Clayton-Mattie Co. — Atlanta 
DL Products, Inc. 
Otto-Items, Ine. 

Carl B. Clifton — Atlanta 
Eaton Mfg. Co 

Gene Fike — Atlanta 
Storm-Vulcan, Inc. 

G. E. Lewis — Atlanta 
Grote Mfg. Co. 
. J. Merryman — Atlanta 
‘U. 8. Axle Co. 

W. L. Morris — Atlanta 
Griffin Lamp Co. 
Mitchell Mfg. Co 
Spray Products Corp. 

Ray M. Smith — Atlanta 
Trippe Mfg. Co. 

- Styron — Atlanta 

F & B Manufacturing Co 

N. A. Williams — Atlanta 
Gojer Co. 
Ken Tool Mfg. Co 
Lamson & Sessions Co 
Milesmaster, Inc. 

Edward Zinnell — Atlanta 
Grand Automotive Products 

F. H. Williams Co. — Covington 
Acme Air Appliance Co., Ine 
Monkey Grip Sales Co 

Dave Isom — Decatur 
Jack-Pack Mfg. Co 
K. 0. Lee Company 


KANSAS 


H. E. Russel] — Iola 
Gumout Div. 
Mitchell Mfg. Co 
Pick Mfg. Co. 
Yankee Metal Products Corp 
Robert Cullins — Overland Park 
Guaranteed Parts Co. 
Vaco Products Co 
E. T. Leahy — Prairie Village 
Storm-Vulcan, Inc. 
William M. Byrne — Wichita 
Anthes Force Oiler Co 
D. D. ba pongo — Wichita 
K . Lee Co 


ENTUCKY 


J. Paul Saunders — Bowling Green 
Grote Mfg. Co. 
Lamson & Sessions Co. 
Mitchell Mfg. Co. 
Monkey Grip Sales 
a . Baie — Louisville 
Lee Company 
~.. B ’ Hughes -- Louisville 
Acme Air Appliance Corp. 
Grand Automotive Products 


LOUISIANA 


L. M. Cressy, Jr. — New Orleans 
Tungsten Contact Mfg. Oo. 


MARYLAND 


Thomas 8. Clark — Baltimore 
D L Products, Inc. 

Cook Sales, Inc. — Baltimore 
waa Mig. Co. 
bas Kneavel & Co. — Baltimore 
> 

H. 


ick 5 = Co. 
indsay ° — Baltimore 
xem aie 
Jess Miller Sales — Baltimore 
Milesmaster, Inc. 
Merv Neal — Baltimore 
' & B Mfg. Co. 
Jerome Sibil — Baltimore 
Peo Mfg. Co. 
Triple-A Specialty Co. 
Tom viimer — Baltimore 
Storm-Vulcan 


MISSISSIPPI 


Guy M. Parker — Jackson 
F & B Mfg. Co 
K. O. Lee Co. 

Southern Sales Co. — Jackson 
Grote Mfg. Co. 
Mitchell fir Co. 

Joe Horne & Assoc. — Meridian 
Trippe Mfg. Co 

Cc. Guy Keen — Meridian 
Anthes Force Oiler Co. 
Kem Mfg. Co 
Wix Corporation 

Herman A. Shields — Meridian 
Muskegon Piston Ring Co. 
Precision Automotive Components Co 
Rich Mfg. Co. 


MISSOURI 


R. S. Black — Kansas City 
Doan ey ’ Co. 
Namsco, Inc. 
Warner-Patterson Co 
. N. Buettner — Kansas City 
Acme Air Appliance Co., Inc 
Anthes Force Oiler Ce. 
Ideal Corporation 
Monkey Grip Sales Co 
Herb Calkins, Inc. — Kansas City 
Grand Automotive Products 
Collins Carlyle — Kansas City 
Ace Rubber Prod., Inc. 
E. G. Craft — Kansas City 
Warner-Patterson Co 
Dennis Company — Kansas City 
Rust Master Chem. Corp 
R. O. Dickey & Co. —- Kansas City 
Jaycee Chemical Co 
Muffler Products Co 
Doring & Eyer — Kansas City 
Triple-A Specialty Co. 
E. H. Ebert — Kansas City 
Practical Mfg. Co. 
G. D. Heath Co. — Kansas City 
Spray Products 
Frank Libby Co. — Kansas City 
Muskegon Piston Ring Co 
W. A. Mosher — Kansas City 
D L Products, Inc. 
triffin Lamp Co 
H. J. Snyder — Kansas City 
Jack-Pack Mfg. Co 
Pullman Vacuum Cleaner 
H. Swanman, Inc. — Kansas City 
Champ-Items, Inc 
Lamson & Sessions Co 
Wix Corporation 
Paul K. Wilcox Co. — Kansas City 
Stant Mfg. Co., Inc 
Harvey Wise — Kansas City 
Heckethorn Mfg. & Supply Co 
Kool Kooshion Mfg. Co 
Herman H. Buergler St. Louis 
Manley Valve Corp 
Muskegon Piston Ring Co 
Precision Automotive Components Co 
Link & Chambers Sales Co. — St. Louis 
Ken Tool Mfg. Co 
Russ Nixon — St. Louis 
Felt Prod. Co. 
Guaranteed Parts Co 
Vaco Products Co 
Walter G. Punt — St. Louis 
Otto-Items, Inc 


NORTH CAROLINA 


John Cain — Charlotte 
Spray Products Corp 

Bill Chaney — Charlotte 
Mitchell Mfg. Co 

T. L. Kidd Co. — Charlotte 
Muskegon Piston Ring Co 
Rich Mfg. Corp 
Storm-Vulcan, Inc 

Kirby F. Newton — Charlotte 
Kem Mfg. Co. 


Ben T. Ward — Charlotte 
Gumout Division 
Jack-Pack Mf 
K. W. Norton's , ae — Durham 
Ideal Corp. 
Yankee Metal Products 
J. 8. Longdon — Greensboro 
Grote Mfg. Co 
J. B. Ruark Sales Agency — High Point 
Griffin Lamp Oo. 
Precision Automotive Components Co. 


OKLAHOMA 


Pridgen Sales Co. — Oklahoma City 
Gumout Div. 

Jim Permenter — Tulsa 
Spray Products 


SOUTH CAROLINA 


Sam Gendil — Columbia 
Felt Products Co. 


TENNESSEE 

Jim Rule — Knoxville 
Spray Products Corp. 

George H. Anderson — Memphis 
Kool Kooshion Mfg. Oo. 

Cc. R. Cunningham — Memphis 
Griffin Lamp Oo. 

Wayne Wilkins — | aaa 
Jack-Pack Mfg. Oo. 

McEwen Cherry Co. — Nashville 
Champ-Items, Inc. 
R. Tate — Nashville 
Tungsten Contact Mfg. Oo., Inc 


TEXAS 


Battle & Davis Sales Co. — Dallas 
ro erald Mfg. Co. 
rogan — Dallas 
gt orce Oiler Co. 
Felt Products Co. 
Monkey Grip Sales Company 
B. B. Burk — Dallas 
Grizzly Mfg. Co 
R. M Hollingshead Corp 
Monroe Auto Equipment Co 
Caphton & McEvoy Co. — Dallas 
Precision Automotive Components Co 
J. S. Connell Co. — Dallas 
Basic Sleeve Associates 
Bingham-Herbrand Div. 
Jack Pack Mfg. Co. 
Manley Valve Corp. 
Triple-A Specialty Co. 
H. M. Cree Co, — Dallas 
Eaton Mfg. b ng 
Grote ute © 
Pullman scam Conner Core. 
a | gg Duncan Co. — Dallas 
Kem Mf 
. H. Ebe a — Dallas 
P Griffin Lamp Co. 
Mitchell Mfg. Co 
Vellumoid Oo. 
Sam Giller — Dallas 
Ace Rubber Products, Inc 
John D. Harvey Co. — Dallas 
Muskegon Piston Ring Co. 
Albert Jayne — Dallas 
Ken Tool Mfg. Co. 
Lynn & Hemphill — Dallas 
Eaton Mfg. Co. (Air Oond.) 
Heckethorn Mfg. & Supply Co. 
Jaycee Chemica Co. 
Kool Kooshion Mfg. Co 
Stant Mfg. Co., Inc. 
Warner-Patterson Co 
McClintock Sales Corp. — Dallas 
Acme Air Appliance Oo., Inc. 
Grand Automotive Products 
McDermott & Tighe — Dallas 
U. 8. Axle Co 
J. J. O'Connell, Jr. — Dallas 
Otto-Items, Inc 
Ralph Russell — Dallas 
Milesmaster, Inc 
W. Frank Russell Co. — Dallas 
Namsco, Inc 
Schnair Sales Co. — Dallas 
Muffler Prod. Co 
Shipp & Payne — Dallas 
Doan Mfg. Co 
Practical Mfg. Co 
Yankee Metal Products Oorp 
Wilkerson-Rey Assoc. — Dallas 
Vaco Products Co 
0. CO. Zell — Dallas 
Storm-Vulcan, Inc 
W. L. Lyon — El Paso 
Lamson & Sessions Co 
Automotive Sales Co. 
F & B Mfg. Co 
Rudy Copeland — Ft. Worth 
Ace Rubber Co 
Cash Dean Co. — Ft. Worth 
Muffler Products Co 
Neal Greenfield Sales Co. — Ft. Worth 
Rich Mfg. Corp 
Tungsten Contact Mfg. Oo.. Inc 
Fritz Keller Company — Ft. Worth 
Champ-Items, Ine 
PD L Products, Ine 
John W. Lovelady — Ft. Worth 
Gojer, Ine 
Lamson & Sessions Co 
W. T. Spence — Houston 
Trippe Mfg. Co 
Brockenbrough & Sanders —- Waco 
Ideal Corp. 


- Ft. Worth 


VIRGINIA 


T. S. Armistead — Richmond 
Anthes Force Oiler Co 





now...this new brake shop on wheels 
puts you in the 





Brakes are one of the “Big-Profit’ services... 
Here's the basic equipment you need to do fast, 
dependable work! 

It's AMMCO'S new Brake-Shop-On-Wheels— 
Drum Lathe, Shoe Grinder, Drum Micrometer 
and other accessories—all on rugged mobile 
bench that you can use and store anywhere. 
The Brake-Shop-On-Wheels pays for itself and 
shows a good profit too, with just one complete 


brake job a week. Easy terms. 
SEND FOR NEW BOOKLET that explains the 


terrific money-making opportunity in Brake 
Service that's waiting for you. 


AMMCO TOOLS, INC. 
2158 Commonwealth Avenue, North Chicago, Illinois 


Want more facts? Use Reader Service Card Page 135 SOUTHERN AUTOMOTIVE JOURNAL for Merch 1959 





Hastings Chrome-Vent rings seat 3 to 4 times faster than 
any other chrome rings 


@ Want oil control in tapered, out-of-round or 
re-bored cylinders ? Want faster seating ring jobs ? 
Then you want Hastings Chrome-Vent oil rings. 4 -. ( 
They assure positive oil control right now. They 


seat 3 to 4 times faster than any other chrome rings 
made. They eliminate profit-cutting come-backs. BEVELED CHROME- 


The Hastings patented beveled chrome rail makes VENT. Rails make fine- CHROME RAIL. Origi- 
line contact with cylin- nated by Hastings... 


immediate fineline contact with the cylinder wall. It der wallforafasterseat. now replaced by Hast- 


CONVENTIONAL 


: ie . Less area to wear-in ings exclusive Beveled 
has less contact area to wear-in —takes less time to oudiis tan Gahan Gi 


break-in. break-in. 


Chrome-Vent gives at least 3 times greater . 
chrome wearing surface, too—because the thick ae" mee ie amy 
chrome cap extends around the bevel. And, with i; “hea ? / 
the lighter inner-spring made possible by the bev- 


eled design, it makes gentle, soft-pressure contact BEVELED CH R 0 ME-VENT 


with any cylinder wall. 

: PISTON RINGS ws 

Always use Hastings, the product of replacement as 

specialists. You'll be sure of a good profitable ring oe (© R 
job and a satisfied customer, too. TOUGH —) 
on oil-pumping ; \ ae 
HASTINGS MANUFACTURING COMPANY - HASTINGS, MICHIGAN R 

Hastings Ltd., Toronto 

Piston Rings, Oil Filters, Casite, Spark Plugs GENTLE 
on cylinder walls 


Hastings Rings are covered by 
U.S. Patent Nos. 2148997, 2511874, 2565042, 2712971 





4 ‘every time... 


¥ power up with 
Ramco 10-up sets fe 7 errs, 


and wear is essential 
to MODERN POWER. 


, “4 C-9 brings this response to 
Look at the illustration above. : | - png Nae A oh ay 
It shows the heartbeat of conformability. | = Duomatic expander and 
radially thinner rails. 
When butted end to end, the Duomatic 
expander acts like a coiled spring, exerting 
‘outward pressure against wafer-thin rails. 


No matter how worn, tapered or out-of-round a Seive-Seal 

cylinder may be, the expander automatically adjusts, / 4 Conformability 

conforms. Like the human heart, it’s constantly at | Spiro-Seal segment works 
° . : , | lik watch spring: 

work: expanding, contracting, expanding... | pants io Jag 

Both C-9 and Spiro-Seal oil rings have this : See 


of inner ring pressure 


MODERN POWER action. That’s why C-9 | : 
° * “ ‘ ' Wis until after seat-in. 
(in newer engines) and Spiro-Seal (in older 

engines) means satisfied customers for you. 


To find out more about them, call your RAMCo Jobber. 


RAMSEY CORPORATION 
; 3723 Forest Park Bilvd., St. Louis 8, Mo. 


Yes! Send a free copy of MODERN 


PIs TON FI NC SHTTS 7" 


Ramsey Corporation,a subsidiary of Thompson Ramo Wooldridge Inc. ADDRESS 


Why MODERN POWER with 
circumferential expansion action is 
important to you is explained in detail in \ ZONE STATE 
this colorful, illustrated book. 
Yours FREE when you mail coupon. 
R-511 Copyright 1959 





